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Its performance and name 


are the same around the world 


Other Outstanding 
Shell Industrial Lubricants 
Shell Tellus Oils—for hydraulic systems 


Shell Talona R Oil 40—anti-wear crank- 
case oil for diesel locomotives 


Shell Rimula Oils—for heavy-duty diesel 
engines 


Shell Turbo Oils—for utility, industrial 
and marine turbines 


Shell Dromus Oils—soluble cutting oils for 
high-production metal working 


Shell Macoma Oils—for extreme pressure 
industrial gear lubrication 


Shell Voluta Oils—for high-speed quench- 
ing with maximum stability 


SSHELL ALVANIA GREASE is avail- 
able world-wide . . . assurance 
that your customers abroad will 
get the same performance from 
your equipment that domestic 
customers rely upon. 


You can count on Alvania* 
Grease to remain plastic in sub- 
zero weather and, equally im- 
portant, to remain stable under 
sustained high temperatures. On 
job after job, Shell Alvania Grease 
has successfully replaced dozens 
of special lubricants. 


Alvania Grease also has an out- 
standing performance record on 


the toughest anti-friction bearing 
grease applications. It is ideal for 
wet, humid applications because 
it is inhibited to prevent water 
corrosion. It gives good lubrica- 
tion under conditions which 
normally spell trouble. 


For complete information on 
this truly multi-purpose grease, 
write Shell Oil Company, 50 West 
50th Street, New York 20, New 
York, or 100 Bush Street, San 
Francisco, 6, California. In Can- 
ada: Shell Oil Company of Canada, 
Limited, 505 University Avenue, 
Toronto 2, Ontario. 


SHELL ALVANIA GREASE 


the truly multi-purpose lubricant 
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15,000,000 horsepower 


1969 


26,000,000 horsepower 


In the next six years demand by industry 
for motors to drive air moving equipment is 
going to increase about 75% .. . from 
15,000,000 horsepower in 1959 to 26,000,000 
horsepower in 1965. Other needs are rising 
even faster. Careful matching of motor to 
equipment will assure minimum shutdowns 
for repairs and maintenance. Century Elec- 
tric application engineers can help you get 
that right motor by selecting from among 
the over 10,000 types Century makes. 


b All types of equipment—Take hard-to- 


start pumps and compressors . . . with 


' Century Electric motors designed for this 


kind of application, starting is no problem. 

Same thing holds true for fans, pumps, 
machine tools, ball mills, printing presses . . . 
Century Electric has the right motor for each. 


Reliable operation — Bonded “Mylar” 


and high-temperature varnish insulation give 
tough mechanical strength and resistance to 
moisture . . . rigid cast iron or steel frames 
mean long life and quiet operation. . . 
rotors get special balancing tests before ship- 
ment to eliminate vibration and assure 
longer life. . . . 


Application aid—To be sure you have the 
right motor for each application, contact 
your nearest Century Electric application 
engineer. He knows motors inside and out 
because he sells, applies and thinks motors 
day after day. For details on Century’s com- 
plete line of motors, write for the Century 
Motor Application Guide, bulletin 270A. 
For more than a motor .. . 


CENTURY ELECTRIC COMPANY 


St. Louis 3, Missouri Offices and Stock Points in Principal Cities 


RBM Relays 


low cost, high quality relays: 
general purpose, open and 
hermetically sealed, motor start- 
ing, AC industrial contactors and 
starters for Communications, Elec- 
tronic and Appliance Industries. 


R-B-M Controls Div., Logansport, ind. 


EQGDSEX 


SX Wire and Cable 


A complete line of appliance 
wiring material, radio, televi- 
sion and electronic hook-up wire, 
200°C high temperature Sil-X 
wire, automotive wires and 
cables, and flexible cords. 


Wire and Cable Div., Fort Wayne, Ind. 


and Cable All from Essex Single Source 


oe. 
® 
Coiled Cords, Cord Sets 


Plastic and rubber power supply 
cords. Terminations of all types 
(molded plastic and rubber). 
Complete line of Coiled Cords in 
HPN, Type SP and Types SV, SJ; 
covering full appliance range. 


Cords Limited Div., DeKalb, Winois 


Across the board—Essex Single Source 
Service pays off! It’s a sensible approach 
to reduction of finished product costs. 
Close quality control is reflected in ab- 
sence of reject problems and tight pro- 
duction schedules are maintained as a 
result of dependable Essex delivery of 
integrated electrical components. 

Learn how Essex Single Source Ser- 
vice can work to your advantage. Call 
your local Essex application specialist 
today for details on this practical com- 
ponent purchasing plan! 


ESSEX WIRE CORPORATION 


Fort Wayne, Indiana 
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OIL 
SEALS 


mm stock! 


Thousands of sizes... available for prompt delivery 


Whenever you face the problem of finding the right oil seal quickly Check C/R... you'll find the seal to solve 
...in extensive or limited quantity ... check C/R. your problem available from stock in most 


: a —- cases. Or C/R engineers will gladly offer their 
More than 20 types, forming over 7,500 size combinations for shafts / g yo 


from %” to 50” O.D. are available—the majority from stock! C/R unrivaled experience and facilities to create 
shaft type oil seals fit most seal applications... from simple dust and produce special designs. 
exclusion to high-speed, high temperature fluid retention under DGens entateahitn: Rares ent tndestate 
extremely rugged operating conditions where high sealing efficiency C/R Oil Seals than any other 


must be maintained over long service life. 


OIL SEAL “ep DIVISION 
This new, comprehensive catalog of stock C/R seals is now ready. 


Write for your free copy. 


on: Sep: Ucye) 
atime + Mase RAWHIDE 


Offices in 55 principal cities. See your telephone book. 


in Canada: Manufactured and Distributed by Chicago Rawhide Mfg. Co. Other C/R Products 
of Canada, Ltd., Brantford, Ontario Sirvene (synthetic rubber) moiced pliable parts « Sirvis- 


Conpor mechanical leather cups, packings, boots « 
Export Sales: Geon International Corp., Great Neck, New York C/R Non-metallic Gears 
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ees PURCHASING AGENT 


“Welcome Back! What’s new 


in the electrical business?” 


Whatever is new, if it is right for your 


nt, your Graybar man recommends 
. . » and knows how to put it to 
rk ... motors, controls, power dis- 
ribution equipment, wiring or light- 


supplies. 
Objective recommendations and 


le, point-of-use help on anything E L E C T R I C C O M P A N Y, I N C. 


ctrical are available to you*. For 


th, call Graybar today! 93 


your electrical contractor 
20 LEXINGTON AVENUE, NEW YORK 17, N. ¥, @© OFFICES IN OVER 130 PRINCIPAL CITIES er ano 
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Forms Forum 

When Do You Infringe Upon Someone’s Patent? 
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CARL S. HARVEY, Technical Director, Lamson & Sessions, tells why. oF 


You overspend 
when you 
overspecify... 
on fasteners 


Overspecifying can be costly in ordering 
fasteners . . . especially in view of the trend 
toward higher “physicals” and correspond- 
ingly higher component costs. 


Here’s a typicalexample: A customer 
specified AISI 1137 steel (a screw machine 
grade) for a nut. After a look at the 
“physicals” we recommended a cold forged 
nut of AISI 1030 steel (a straight carbon 
steel) and met all requirements at consider- 
ably lower cost to the customer. 


In many instances we’re recommending 
ordinary grades of carbon steel over the 
customer’s specs of low alloy content mate- 
rial. Our improved heat treatment practices 
make the savings possible. Elementary 
cases, perhaps, but they happen every day! 


Take Advantage of the specialized experi- 
ence and facilities available to you through 
L&S. Leave reference to “chemistry” open. 
Tell us what you want in end results. Give 
us the “physicals” and tolerances—then 
stop! This helps us save you money, in both 
purchasing costs and assembly costs. 


L &S Fastener Engineering 
helps you “tighten up” on... 
@ PURCHASING COSTS 


@ INSPECTION AND HANDLING COSTS 
@ ASSEMBLY COSTS 





LAMSON ©& SESSIONS 


5000 TIEDEMAN ROAD «+ CLEVELAND 9, OHIO 


Plants in Cleveland and Kent, Ohio + Chicago and Birmingham 





Inflation to Get 
Intensive Study 


Preventing 
Price Increases 


The Federal Reserve 
Board’s Industrial Pro- 
duction Index rose two 
points in May to 152. 
This new mark is six 
points higher than the 
pre-recession record. 
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Three government committees are now studying the inflation 
problem. Their recommendations and reports will be closely 
watched by P.A.’s. 

One of the groups is the Congressional Joint Economic 
Committee—headed by scholarly Senator Paul Douglas (D-Ill.). 
This committee has been holding a series of hearings and plans 
to make a report toward the end of the year. 

Another is a special Interdepartmental Committee, led by Dr. 
Raymond Saulnier of the President’s Council of Economic Advis- 
ers. Its job is to study the impact of government spending pro- 


grams on commodity and material prices throughout the country. 








The third committee, however, may prove to be the most im- 
portant. This is the top-level group officially created as the Cabinet 
Committee on Price Stability for Economic Growth. It is also 
known as the Nixon Committee, after its chairman. 

When President Eisenhower set up the committee—which also 
includes five cabinet members and Dr. Saulnier—he authorized it 
to “conduct such studies as it finds needed for those factors af- 
fecting the stability of costs and prices that will help prevent 
price increases.” Its first report, issued recently, shows that the 


committee is diving right into the problem and recommending 
specific action. 











One thing is certain: if Congress adopts the recommendations of 
this Cabinet Committee, it will take a giant step forward in 
controlling a serious economic problem for all Americans. 
~ Here’s what the committee says should be done, as a “mini- 
mum”: 

(1) Congress should recognize reasonable price stability—along 
with full employment and production—as an explicit goal of Fed- 
eral economic policy. 

(2) Expenditures should be held to the level recommended by 


- INDUSTRIAL PRODUCTION 
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Fed. Res. Index '47-'49 == 100 
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17 years on M.E. A.* solution... 
this Crane iron valve still holding tight 


The facts: 17 years on hard-to-hold 
*Mono-ethanol-amine solution at 250 F 
with no leakage. No repairs or main- 
tenance to date. Working as good as new. 

That’s what the Commercial Solvents 
Corp. petrochemical plant at Sterling- 
ton, La., reports on this 12-in. Crane No. 
4754, 125-Pound, all-iron wedge gate 
valve. It is used as a block valve on the 
M.E.A. process unit, and operated on 
yearly turn-arounds or if a leak should 
develop in the unit. 

This example is typical of the depend- 


CRAN 


8 


able performance of Crane iron body 
wedge gate valves. Their durable, low- 
cost service results from Crane features 
such as an extra number of bonnet bolts 
for uniform gasket loading and tight 
joint; full-length disc guides that save 
seat surface wear; shoulder-type body 
rings that can’t come loose; extra deep, 
non-binding stuffing box design. 

Ask your Crane Representative for 
more details on these better service iron 
body gate valves. They can save you a 
lot of maintenance dollars. 


Cross section, 125-pound iron body 
gate with flanged ends, outside screw 
and yoke. Available in all-iron or 
bronze-trimmed. Line includes non- 
rising stem valves; also screwed and 
hub ends. Sizes 2 to 48 in. See your 
Crane catalog. 


> VALVES & FITTINGS 


PIPE ¢ PLUMBING ¢ HEATING « AIR CONDITIONING 


Since 1855— Crane Co., General Offices: Chicago 5, Illinois— Branches and Wholesalers Serving All Areas 
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000 Net 
the President. Future programs should not be Tons 


authorized if they will create a deficit. In this be 
way, we can begin to reduce the huge national . 


10500 
debt. 10000 


(3) The quantity of money and credit out- 9500 
standing should be firmly controlled. And the od 
government should be allowed to borrow 3000 
money in the public markets at rates which 7500 
attract private investors. 7000 

6500 } 
6000 
































All of these recommendations are realistic 
and feasible. Most businessmen would support 320 
legislation based on these suggestions. 310 
It’s also good to know that the Nixon Com- 
mitte isn’t resting on its laurels with this one 
report. It still has a number of basic prob- 280 
lems under study. 


For example, it plans to delve into the yes 
vital area of tax reforms. It feels that tax 260 
revenues should more than meet current ex- 250 ¥ 
penditures and will make specific recommend- 240 = a Se Se ee 
ations in this regard. 230 } F —— 4 
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It will also investigate our competitive posi- 
tion in foreign markets. This is a subject that Machine Tools 
businessmen have been quite anxious about in 
recent years. Any recommendations for im- 
proving our position will undoubtedly be re- 
ceived with great interest by the business 
community. 

The committee intends to look into govern- 


ment regulations affecting industry. Several 





(metal cutting type 
































Persn’} 
Income | PERSONAL INCOME | 
Bil. $ “~ | (Adjusted for seasonal variation 


372 fot 
369 ~ 2 EE -—+- 


366 ia 4 
363 

360 =r 3 = = 
1 i 


354 }— = a+ = “Semis EARNINGS | 


3515 wi 
Labor & eR ore 
348 














e 





\ 


p |} Nf tf 

















Dept. of Labor J 
47-'47 =100 














. Income & Earnings 














Juty 20, 1959 








HAND WRAPPING 


More products are wrapped in GATOR HIDE, 
than in any other kraft paper. Why? 


HE overwhelming popularity of Gator Hide 

kraft for hand wrapping is proof positive 
that it consistently delivers more value and bet- 
ter quality per dollar. 

One company, International Paper, controls 
quality from seedling to finished product. Only 
100% virgin sulphate pulp is ever used to 
make Gator Hide kraft. This assures maximum 


strength, toughness, and pliability. 


at 
an 


Other International Paper wrapping papers 
are made and stocked in a wide range of 
weights, grades, colors, and finishes. Bleached 
and unbleached, wax coated and saturated. If 
you have need of wrapping papers that are 
water repellent, moisture resistant, flame resist- 
ant, or creped, International Paper has them. 

Ask your local paper merchant for samples 
and further information. 


Southern Kraft Division INTERNATIONAL PA PER New York 17, N.Y. 
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studies that could lead to changes in cur- 
rent obsolete regulations are now underway. 

The much-maligned price support program 
is still another area where special studies will 
be made. The committee hopes to find non- 
inflationary solutions to some of the prob- 
lems created by price supports. 


Perhaps the most important area under con- 
sideration, though, involves the practices of la- 
bor and business. The committee will study 
methods to eliminate “excessive concentration 
of power in the hands of labor or business.” 


It seems obvious from the scope of its plans 
that the Cabinet Committee has a great deal 
of work ahead. Naturally, the prestige and 
influence of its members will clear many paths. 
But the obstacles are still huge. 

For instance, some members of the Dem- 
ocratically-controlled Congress are already at- 
tacking the committee’s first report. And the 
cry of “administered prices” is still being 
heard on Capitol Hill. 











Nevertheless, the conservative voice of the 
Cabinet Committee will be a powerful one when 
legislation is drafted. Its recommendations can 
serve as a big boost for greater economic se- 
curity. 

For its statement that “our economy is now 
at a critical junction urgently requiring action” 
could provide the stimulus that Congress needs. 
Businessmen will be keeping their eyes on 
Washington to see whether Congress will run 
with the ball that the Nixon Committee has 
thrown to it. 
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DoALL 56-R 
GAGE BLOCK 


j 


B| 


A single block can be used as either 
“eo” or “‘not go” gage to measure this 
snap ring groove. 





Gage blocks take the guesswork out 
of setting up automatic turret lathes 
and chucking machines. 


More Useful Dimensions with Fewer Gage Blocks! The new DoALL 56-R set 
introduces a new concept in gage block usefulness by providing widely 
specified decimal and fractional dimensions that are not readily available in 
traditional sets. 

Employed is a revised mathematical system that allows you to make common 
dimensions with fewer blocks—the first major improvement since the 86-piece 
set was introduced many years ago. In addition, this 56-piece set enables you 
to greatly reduce the time-consuming job of selecting, cleaning and wringing. 


See How This Set Saves Time and Money 


Ask your local DoALL gage specialist to show you how much easier, faster 
and less expensive it is to use DoALL’s new 56-R set. The moderate price of 
the 56-R set makes it practical to assign a set to each of your toolmakers or 
machinists. This will eliminate the time waste created by a group working 
from the same set. They’ll find the 56-R set has the most useful dimensions 
for setups, pre-production runs and shop inspection work... also stops 
rejects before they happen by reducing the risk of measurement transfer errors. 
Call your local DoALL Sales-Service Store or write: 


GAGE BLOCK SET NO. 56-R 
Available in Three Grades .010” (single block}— .010” series 
.020” through .030” (11 blocks) — .001” series 
AA Grade +.000002”—$490.00 .1001” through .1009” ( 9 blocks) — .0001” series 
—.000002” .101” through .109” ( 9 blocks) — .001” series 
.110” through .190” ( 9 blocks) — .010” series 
A+ Grade +.000004”—$340.00 .100” through .400” ( 4 blocks) — .100” series 
—.000002” 1.000”, 2.000”, 3.000” ( 3 blocks) —1.000” series 
Vea" Yo", %,", 1 r. 

A Grade +.000006”"—$240.00 %", %",%2",%" ( 8 blocks) —Fract. series 

(Shop-Blocks) —.000002” .050” or .100” steel or carbide wear blocks optional 


The ne DGBLL Company, Des Plaines, Illinois 


THIS ISA 
TYPICAL DoALL STORE 
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The P.A.'s Outlook 


@ P.A.'s Feel Business 
Outlook Is Cloudy 


@ N.A.P.A. Notes Normal 
Leveling in Summer 


@ Local Assns. Present 
Varying Reports 


Tue CLOUDY business out- 
look as the second half begins is 
sharply pointed up by the July 
drop in Purchasing Magazine’s 
Business Confidence Index. 
The index—which is derived 
from a sampling of purchasing 
agent opinion throughout the 
country—fell four points to 97 
(1958=100). This marks the 
second successive monthly de- 
cline in this sensitive indicator. 
Perhaps the reason for the 
falloff in P.A. optimism that 
dominated the surveys in the 
last half of 1958 and the first 
half of 1959 can be summed up 
in a phrase found often in the 
replies: “. . . but if there is a 
strike.” There’s no doubt that 
midyear strike threats in the 
steel and nonferrous industries 
played an important part in the 
thinking of most buyers for 
metalworking companies. 


Leveling Off 


Another opinion expressed by 
many P.A.’s is that the rapid 
recovery following the °57-’58 
recession is beginning to flatten 
out. Some purchasing executives 
noted that while conditions are 
still improving, the rate of im- 
provement has dropped off. 

Reports from various pur- 
chasing agent groups indicate, 
however, a basic soundness in 
the economy. This includes re- 
cent surveys conducted by the 
‘National Association of Pur- 
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BUSINESS CONFIDENCE 


INDEX 


How P.A.'s feel about the short-term economic outlook. 
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Purchasing Magazine’s Business Confidence Index dropped four points this 
month to $7 (1958=100). The index—based on a representative cross-sec- 
tion of purchasing agent opinion throughout the country—reflects the un- 
certainty in the minds of many P.A.’s about the steel and nonferrous metal 


outlook at midyear. 


chasing Agents and the Cleve- 
land, Pittsburgh, and Canadian 
local associations. 

The N.A.P.A. notes that 
“business remains brisk.” It 
says, however, “there are some 
indications of a normal seasonal 
summer leveling.” 

The association reports that 
“practically none (of its mem- 
bers) are increasing their in- 
ventory investment to hedge 
against higher prices. Very few 
are willing to extend their pur- 
chase commitments further into 
the future.” 

According to the Cleveland 
association, “the economy is sta- 
ble.” It reports that “a high 
business level will be main- 
tained well into the third quar- 
ter, in spite of the seasonal dis- 
locations.” 

The group notes that “many 
orders are being placed requir- 
ing third and even fourth quar- 
ter delivery.” It says “prices 
continue to inch slowly upward 


but this tendency was retarded 
to a degree this month.” 

Says the Pittsburgh asso- 
ciation: “Business in general 
seemed to level off for the first 
time this year . . . even the pro- 
duction figures dropped.” 

It reports that “orders for 
heavy electrical equipment are 
lagging far behind the market, 
mill steel is slow, and special 
machinery and equipment have 
extended deliveries. So far, 
there is little change in the lead 
time required for production 
materials.” 

The Canadian association 
notes, on the other hand, that 
its members “have recorded 
higher production levels and 
more new orders.” It says also 
that “a general feeling of optim- 
ism is evident.” 

The group adds, however, 
that “Inventories show a 
marked reluctance to continue 
to grow, in spite of the new 
order and production picture.” 
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TV cameras, transmitters and receivers, punched card programming, electronic brains . . . Inland’s new 46” 
Universal automatic slabbing mill is a far cry from the mills of yesteryear. At his fingertips, today’s mill opera- 
tor—Inland Slabber . . . 1959—has power and precision control never before achieved. Currently fed from six 
soaking pit batteries, this giant, new slabbing mill operates at a capacity of 1,800,000 tons per year. As primary 
and finishing capacity grows in response to Inland’s continuous plan for expansion, this mill, built with an eye to 
future requirements, can draw upon more than three times as many soaking pits—step-up its capacity to a 
tremendous 4,000,000 tons. For soaring mid-western industry, this means an always dependable source—produc- 
ing more uniform steel of highest metallurgical quality, at ever-increasing speed. 


Building Today, With an Eye to Tomorrow 


INLAND 
SLABIBIER . « « 
1959 








NLAND> INLAND STEEL COMPANY | (icc iir niiitsix’s sok Nc 
30 West Monroe Street * Chicago 3, Illinois INLAND STEEL PRODUCTS COMPANY 


Sales Offices: Chicago + Davenport + Detroit - Houston - indianapolis - INLAND STEEL CONTAINER COMPANY* ce 
Kansas City + Milwaukee + New York + St. Louis + St. Paul INLAND LIME & STONE COMPANY®*  * Division 
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Price Trends 


@ Nonferrous Buying Cut 
By Vacation Shutdowns 


@ Copper Production Now 
In Excess of Demand 


T HE SUMMER lull has hit the nonferrous 
metal markets. Vacation shutdowns have been 
largely responsible for lagging copper, lead, 
and zinc sales in recent weeks. Of course, the 
cloudy steel outlook also had many P.A.’s in a 
quandary. 

This is the way the situation shapes up in 
a few important markets: 


Copper: Domestic shipments to copper fabri- 
cators fell slightly, according to the latest re- 
port from the Copper Institute. This resulted 
in a 12,000-ton increase in refined stocks held 
by producers. 

Foreign copper mines, too, are producing in 
excess of current consumption. However, pur- 
chases of copper by the Soviet Union, which 
would absorb some of this surplus production, 
is still a possibility to be considered. 


Aluminum: Shipments of aluminum sheet 
and plate rose about eight thousand tons to 
over 75,000 tons, according to the latest report 
from the Aluminum Association. Aluminum 
foil deliveries fell around 400 tons, however, 
to about 10,000 tons. 

The all-time record month for aluminum 
production came in May ’59, when over 163,- 
000 tons were produced. In the first five months 
of the year, almost 650,000 tons of primary 
aluminum were turned out. (Turn Page) 
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CONVENIENTLY LOCATED FOR FAST SERVICE 


AMERICAN SCREW COMPANY Willimantic, Connecticut 
ANCHOR FASTENERS, INC. Cleveland 5, Ohio 
Woterbury 20, Connecticut 

Waterville 14, Connecticut 

Altoona, Pennsylvania 


Chicago 9, Illinois 
Keene, New Hampshire 
Frankfort, Kentucky 


CONTINENTAL SCREW CO. , Massachusetts 
EATON MANUFACTURING CO., RELIANCE DIVISION Massillon, Ohio 
ECONOMY SCREW CORP. Chicago 14, Iilinois 
ELCO TOOL & SCREW CORPORATION Rockford, Illinois 
FEDERAL SCREW WORKS Detroit 10, Michigan 
GREAT LAKES SCREW CORPORATION Chicago 27, Illinois 

Morton Grove, Illinois 


INDIANA METAL PRODUCTS DIVISION, 
TEXTRON INDUSTRIES, INC. Rochester, Indiana 
Louisville, Kentucky 
LAKE ERIE SCREW CORP. Cleveland 7, Ohio 
THE LAMSON & SESSIONS CO. Cleveland 2, Ohio 
Chicago 32, Illinois 
NATIONAL LOCK COMPANY Rockford, Illinois 


THE NATIONAL SCREW & MFG. CO. Cleveland 4, Ohio 
Los Angeles 22, California 


PARKER-KALON DIVISION, GENERAL AMERICAN 
TRANSPORTATION CORP. Clifton, New Jersey 


PHEOLL MANUFACTURING CO Chicago 50, Illinois 


PROGRESSIVE MANUFACTURING CO., 
DIV. OF TORRINGTON CO Torrington, Connecticut 


REPUBLIC STEEL CORP. BOLT & NUT DIVISION Cleveland 13, Ohio 
RING SCREW WORKS Von Dyke, Michigan 
ROCKFORD SCREW PRODUCTS CO. Rockford, Illinois 
RUSSELL, BURDSALL & WARD BOLT & NUT CO. Port Chester, New York 
Los Angeles 33, Colifornia; Rock Falls, Illinois 

SCOVILL MANUFACTURING CO. 
WATERVILLE DIVISION Woterville 48, Connecticut 
SCREW & BOLT CORP. OF AMERICA Pittsburgh 33, Pennsylvania 


DIV. OF SCREW & BOLT CORP. OF AMERICA Southington, Connecticut 
TMOMPSON-BREMER & CO. Chicago 22, Illinois 
TRIPLEX SCREW CO. Cleveland 9, Ohio 


SEMS OFFER 
IMMEDIATE SAVINGS 
Right from the moment 
you start using SEMS you make 
substantial savings in time and money. SEMS 
eliminate handling separate washers 
and screws—speed assembly line 
operations remarkably. They're ideal - 
for hopper-fed driving, too. Check the 
broad SEMS line today. 


SPECIFY SHAKEPROOF® . 
LOCK WASHERS ON SEMS 
Shakeproof Lock Washers lock tight, 
stay tight. Shakeproof Lock Washers for ~ 
SEMS are designed especially for 
mechanical pre-assembly, and are 
engineered in a wide variety of styles 
and sizes to do every lock washer job better. 
Choose the exact type that’s best 
for you—from the source nearest you. 


UNITED SCREW & BOLT CORP. Chicago 8, Illinois 
WALES-BEECH CORP. Rockford, Illinois 


SEMS DIVISION, TEXTRON INDUSTRIES, INC. Rockford, Illinois x 
SHAKEPROOF DIVISION, ILLINOIS TOOL WORKS Elgin, Hlinois s 
SOUTHINGTON HARDWARE MPO. CO. 


MY ~—DerRns 


CANADA MLINOIS TOOLS LTD. pre-assembied screw and lock washer 


For information on SEMS sources in Canada contact: 


SHAKEPROOP/ PASTEX DIVISION Toronto, Ont., Canada SEMS is a development of Illinois Tool Works ik, 
Chicago a 
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Zine: Domestic zinc sales have been slow. 
But some purchasing agents for die casters 
have been calling for special high grade and 
brass mill buyers have been purchasing regu- 
lar high grade. 
Zine prices in London have shown a marked 
degree of firmness. Trading on the London 
Metal Exchange has been active. 
Shipments last month rose sharply, because 
many P.A.’s were worried about the labor out- 
look. Deliveries were over 102,000 tons, the Ltt iL ie 
largest since last October. AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG 
1958 1959 





Tin: The tin market has been holding rela- 


tively steady. However, trading has been gen- Zz : 

erally dull and inactive in recent weeks. Rubber 
Beginning this month, British stockpile tin enmmmmmmmmmmmmmms (°° | 1 Smoked sheets) 

is being sold through the Buffer Stock of the 


International Tin Council. The British govern- 
ment hopes to sell about 2500 tons that way. 





Lead: Recent lead sales have involved only 
moderate tonnages. Some storage battery 
manufacturers, large consumers of lead, have 
closed their plants for vacation. AAAnA elitahs Lida | 

However, the May report on lead by the AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG 
American Bureau of Metal Statistics confirms 1958 1959 
the earlier evidences of a high level of buying 
during that month. Shipments rose over 12,- 
000 tons to 65,027 tons, marking the highest 
total since May, 1941. 



































Wholesale Prices: The wholesale price index | 
in May dropped 0.2% to 119.8. But the index | 
for all commodities other than farm products —— 
and foods was unchanged. | | 
Metals and metal products showed a 0.1% Lp PB 
hi 





rise. The same increase was chalked up by ma- 
chinery and motive products. This was largely thts alstilil diditils ANE 
due to higher prices for electrical and metal- AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN JUL AUG 
working machinery. 1958 1959 
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Now! Tests prove 


CONTOUR-WELDED* STAINLESS TUBING 


gives products better protection against contamination 


This tubing is smoother inside — so there’s less danger of product 
incrustation. And this means better protection against contamina- 
tion. Not only that, a smoother surface also ensures greater resist- 
ance to corrosion and longer fatigue life. 

Here’s why TRENTWELD® tubing, made by the exclusive 
Contour-Weld process, is smoother than any other tubing: 

First, it’s smoother than seamless tubing because it’s formed 
from uniformly rolled strip steel whereas seamless is extruded 
from a billet. 

Second, it’s smoother than other welded tubing because the 
Trent-patented Contour-Weld process virtually eliminates the 
weld bead. 

But get full details on why smoother tubing surfaces are vital. 
Send for the free 48-page “Trentweld Manual.” It contains complete 
data on Contour-Welded tubing in stainless and high alloy steels, 
titanium, zirconium, zircalloy and Hastelloyt, in sizes from %” 
to 40” 0.D. Write: Trent Tube Company, Box 2518, Pittsburgh, Pa. 
?Trademark Haynes Stellite Co. 


In Conventional Welding 


. With Contour Welding 
oe 


In CONVENTIONAL WELDING of tubes, gravity pulls the molten 
metal down to form a bead that is difficult to remove by cold 
working. And cold working may lead to undercuts, focal 
points for fatigue cracks and corrosive attacks, Cleaning 
becomes difficult. 


@ With CONTOUR-WELDING the tube is welded at the bottom. 
Gravity still pulls the molten metal down inside the tube, but 
now the weld area corresponds to the of the tube. 
There's virtually no weld bulge on the inside surface. And 
even on the O.D., the weld seam more closely conforms to 
the contour of ** » tubing. 





stainless and high alloy pipe and tubing 


TRENT TUBE COMPANY 


Subsidiary of Crucible Stee! Company of America « GENERAL OFFICES: East Troy, Wisc.* MILLS: East Troy. Wisc.; Fullerton, Calif. 
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@ Manufacturers’ Sales 
Reach Record Level 














S ALES by manufacturers rose to a new high 
level in May. Inventories continued to advance, 
while new orders declined. 

Manufacturers’ sales totaled $30.5 billion, a 
$200 million increase over April. Sales of dur- 
able goods producers were up 2%, while those 
of nondurable companies showed little change. 

Seasonally-adjusted inventories rose $400 
million to $51.5 billion. 75% of the increase 
was in durables, led by machinery and trans- 
portation equipment companies. 

New orders were 3% below the April level. 
May new business was $30.3 billion, compared 
with $31.2 billion in bookings the previous 
month. The dip primarily reflected fewer new 
orders for iron and steel, which in recent 
months have been at record levels. JUN JUL AUG SEP OCT NOV DEC JAN FEB MAR APR MAY JUN 

1958 959 


Dept. of Commerce—Seasonally adjusted 

































































Manufacturers’ Sales 
Seasonally Adjusted (Millions of Dollars) Jan. . . May (p) 
28,143 30,525 

13,541 15,449 

2,230 , 2,841 

1,537 J 1,681 

4,017 s 4,468 

Transportation equipment 3,167 3,503 
css i cc unnsgas Chased vane ccew coedenaciosen boauseees 879 1,046 
Stone, clay, and glass 668 167 


14,602 15,076 
4,522 4,544 
428 382 
1,102 ; 1,302 
942 
1,932 
3,043 
508 








Manufacturers’ Inventories 
Seasonally Adjusted (Millions of Dollars) 
All manufacturing industries 49,503 50,323 
28,117 28,846 
4,180 4,372 
2,993 3,120 
9,030 9,155 
6,578 6,806 
1,702 : 1,722 
1,207 1,205 


21,386 21,477 
4,669 4,152 
1,881 1,876 
2,487 2,451 
1,451 1,462 
3,764 3,742 
3,264 3,286 
1,013 1,030 





Manufacturers’ New Orders 
Seasonally Adjusted (Millions of Dollars) 
All manviocturing indusivies. citricccescccsesss PCedeccccscvescecececosecess 28,502 29,702 31,206 
Durable-goods industries. :irrs..ssecessssee bebbesdeenescechnteweeesekes 13,900 14,918 15,796 
14,602 14,784 15,410 


(p) Preliminary. 
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PARTS FOR THE RAZOR 


Chase Brass used for components of Newest Gillette Razor! 


Faces differ. So do skins—and beards. The new Gillette 
Adjustable Razor featuring a micrometer dial that can be set 
to nine different degrees of edge exposure and angle provides 
the greatest shaving comfort ever, no matter what the com- 
bination of skin and beard. 

Making a razor as fine as this one calls for manufacturing 
tolerances held to thousandths of an inch on many small parts. 


This is why they are milled, stamped, cut or formed from brass. 


Chase makes a wide range of copper alloys—each “product 
developed” to do a specific job and do it better. You can have 
the help of Chase metallurgists on your production problems. 
Plus the advantages of copper, brass and bronze in sheet, 
strip, tube, rod, wire and forgings. See your nearest Chase 
representative, or write Chase at Waterbury 20, Conn. 


THE NATION'S HEADQUARTERS FOR ALUMINUM © BRASS * BRONZE + COPPER + STAINLESS STEEL AND FORGINGS 
Atlanta Baltimore Boston Charlotte Chicago Cincinnati Cleveland Dallas Denver Detroit Grand Rapids Houston Indianapolis . Kansas City, Mo. Los Angeles 
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Many parts for the new Gillette Adjustable Razor are made from 
brass and copper alloys produced to closest tolerances by Chase 


#@Chaseé 


BRASS & COPPER CO. watersury 20, CONN 
Subsidiary of Kemnecott Copper Corporation 


Milwaukee Minneapolis Newark 


New Orleans New York (Maspeth, L.1.) Philadelphia Pittsburgh Providence Rochester St.Louis San Francisco Seattle Waterbury 
For More Information Write No. 165 on Inquiry Card—Page 32 
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The day the water flowed like bourbon 


See heah, Doctor suh, Ah’m not 
expending twenty-five dollars an 
hour just to lie on this couch and 
tell you about the disaster. I want 
you-all to help me forget it. 

Well, how would you like to be 
the gentleman responsible for 
pourin’ fifty thousand gallons of 
aged Kentucky bourbon into the 
Carrie Nation Creek? 

No, Ah didn’t turn the wrong 
valve. But I’m the distillery official 
who bought the electrical control 
cable that went out of whack and 
didn’t activate the right valve. 
Everyone else said be safe... be 
sure ... buy Okonite control cable. 
But no. I knew better. Look at the 
money we were goin’ to save using 
a product of the Adequate & 


Lotscheaper Cable Company. 

We saved it all right. An’ then 
—whoosh! 

Suh?... What do you think 
happened ? Man, they really gath- 
ered at the river that afternoon. 
Everyone fo’ ten miles around, ah 
reckon. They brought bowls and 
basins, buckets and Bathinettes. 
You couldn’t rent a rowboat that 
afternoon for less than thirty 
dollars an hour. 

The mayor swears to this day 
that a ten-pound catfish jumped 
into his boat and asked him fo’ 
an ice cube. 

Suh?... No, I’ll be all right. Just 
let me use that hanky a moment. 

Well, that evenin’ things got so 
bad that the Governor declared 


our county a disaster area and the 
Red Cross moved in with two 
tank trucks—one filled with black 
coffee and the other with Bipso 
Selzer. And the next morning there 
were only about two people in the 
whole town who were capable of 
transactin’ business. 

Ah was one...and the other 
was the first gentleman I sent for 
after the disaster—our Okonite 
representative. 

Fired? No, suh, they did worse 
than that to me. They stripped me 
of mah commission. Ah’m the only 
Kentucky private in all the U.S.A. 





THE OKONITE COMPANY 
Subsidiary of Kennecott Copper Corporation 
Passaic, New Jersey 











where there’s electrical power... there’s OKONITE CABLE 
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Report From Europe 





FIAT Plans Gradual 
Invasion of U.S. Markets 


Ed. Note: This is the final spe- 
cial report on the European 
economic scene by Purchasing 
Magazine’s Washington corres- 
pondent, A.N. Wecksler. Mr. 
Wecksler returned recently from 
an inspection tour of the major 
industrial cities in Europe. 


Turm. ITALY —No major 
changes in prices or supply of 
raw materials are anticipated by 
top planning and production of- 
ficials of FIAT, largest industrial 
complex in Italy. FIAT’s position 
in Italian industry is roughly 
comparable to that of General 
Motors in the U.S. 
___ FIAT officials see supplies con- 
tinuing at the same level, with 
output capacities large. No sharp 
increase in demand is in the off- 
ing. Raw material requirements 
of Buropean industry will increase 
gradually, they believe, as the 
Common Market nations of 
Europe step up consumption. 

For the present, European 
buyers feel that basic raw ma- 
terials prices will continue about 
the same as they have been for 
the last 18 months. Major price 
indexes in West Europe have re- 
mained practically unchanged in 
the last year and a half, which 
means that the stability in raw 
materials has carried over to 
finished product prices. 

The economic drive in Europe 
is largely concentrated on sta- 
bilizing government finances and 
keeping a balance between wages 
and prices. Both France and Italy 
have become highly conscious of 
the stability achieved by West 
Germany and are working toward 
the same end. 

The success of General Charles 
de Gaulle in getting French trans- 
portation workers to abandon 
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their strike threats and to forego 
a wage increase is considered a 
major step in stabilizing the 
French economy. There is a gen- 
eral feeling that a strong France 
is highly important to a stable 
West Europe. 

Italian industry is facing fur- 
ther wage demands by labor this 
year. However, its leaders antici- 
pate that the pay increases will 
be offset by improvements in pro- 
ductivity. 


Italians Earn More 


On a comparative basis, indus- 
trial wages in France, Germany 
and Italy are about equal. Italian 
wages are somewhat lower than 
those in Britain on a straight 
hourly wage comparison. But be- 
cause of the higher fringe benefits 
in Italy, FIAT economists estim- 
ate that their actual scale of 


wages is somewhat higher than 
British industrial wages. 

The mass production industries 
of Europe have adopted all the 
special techniques developed in 
the United States. FIAT spokes- 
men point out that the automak- 
ers of most European countries 
have introduced mass production 
methods, comparable and, in some 
respects, more advanced than 
common practice in the U. S. 

Combining a much lower hourly 
wage rate with highly developed 
mass production techniques makes 
possible a much lower unit cost 
for European manufacturers. 

European producers do not 
anticipate that these lower unit 
costs will make it possible to 
flood the U.S. market with Euro- 
pean goods. Any move in this 
direction, they feel, would be 
met with quotas, tariff walls, and 
other import restrictions. They 
believe that although the U.S. 
is an attractive market for Euro- 
pean manufacturers, it would be 
dangerous to build up a large 
volume of production based on 
the unique capacity of the USS. 
consumer to generate quantity 


demand. (Turn Page) 





The Russians are putting their best feet forward at their current Exhibi- 
tion in New York. Vice President Nixon was an early visitor. 





»eeee.. Oday the 
proudest cars 
on the road 


glisten with 


Olin Aluminum 


The exciting Ford Thunderbird 
is an example. Quality Olin 
Aluminum is going into the man- 
ufacture of most of the fine-new 
cars. Bright, light aluminum re- 
sists corrosion, won’t rust. No 
other metal gives car owners 
such lasting satisfaction. Olin 
Aluminum, in its first year as a 
major producer, is already a basic 
source of supply for the great 
names in the automotive industry. 
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FIAT spokesmen indicate that 
their aim is a balanced export 
market—buying from many coun- 
tries—so that the loss of one na- 
tion as a customer does not 
blight their export outlook. In 
line with this policy FIAT has 
taken a cautious approach to the 
US. market in the sale of its 
autos. Rather than try to dis- 
tribute on a nation-wide basis 
immediately, FIAT started to 
market its cars in the U.S. in the 
port centers of the East and 
West coast, gradually spreading 
to Florida and Texas. From these 
coastal markets, they plan to 
penetrate inland. 


A Huge Organization 


FIAT is one of the major in- 
dustrial organizations of the 
world, producing 1700 autos a 
day. It also makes aircraft, rail- 
way rolling stock, buses, diesel 
engines, machine tools, electric 
household appliances, lubricants 
and petroleum products, paints, 
rubber parts, and plastic materi- 
als. In addition, FIAT produces 
its own steel, 

Sales are on a world-wide basis, 
with autos and parts as the major 
item of export. This makes the 
company a major buyer of raw 
materials. It therefore has a keen 
awareness of economic trends in 
the U.S. as well as Europe, plus 
conditions in all the other world 
markets. 

FIAT uses a variety of ma- 
chine tools in its plants. Many are 
of Italian manufacture, but it also 
uses tools from Germany, Great 
Britain, and the U.S. Company 
management has no objection to 
mixing tools and chooses from 
many sources, with price, capac- 
ity, and adaptability to FIAT re- 
quirements as the prime consid- 
erations in placing an order. 

The FIAT reaction to U.S. tools? 
In many instances, it feels that 
the capacity of US. tools is 
greater than they need. Also 
U.S. tools are often considered 
to be more expensive than those 
available from other sources, 

Inventory policy at FIAT par- 
allels trends in large US. firms. 
In the early period after World 
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War II when production was re- 
established, FIAT was working 
on a six-month inventory. Now 
the major emphasis is on keeping 
stocks at a minimum. 

There is a close integration be- 
tween various units of FIAT, so 
that raw materials processed in 
its own plants can be fed into end 
products without building up in- 
ventories at any stage of produc- 
tion. Production of finished prod- 
ucts is closely ‘geared to sales 
levels in order to hold down in- 
ventories, 

Where FIAT buys from a ven- 
dor, it maintains a minimum in- 
ventory of the item purchased 
and requires the supplier to main- 
tain most of the stock. FIAT can 
do this because most of its ven- 
dors are small producers located 
primarily in and around Turin 
and are in large measure depend- 
ent on FIAT patronage. 


Awaiting U.S. ‘Small’ Cars 


FIAT does not anticipate that 
the “compact” U.S. car will cut 
heavily into the market for “for- 
eign” cars in the U.S. The “for- 
eign” car produced in Europe is 
different from the “compact” 
cars planned by the major U.S. 
auto makers. 

At the same time, the US. 
market will be an early testing 
ground of what happens when 
American manufacturers seek to 
counter a major incursion of their 
market by West German indus- 
try. Up to now, our auto indus- 
try has looked on the European 
models as a novelty item that has 
caught the passing fancy of 
American buyers. 

If the U.S. “compact” car tends 
to displace the European product 
or even if it cuts into the market 
for “foreign” cars, sharp price 
competition may develop between 
the automakers. This is the type 
of competition that U.S. indus- 
try, saddled as it is with a high 
wage rate, can ill afford to pur- 
sue. 


Quality Control 


European producers believe 
they lay greater stress on quality 
control than they feel is possible 





COLLETS @ HARDINGE COLLETS e HARDINGE COLLETS @ HARDINGE COLLETS e@ HARDINGE COLLETS @ HARDINGE COLLETS @ HARDINGE 


e HARDINGE 


When You 
Think 


LATHE COLLETS 


SCREW MACHINE COLLETS 


MASTER COLLETS 


One Source of Supply for 
all your Collet requirements 
— means Purchasing Economy 


Complete range of sizes, 
round, hexagon, square. 


Shop Proved 
for Over 65 Years 


“How to Order 
Collets’’ 


HARDINGE BROTHERS, INC. 
ELMIRA, N. Y. 


Immediate delivery from conveniently 
located stocks in: Atlanta, Boston, Chi- 
cago, Dayton, Detroit, Elmira, Hartford, 
Los Angeles, New York, Philadelphia, 
Seattle, Portland, Minneapolis, Oak- 
land, St. Lovis, Toronto, Montreal, 
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Physical tests at Standard in- 
clude those for special proper- 
ties of steel alloys under extreme 
variations in temperature. 
Here, the strength and ductil- 
ity of steel are being checked 
for resistance to stress under 
severe conditions of elevated 
temperatures over a prolonged 
period of time. 


Charpy impact and transition 
temperature determinations 
have recently assumed import- 
ancein many applications. Here 
a steel sample is immersed in 
liquid nitrogen to determine its 
susceptibility to fracture at tem- 
peratures as low as —300°F. 


» 


Quality control—a vital activity at 
Standard Steel Works 


Every conceivable shop and laboratory test required for modern 
quality control can be performed by Standard’s staff of metal- 
lurgical technicians. Testing of incoming raw materials; physical 
property tests of steel and other alloys at temperatures from 
several hundred degrees below zero up to red heat; gas analysis, 
ultrasonic, X ray, magnetic particle, fluorescent penetrant and 
microscopic examination of finished products are routine checks 
which assure that the finished, delivered product will meet the 
most rigid specifications. Write Department 5-G for full details. 


Standard Steel Works Division 4% 
BALDWIN - LIMA: HAMILTON 


BURNHAM, PENNSYLVANIA Rings e Shafts e Car wheels * Gear blanks « Flanges ¢ Special shapes 
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in US. plants. In both the large 
and small plants of Europe, the 
manufacturing process goes from 
the raw material to the finished 
product. There is much less sub- 
contracting and relatively few 
purchased parts. 

FIAT does buy a limited quan- 
tity of parts from vendors. FIAT 
inspects very closely all parts 
and components manufactured in 
its own plants. Each 12th worker 
is engaged in a quality control 
function. In addition, the wage 
structure includes an incentive 
factor based on quality of output 
as well as quantity. 

Quality is even more import- 
ant in some West German plants. 
At the Mercedes Benz plant at 
Stuttgart, for example, each 
eighth worker is engaged in in- 
spection. 

In addition to inspecting its 
own plant products closely, FIAT 
inspects the products of its ven- 
dors before acceptance, 


e European Wage Rates 
Worry U.S. Industry 


The wage structure in Europe 
raises the most serious problem 
for U.S. industry in any competi- 
tion for markets. Hourly wages 
in the major countries of Western 
Europe are between 20% to 25% 
of the hourly wages paid for the 
same skill in the U.S. 

In functions which have not 
been mechanized, the lower Euro- 
pean wage rate does not yield any 
advantage in unit costs. For ex- 
ample, much European construc- 
tion is hand labor and the unit 
price of construction is compara- 
ble or even higher than in the 
US. 

The problem becomes much 
more troublesome in the mass 
production industries. Where 
European industry is mechanized, 
the combination of high produc- 
tivity and low hourly wage can 
mean much lower unit prices than 
anything seen thus far on world 
markets. —A. N. Wecksler 
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How to sell 
without a salesman 








Customers handle 

their own cases when your 

brand’s in colorful, lightweight 

H & D corrugated boxes. 

They’re easy to carry—attractively 
printed to out-merchandise competition. 
Is your brand point-of-sold ?- 

Better see H & D. 


\'!| Hinde & Dauch 


Division, West Virginia Pulp and Paper 
| | : 


AUTHORITY ON PACKAGING * SANDUSKY, OHIO 
15 FACTORIES « 42 SALES OFFICES 
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carbide inserts... 








Any combination of 
style, size and grade 
to meet your needs 


Complete machining flexibility is possible only when you can get exactly 
the right combination of carbide insert grade, size and style . . . 

V-R Elevator Type when you need it. That’s why V-R manufactures the most complete 

Toolholder. line of inserts available anywhere. Regardless of the operation 
to be performed or the type of material to be machined, 
there’s a V-R carbide insert that’s best for your job. Ask 
your V-R representative. He will be glad to show you how 

i V-R’s complete line can provide fast answers 
V-R Solid Base to your cutting tool problems. 


Type Toolholder. Send for Catalog 


VR-58 for 


JUFACTURERS OF -REFRACTORY METALS ENGINEERED FOR THE 1B 


Vascoloy-Ramet corporation 


850 Market Street ° Waukegan, Illinois 
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The wheels 
industry 
forgets... 
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Norton 


remembers 


Industry never gives general purpose 
grinding wheels enough thought . . . for- 
gets that, thanks to all-around usefulness, 
g.p.’s deserve as much care in selection as 
special purpose wheels. 

They deserve the same care in manu- 
facture, too — and Norton has always 
remembered to give them exactly that. 
General purpose wheels of 44 ALUNDUM* 
abrasive, vitrified bonded, are among the 
newest Norton developments. Like all 
Norton wheels they’re made of virgin 


abrasive to precision limits... in the new- 
est, most modern abrasive plant. . . with 
the same thorough control of processing 
and speed-testing for safety. 

For your benefit, this manufacturing 
care provides wheel balance, uniformity 
of structure and freedom from soft spots 
that result in free-cutting action through- 
out each wheel’s entire life. 

Worth remembering to make, 44 
ALUNDUM general purpose wheels are 
worth remembering to order. With huge 


AT Ng 


at ( e 


stocks in Norton warehouses and plants 
to draw from, Norton Distributors every- 
where keep full stocks for prompt 
deliveries. NORTON COMPANY, General 
Offices, Worcester 6, Mass. Plants and 
distributors around the world. 

*Trade-Mark Reg. U.S. Pat. Off. and Foreign Countries 


WNORTONE 


ABRASIVES 


W-1927 








Making better products ...to make your products better 
NORTON PRODUCTS: Abrasives + Grinding Wheels + Grinding Machines + Relractories + Electro-Chemicals — BENR-MANNING DIVISION: Coated Abrasives + Sharpening Stones + Pressure-Sensitive Tapes 
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NAME YOUR NEED!) 


These are just a few of the many job-engineered paints in the complete Barreled Sunlight Line 


Acid and Alkali Resistant Coating Barreled Sunlight 
feid und Alkali Resistant Coating protects against the 
Rroveateahvartadt Melmesucthaarlicicnie rte ctmriletias 
fumes, gases, water and excessive humidity. Recognized 
Maracleranteltianieeltriea ai lelamtemo iicachvcr tiem crclttster ap celcce 
tion of wood, metal, brick, concrete and other plaft con- 
eattaalOlimiriccarireme. @ilicarlilemas) (las 


Aluminum Paints — Barreled Sunlight quick drying Alu- 
minum Finishes provide greatest brilliance, durability and 
hiding power. Liquid Aluminum, for general inside and 
outside use, resists temperatures up to 300 F; Heat Resist- 
ant Aluminum, for interior and protected exterior surfaces, 
resists temperatures up to 600° F. 


Machinery Enamel belt cceme Melitta acta atl am olla monice 
ing, oil and grease resistant finish for the maintenance of 


machinery and general equipment. Barreled Sunlight 


Machinery Enamel has all these, plus outstanding adhesion, 


toughness and flexibility. Dries to a light-diffusing “modi- 
fied gloss” which eliminates objectionable glare. All pop 
ular machinery colors. 

Mildew Resistant Paints —— Where high heat and humidity 
combine to create mildew, mold, or fungus problems, 
Barreled Sunlight Mildew Resistant Gloss provides the 
Tolar) Mm psaelccuehGcmracr tele sume Molerucltr-aclh@milo(emmcaicceMmtraelas 
toughest conditions, this specialized white interior finish 
has excellent Whiteness and hiding power. 

Rust Inhibitive Coatings Here's the easy. way to “give 
atrim eo latti Mme mr limiiccs artim accutane tem icaa| 
Barreled Sunlight Chromate-Lead-Oxide Metal Primer 
combines the corrosion-inhibitive qualities of zinc chro- 


Oo 
<a 6 
FOR A BETTER LOOKING, LONGER 
LASTING PAINT JOB AT LOWER COST 





mate, red lead and iron oxide in a durable, weather-resistant 
synthetic vehicle. For economical protection of exterior 
metal, specify Barreled Sunlight Rust Inhibitive Primer 
pure Iron Oxide in 100°% linseed oil 


Heat and Fume Resistant Finishes — Where a heavy duty, 
non-yellowing white paint is required to resist discoloring 
action caused by a combination of fumes and dry heat, 
Barreled Sunlight Chemic Enamel offers white paint advan 
tages for ceilings and walls of many plant interiors where 
no other white paint has yet justified its cost. 


Ceiling and Wall Paints For heavy duty maintenance 
painting of new or old plant interiors, specify Barreled 
Sunlight “Super Hiding” Interior Finishes. Intense opacity 
otten permits one-coat repainting under conditions which 
leleneihmaceltitccma cemecricme Sr lem macs olMn cr Tm Ollelt ar tels 
Gloss. Non-yellowing Whites plus engineered Wall and 
Dado Colors 


If you have a paint problem, it will pay you to call in a 
trained Barreled Sunlight representative for practical rec 
ommendations. He will be happy to’ show you how you can 
make substantial savings in material and labor over any 
paint you have ever tried in the past! 


To make the best use 
of paint and color we invite you to take advantage of the 
Barreled Sunlight “Engineered Color” Survey. At your 
request PVeve Mc aresteltlamelel tre tatels 


a Barreled Sunlight 
representative will make a personal survey of your plant 
and submit recommendations for a complete, practical 
painting plan. Try this free service now 


BARRELED SUNLIGHT PAINT COMPANY 
18-G Dudley Street, Providence 1, Rhode isiand 


Please send me your color chip catalog showing the complete line of 


Barreled Sunlight Heavy Duty Maintenance Paints 


I want to try your free ‘Engineered Color’ Survey Service. Please have 


your representative contact me for an appointment 
Name 
Company 


Street. 


Ses eT Ee 








FOR Oo 


call 
Ln 
the 


AIRCO 
SPECIALIST 


a 





99.5% pure oxygen (0:2) ...by the ton or by the cylinder 
... to a convenient location, inside or outside your plant 
... for any process. . . with absolute dependability 


From more than 100 distribution and production points 
Airco today supplies American industry with oxygen and 
other high purity industrial gases. For the chemical 
industry ... missile fuel systems... machine and manual 
cutting and welding . . . steel making and processing... 
flame hardening . . . flame cleaning . . . and for medical 
therapy and high altitude flight. 

If you want to use oxygen for a new application or to 
improve the performance of current applications, 

Airco facilities are as near as your telephone. 


Call in the Airco Engineering Service Representative. 


Pee ee eee ee eee eee ee om 


Right: Airco liquid oxygen 
station “installed” on cus- 
tomer site to assure large 
quantity storage for an un- 
interrupted supply. 


Airco also supplies industry 
with ACETYLENE ¢« ARGON 
CARBON DIOXIDE* HELIUM 
HYDROGEN ¢ KRYPTON 
NEON « NITROGEN ¢ XENON 


He is qualified to assist in planning a process with you from 


the very start. He is a long time expert in application 
techniques. He knows the rugged types of apparatus 
essential to oxygen processes. He knows in-plant distribution 
to consumption points. He knows how to make sure your 


supply will be ample at all times. 


For O2... Airco. 





AiR REDUCTION SALES COMPANY 


A division of Air Reduction Company, Incorporated 
150 East 42nd Street, New York 17, N.Y. 


Offices and authorized dealers in most principal cities 
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On the west coast— 
Air Reduction Pacific Company 


internationally— 
Airco Company International 
in Cuba— 
Cuban Air Products Corporation 


In Canada— 
Air Reduction Canada Limited 


All divisions or subsidiaries 
of Air Reduction Company, inc. 


PURCHASING 





-_erystal clear 


S1Ze 


.. any depth required 


@ give your product this added appeal 
@ protect it... display it 
e sell it in greater volume 


New Clearsite 2Y2" Container is a thin wall, flexible extruded container 
.. is crystal clear... will not crack or tear... has no seams and a re- 

inforced bottom. 

Clearsite 22" containers are available in any length desired ... can 

be multi-color printed if desired. 





Ideal for samples, 1 


Protects small 

mechanical and The perfect container for Eliminates duplicate 
electrical parts, irregularly shaped items. labeling . . . particularly 
components and tools Makes possible easy for serums and other 

in the plant or on shelf storage or stacked pharmaceuticals which 
production lines. counter display. require outer protection. 


USES UNLIMITED—Clearsite is the perfect outer package for countless products... 
retail or industrial. Clearsite reveals your product's identity, its features and beauty... 
helps keep it moving in production or sales channels. 


THE WIDEST VARIETY OF STOCK PLASTIC 


CELLUPLASTIC CORPORATION 
JARS AND VIALS AVAILABLE ANYWHERE 


24 Commerce Street, Newark 5, New Jersey 
Gentlemen: Dept. 553 
I'm interested in the improved packaging possibilities 
that the new 21%” diameter Clearsite container offers. 
Please: 

Send a sample ..inches deep to package 


slaosof Nas 


CELLUPLASTIC CORPORATION 


24 Commerce Street Newark 5, New Jersey 


Have a representative call 
Name 
Company 
Address 
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At Taco Heaters Incorporated, Cranston, R. I., 


| OW TACO USES design engineers have solved the modern trend to 


smaller, more efficient products. 


WoO LV = R I N = As one of the leading suppliers of water heaters to 
T R U FI N g TY P Ee W/ iH America’s boiler manufacturing industry, Taco 


licked this problem by designing its water heaters 
around Wolverine Trufin Type W/H—the 
For a Smaller Water Heater integrally-finned condenser tube made expressly 


To Provide More Hot Water! ie aerate 

Here’s how a Taco spokesman described his com- 
pany’s success: “In the ‘old days’, boilers were 
large in size and there was plenty of room avail- 
able for water heaters fabricated from prime sur- 
face tubing. However, as time went on, new boiler 
designs became smaller and smaller — and so did 
the space available for the water heater. 


“Since the introduction of Wolverine Trufin we can 


now pack more heat transfer surface into less space, 


thus getting the entire water heater into the boiler. 
This enables the boiler manufacturer to improve 
unit appearance and efficiency at lower cost.” 


There’s a good chance that Wolverine Trufin’s 
ability to transfer more BTU’s per foot of tube can 
help your company just as it did Taco Heaters In- 
corporated. Why not talk over your problem with 
one of Wolverine’s highly-trained Sales Represen- 
tatives? Write, too, for a copy of Wolverine’s “The 
Way To BETTER WATER HEATERS” Catalog. 





Wolverine Trufin is available in Canada through the Unifin Tube Division, London, Ontario 


sem CALUMET Orvier WOLVERINE TUBE 
CALUMET DIVISION 
URANIUM DIVISION DIVISION OF 
GOODMAN LUMBER DIVISION 
WOLVERINE TUBE DIVISION 





CALUMET & HECLA, INC. 
bo Conde: 17250 Southfield Road 


CALUMET & HECLA ANADA LIMITED 


FC 
WOLVERINE TUBE DIVISION Allen Park, Michigan 
CANADA VULCANIZER & EQUIPMENT CO. LTD . 

UNIFIN TUBE DIVISION Manutacturers of Quality-Controned Tubing and Extiuded A J 


PLANTS IN DETROIT, MICHIGAN, AND DECATUR, ALABAMA, 
SALES OFFICES IN PRINCIPAL CITIES. 
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AUGUST—Selected supplier of anhydrous LATER—Ammonia system installed without 
ammonia . . . assuming that service included supervision ...not tested by supplier...some 
technical advice ‘‘during use”. parts not designed for ammonia use. 














x 


STILL LATER—Had improper atmosphere TOO LATE—Too many rejects . . . supplier 
mixture .. . undesirable case properties... unable to aid on application. Labor, material 
sooting and added handling of “finished” parts. and operating costs up... profits down. 


BE TROUBLE-FREE! Buy your ammonia from Armour. 
And receive expert technical service—whenever you need it 
—at no added cost. 





M 
M 
Vi 


1355 West 31st Street - Chicago 9, Illinois 








Serving industry for more than half a century with the purest ammonia money can buy. 
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Heart of the best printed circuits— 


CDF Di-Clad 
LAMINATES 


Printed-circuit dependability begins at the base, and that’s where 
CDF excels. Only CDF offers the combination of Teflon* resin 
and glass fabric cloth for use under sustained temperatures of 
180°C. In addition, CDF offers a full range of Di-Clad laminates 
to meet every known demand of printed circuitry. High foil- 
bond strengths withstand soldering heats, reduce assembly re- 
jects. Full line of Di-Clad grades — glass fabric and paper-base 
— with Teflon*, epoxy, and phenolic resins. Assembly costs go 
down when the job is done on CDF Di-Clads! Write for CDF 
Di-Clad Folder DC-58. 


*duPont trademark for its tetrafluoroethylene resin 





CDF PRODUCTS OF TEFLON 


CDF produces an unequalled range of electromechanical parts of 
Teflon* — such as small- and large-diameter thin-wall tubing, glass- 
fabric laminates, flexible insulating tapes, sheets, rods, tubes, and 
finished parts. Now also available: cementable Teflon in supported 
and unsupported forms; can be cemented to itself and to most other 
materials with commercial adhesives. If you have a potential use for 
a product made from unsupported or reinforced Teflon — from tapes 
to high-heat-resistant printed-circuit laminates — your CDF sales 
engineer is the man to call. Meanwhile, write for the new CDF 
Tefion Folders. 

*duPont trademark for its tetcafluoroethylene resin 


CDF 
HIGH-HEAT 
ELECTRICAL 
TAPES 


Flexible insulating tapes tor hand or automatic 
winding, made of glass-supported silicone rubber, 
silicone varnish, Micabond, with and _ without 
backings; and unsupported and glass-supported Tef- 
lon*. Color identification — CDF tapes of Teflon 
are made in the standard identifying colors. Call your 
CDF sales engineer, or write for test samples. 


*duPont trademark for its tetrafluoroethylene resin 








DIAMOND VULCANIZED® 
FIBRE 


keeps costs down 
Known for over sixty years 
sas the standard of quality in 
fibre, Diamond® Vulcanized 
Fibre is made in many grades 
(bone, ffish-paper, trunk, 
is si commercial, built-up) and is 


available in sheets, rods, 
4 | tubes, strips, rolls, fabricated 
d parts, and formed specialties. 
L win tainted Write for Catalog DVF-58. 


LOW-COST VULCOID is Resin-impregnated Vulcanized Fibre. 
Vulcoid (made only by CDF) is an intermediate insulation material. 
It combines the desirable arc-resistance and mechanical properties of 
vulcanized fibre with many of the good qualities of a phenolic lami- 
nate. UL-approved as Class A insulation in electrical equipment. 
Bearing applications requiring high precision have been successful 
with Vulcoid. Write for Bulletin V-58. ~ 





CDF 
CELORON® 


MOLDED 
ge? P= PRODUCTS 


Celoron is a molded-macerated and/or combination lami- 
nated base bonded with phenolic resins. High strength, long 
life, and low cost are the characteristics of molded electrical 
or mechanical parts made from CDF Celoron®. Its good 
electrical properties make Celoron an ideal molded insulator, 
while its high mechanical strength makes it an excellent 
material for gears, couplings, intricate loom parts, etc. 
Write for CDF Catalog C-58, or contact your nearest CDF 
sales engineer. 





PURCHASING 


CDF DILECTO® LAMINATED PLASTICS 


. . = - 
for electrical and mechanical applications 

DILECTO®, made in scores of grades, means high-quality laminated plastics made for 
rigorous duty in electrical, electronic, and mechanical equipment. Characteristics vary 
with the grade, so get the expert assistance of your CDF sales engineer. 

RESINS AVAILABLE IN DILECTO: 
Epoxy 
Melamine 





Phenolic 
Heat-resistant Phenolic 
Silicone 


Polyester 
Tefion* 


BASES FOR DILECTO: 
Glass Mat 
Felted Asbestos 
Asbestos Fabric Non-woven Cotton Mat 
Cotton Fabric Paper (either cellulose or asbestos) 
CDF gives fast technical and delivery service on sheets, tubes, rods, or complete 
fabricated parts of Dilecto plastics. Write for Catalog D-55-C. 


*duPont trademark for its tetrafluoroethylene resin 


Glass Fabric 
Nylon Fabric 





For a better motor or generator — 
CDF 
_ MICABOND® 
INSULATING 
PARTS oe BY CDF 
f SAVES YOU TIME, MONEY, WORRY 


CDF mica V-rings and slot liners insulate America’s best-selling 
Let CDF’s well-equipped machine shops assume the com- 


motors and generators. Finest-quality mica splittings insure 

highest heat-resistance and insulation under severe operating 
plete responsibility for delivery of your fabricated parts 
as specified and on time. No time is lost at CDF between 


conditions. 

Forms of Micabond® available: Sheets; Tubing; Tapes (with 
raw-material production and final fabrication. When you 
let CDF do it for you, there’s no problem of shortages, 


backings of cotton, silk, paper, woven glass, and Mylart poly- 
rejects, waste. Undivided responsibility pays off for you! 


r 


+ 
4 
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ester film); Fabricated Parts of various shapes such as Mica 
segments. CDF supplies and fabricates Micabond to your 
strictest specifications — on time and at low cost. Call your 
CDF sales engineer or write for samples of Micabond and 
Catalog M-58. 
tduPont trademark 








THERE’S A CDF SALES OFFICE NEAR YOU 


BALTIMORE 14, MD. NOrthfield 5-0964 FT. WORTH 7, TEXAS FAnnin 3339 MINNEAPOLIS 2, MINN. FEderal 3-6666 TULSA, OKLAHOMA 
2451 Ellis Road 3414 Camp Bowie 610 Plymouth Bidg. -3388 204 S. Cheyenne St 
BIRMINGHAM 6, ALA. GREENSBORO, N.C. BRoadway 4-0226 NEW YORK 


LUther 7-6189 


VErnon 3-5713 SCarsdale 5-1600 





110 95th Street. N 
BOSTON GRanite 2-2150 
1245 Hancock St., Quiney 69, Mass 
BUFFALO 3, N. Y. WAshington 3929 
495 Ellicott Square Building 
CHICAGO 11, ILL. DElaware 7-6266 
1201 Palmolive Buildin 
CLEVELAND 14, OHIO 
550 Leader Building 
DAYTON 3, OHIO 
39 N. Torrence St. 


8 
CHerry 1-5220 
KEnmore 3114 
AComa 2-2236 


DETROIT 35, MICH. 
201 Officenter Bidg. 


2103 Mimosa Drive 
HARTFORD Hartford-JAckson 9-0397 
15 Harding St., 
HOUSTON 27, TEXAS 
3302 Mercer Street 
INDIANAPOLIS 5, IND. WaAlInut 5-9803 
709 East 38th St. 
KANSAS CITY 11, MO. 
406 West 34th St 


LOS ANGELES 11, CALIF. 
2400 Santa Fe Ave. Ludlow 2 6334 


MILWAUKEE 19, WIS. Lincoln 1-7660 
6108 W. Lincoln Ave. 


JAckson 3-9254 


LOgan 1-6014 


EXPORT DEPARTMENT: BRIDGEPORT PENNSYLVANIA, U.S.A 


Wethersfield 9, Conn, 


2 Overhill Rd., Scarsdale, N. Y. 
OMAHA 3, NEBRASKA = REgent 9110 
116 North 40th St. 
ORLANDO, FLA. 
2418 Rosedale St. 
PHILADELPHIA 
Bridgeport, Pa. 
PHOENIX, ARIZONA 
P.O. Box 1587 
PITTSBURGH 21, PA. 
309 Shields Bidg. 
ST. LOUIS 10, MO. 
1246 Hampton Ave. 
SPARTANBURG, S. C. 
834 Hayne Street SPartanburg 3-6397 


CHerry 1-3774 
Norristown- 
BRoadway 5-0800 
ALpine 8-7893 
CHurchill 1-0969 


Mission 5-2253 


Pacific Coast Representatives 
MARWOOD LIMITED 
SAN FRANCISCO 3, CALIF. 
357 Ninth Street HEmlock 1-7893 
SEATTLE 4, WASHINGTON MAin 3-4747 
1714 First Ave. S 
PORTLAND 4, OREGON CApital 3-5123 
209 S. W. First Ave 
LOS ANGELES 18, CALIF. 
320 East 8rd Street MAdison, 8-3241 


e anada 


inc 
DIAMOND STATE FIBRE CO. OF 
CANADA, LTD. 
46 Hollinger Rd., Toronto 13, Ontario, Can. 





CONTINENTAL-DIAMOND FIBRE 


A SUBSIDIARY OF THE -4¥mA4/ COMPANY ec 


NEWARK 41, DELAWARE 
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FOR SUBSTANTIAL SAVINGS IN MOUNTING SPACE... 
CROWN MACHINERY RELIES ON STERLING SLO-SPEED GEAR MOTORS! 


HERE’S WHY! 

As do so many leading original 
equipment manufacturers, Crown 
Machinery, Inc. incorporates Sterling 
Slo-Speed Gear Motors in its equip- 
ment used for chemical, paint and 
food applications. 

Mr. Morris Cinaman, President, 
tells of the benefits resulting from 
the use of Sterling Slo-Speed Gear 
Motors with Crown units: 

“Because of the compact design of 
the Sterling Slo-Speed Gear Motor, 
we have been able to save at least 
10% in mounting space and to de- 


Only STERLING SLO-SPEED Gear Motors 
provide these important advantages for 
efficient speed reduction: 


@The unique offset gear construction eliminates 
wasted space. The more compact gear train design 
utilizes wider and larger diameter gears for greater 
strength and lower tooth pressure. The design of the 
gear case affords greater rigidity and strength. 

@The tooth profile and helix angle of Sterling gears 
provide quiet operation and multiple-tooth contact 
with low thrust on bearings. Sterling helical gears, 
used in combination with heat-treated alloy steel 
pinions, insure maximum service life and trouble-free 
operation. 


sign our Crown Paste Mixer t» take ratings from ® Sterling positive oil seals keep oil in for maximum lubrication and 
5 to 15 horsepower. We are able to select the leak-proof protection. Dirt and moisture are sealed out. Oil seals are 
one best speed for each mixer’s requirements. impervious to chemical action of the lubricant. 

The positive oil seals, low maintenance, quiet oper- ®@ Sterling’s oil sealing method and dip-splash lubrication permit universal 
ation and mounting adaptability make the Sterling mounting — vertically, shaft up or down, or in any horizontal position. 
Slo-Speed Gear Motor ideal for our machines. For For additional information about the unmatched advantages of 
these reasons, we can highly recommend these Sterling Slo-Speed Gear Motors for your application, please request 
Sterling units.” a copy of Bulletin 191. 


Offices and stocks in all principal 
TE t Li ke i cities. Over 400 distributors through- 
1" out the country to serve you, 
ELECTRIC MOTORS, Inc. 


5401 TELEGRAPH ROAD * LOS ANGELES 22, CALIFORNIA 
For More Information Write No. 179 on Inquiry Card—Page 32 





PURCHASING 





Don’t Tie Yourself Up In Excess Tape 


Save Money with Dutch Brand's new Plastic Electrical Tape 
in 44-ft. Rolls 


Dutch Brand's new 44-ft. roll of Plastic Electrical dustry standards. Available in 20'—44’'—66’ rolls. 
Tape costs no more per foot than a 66-ft. roll. To Order Dutch Brand Plastic Electrical Tape from 
you, this means less funds sunk in inventory. It your supplier today. 

also means you are not tied up in excess tape foot- 
age that invites waste and pilfering. 

Dutch Brand Plastic Electrical Tape is the easy, : 
better way to do scores of electrical maintenance money-and-time-saver? Ask for 
jobs. It's thin, strong, flexible... provides a di- Big Four in Electrical Tapes. 
electric strength of 9,000 volts. Also provides un- Johns-Manville Dutch Brand Divi- 
usual resistance to acids, alkalies, oils, solvents, sion, 7800 South Woodlawn Avenue 
fungus, bacteria, and gases. Made to highest in- Chicago 19, Illinois 


JM Jouns-MANVILLE 


WRITE FOR NEW BOOKLET! 


Looking for new ideas on tape as a 


\ 

{ 
ai 
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the most 


important thing to 
look for in drills is 


the 


on the nameplate! 


Skil is the mark of a drill that will do the job it was bought to do... a drill with something 
extra in the “built-for-keeps” department ...a drill with beefed-up bearings, 
gears and switches for fewer breakdowns and next-to-nothing maintenance 
costs .. . a drill with power to spare when the going gets heavy. 


The only question is which Skil drill best meets your specific drilling need. 


Skil makes as broad a range of models as you'll find .. . from compact, powerful 14-inchers 
up to 34-inch and 1-inch “big jobs.’”’ Close to 100 specialized accessories greatly 
multiply their usefulness. 


We promise you this: Any one of 21 different SKIL models you choose will change 
a lot of your ideas about drills. Your SKIL dealer has the facts to convince you. 
Get in touch with him soon and ask for a free copy of the 58-page SKIL Industrial 
Power Tool Catalog. It contains detailed information on over 100 different 
SKIL Industrial Tools. Or simply mail coupon. 


P. S: 34 completely equipped factory branches and 50 factory-authorized SKIL service 


stations are strategically located for quick, reliable service. 


21 DIFFERENT 
MODELS— HANDLE 
THE TOUGHEST 
DRILLING JOBS 
GOING! 


Y%-inch MODEL 138 
(standard duty) 





= 


ea 


Famous SKiLand SKILSAW 
products, made only by 
SKIL Corporation, 5033 
Elston Avenue, Chicago 30, 
Illinois. In Canada: 3601 
Dundas Street W., Toronto 
9, Ontario 
%-inch MODEL 2103 | ¥,-inch MODEL 290 
(heavy duty } (reversing) 


FREE! 58-PAGE INDUSTRIAI 
POWER TOOL CATALOG 


SKIL Corporation, Dept. ?-79 
5033 Elston Avenue « Chicago 30, Illinois 





In Canada: 
3601 Dundas St., West « Toronto 9, Ontario 


1-inch MODEL 443 


reversing Please send me name of nearest SKIL Dealer 


Please send FREE 58-page Industrial Tool Catalog 


Name 


Company 


Y%-inch MODEL 243 %-inch MODEL 78 


Address 
(heavy duty) standard duty) 


_—-——— ~~ 7 


City 





1,001 parts for 1,001 uses! 


CUSTOMEERING 


Every component molded at Ohio Rubber—whether from rubber, synthetic rubber, : Pi ka 
silicone rubber, polyurethane or flexible vinyl—varies in its application and func- 
tional requirements. From the smallest parts to those involving molds up to 32” x 
100” in over-all area ORCO CUSTOMEERING assures component uniformity and 
quality in meeting the most exacting specifications. — 
Check with ORCO engineers on your next rubber or vinyl component problem free booklet 
whether molded, extruded, or bonded to metal. Find out how ORCO research, “Component 
design, electronically controlled mixing and production facilities can go to work CUSTOMEERING 
for you in “customeering” your particular component. rubber and vinyl parts”. 


Tne Quio Russer ComPany 
WiLttouGcHey, Ouio 


A DIVISION OF THE EAGLE-PICHER COMPANY 
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NIBROC’ Hi-Dry Towels 
6 Nibroc Towels soak 
s 6 Less towel 


For ABSORBENCY. ‘ .get 
Hi-Dry power 


ed £ d 
Get Hi-Dry speed 6 An + tear in your hand 


r 6 Won't shred 0 
waste helps your budget 5 _. 
Next time get Nibroc Hi-Dry Towe!s- 


COMPANY 
Another Quality Product of BROWN A 


. Gorham, N.H 
Mills; Berlin rg ee 14, Mass. 


“4 


—_— vel costs © 
up water faste ower annual towe 


Street, 
s: 150 Causeway © 
Poper Towels” in Yellow Poges, General Sales Office 
See “Pope for semples. 
00, Boston, for + 
or write Dept 








“And that’s why | buy Nibroc Hi-Dry Towels” 


BROWN COMPANY Dept. NG-7 
Towel Sales Division 
150 Causeway St., Boston 14, Mass 


Send me set of Posters 
YOU TOO WILL FIND NIBROC the savingest towels CD Send samples and complete information 
ever. Mail the coupon today for a Customer Service set 
of 8 Washroom Posters that will help you cut towel con- 
sumption —reduce maintenance. Check also for sam- 


ples, complete information and name of your nearest 
Nibroc dealer. 


Title 


State 
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Information For Your Catalog Files 





CONVEYORS 


An eight-page bulletin describing adjustable pres- 
sure conveyors. Has specifications, cutaway photo- 
graphs, and explanations. 


Rapids-Standard Co., Inc. 
Write No. 1 on Inquiry Card—Page 32 


FIBRE CANS AND TUBES 


A pamphlet detailing information on fibre cans and 
tubes. The various industries that have used them are 
listed, and a survey on this subject among manufac- 
turers is described. 


National Fibre Can and Tube Association 
Write No. 2 on Inquiry Card—Page 32 


GLASS 


A 32-page application handbook exploits the 
possibilities of modern glass in manufacturing. 
It covers types of glass now available. Outlined 
are various forming processes making for new 
applications. 


Lancaster Glass Corp. 
Write No. 3 on Inquiry Card—Page 32 


HAND TOOLS 


A pocket-sized catalog of precision hand tools. 
The 12-page illustrated booklet lists knives, chuck 
adapters, pin vises, and other commonly used tools. 


Handicraft Tools, Inc. 
Write No. 4 on Inquiry Card—Page 32 


PIPEWRAP TAPES 


A six-page booklet describes pipewrap tapes. A 
comprehensive chart and specifications for the use of 
the tapes are included. 

Permacel 


Write No. 5 on Inquiry Card—Page 32 


POWER SUPPLIES 


Bulletin 400 describes a complete line of regulated 
power supplies designed as modules for original 
equipment. The two-color four-page brochure lists 
16 standard models. 

ACDC Electronics, Inc. 


Write No. 6 on Inquiry Card—Page 32 


PRESSES 


Catalog 1012-1 shows a new air-hydraulic 10-ton 
press. Describes how the press performs notching 
operations. 

Punch Products Corporation 


Write No. 7 on Inquiry Card—Page 32 


RIVETS 


A four-page 8% x 11 illustrated folder describing 
aluminum self-plugging blind rivets. Form 8-457 out- 
lines features and illustrates typical applications. Ma- 
terial specifications, shear and tension strength val- 
ues, and hole size recommendations notes are in- 
cluded. 

Huck Manufacturing Company 


Write No. 8 on Inquiry Card—Page 32 


SPEED VARIATORS 


Bulletin K-250 discusses adjustable speed and 
drive control problems. Contains eight pages of typi- 
cal applications, along with methods and types of re- 
mote and automatic control. 


Cleveland Worm and Gear Company 
Write No. 9 on Inquiry Card—Page 32 


SYNTHETIC RUBBER 
A 16-page data book on masterbatch synthetic 
rubbers. Includes specifications on seven types of the 
material. 
Goodrich-Gulf Chemicals, Inc. 


Write No. 10 on Inquiry Card—Page 32 


ROLLER BEARINGS 


A two-color bulletin on the features, application, 
and availability of roller bearings. Catalog PL-559 
offers bearing specifications and size information. 


Rollway Bearing Company 
Write No. 11 on Inquiry Card—Page 32 


TAPS 


A booklet planned to simplify the selection of taps. 
Selection data, limit numbers, and availability in- 
formation are included in a table. Illustrates and de- 
scribes a full line of standard taps. 


Besley-Welles Corporation 
Write No. 12 on Inquiry Card—Page 32 
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@® POWERGRIP «Winc” Betts: 


9 belts replaced by a single 
U.S. PowerGrip “Timing” belt 


Wire Machinery Co., Chicago, is a spe- 
cialist in wire drawing and also a maker 
of wire-drawing machinery. In business 
for several decades, they began 5 years 
ago to design U.S. PowerGrip “Tim- 
ing’® Belt drives into their wire draw- 
ing machinery. Their latest example of 
this use is on a machine in which one 
3-inch 1%” pitch “Timing” belt replaced 
9 V-Belts. 

“The machine turns out 1500 to 2000 
feet of wire per minute,” says F. C. 
Muntwyler, vice president. “PowerGrip 
brought many improvements, It runs 
quietly, with no vibration. No lubrica- 
tion is needed. The belt always retains 
its permanent center distances — no 
adjustable centers are needed. This 
allows us more predictable scheduling 
of operations and eliminates the need 
for periodic inspection and adjustment.” 

U.S. PowerGrip “Timing” Belts are at 
work on production machines, power 
tools and appliances in every kind of 
industry. Their non-slip grip provides 
close to 100% efficiency. Stock drives are 
available from U.S. PowerGrip “Tim- 
ing’ Belt Distributors, to convert any 
drives from fractional to 1000 h.p. 


When you think of rubber, think of your 
“U.S.” Distributor. He’s your best on- 
the-spot source of technical aid, quick 
delivery and quality industrial rubber 
products. 


Mechanical Goods Division 


United States Rubber 


WORLD'S LARGEST MANUFACTURER OF INDUSTRIAL RUBBER PRODUCTS 


Rockefeller Cenier, New York 20, N.Y. In Canada: Dominion Rubber Company, Ltd. 
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EVERY TIME 
YOU BUY 
THIS 
BRUSH... 
YOUR 
OWN 
00D 
JUDGEMENT 
SHOWS 


Today’s industrial buyer is a special kind 
of expert. His job: spot and buy genuine 
value down the line—big purchase or 
small. And when it comes to brushes— 
both the men who buy and the men who 
use them agree on Osborn. 


e The right Osborn Paint and Varnish 
Brushes, for instance, help your crew 
do jobs more quickly, more easily 

.. at less cost. 
So to save buying time . . . to cut buying 
costs... to get built-in value automatically 
everytime—make Osborn your brand for 
all industrial brushes. Choose from a 
complete line of superior: 

e Power brushes 

e Paint and Varnish brushes 

e Maintenance brushes 

Full details in the new Osborn 112-page 
Catalog. Write for your free copy. The 
Osborn Manufacturing Company, Dept. 
U-46 Cleveland 14, Ohio. 


Oshouw Brus 


POWER, PAINT AND MAINTENANCE BRUSHES «¢ BRUSHING METHODS 
. BRUSHING MACHINES ¢ FOUNDRY PRODUCTION MACHINERY 
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Catalog Files 





NICKEL TUBING 


Chemical composition, physical 
constants, and mechanical properties 
of four types of nickel tubing are 
listed in folder CM-359. Covers the 
general characteristics and typical 
uses for the four analyses. 


Superior Tube Company 
Write No. 13 on Inquiry Card—Page 32 


VALVES (CHECK) 


Circular No. 588 describes check 
valves. The two-color illustrated 
fact sheet lists, with specifications, 
many types of valves in the line. 


Lunkenheimer Co. 
Write No. 14 on Inquiry Card—Page 32 


VALVES (PLUG) 


An eight-page, photo-illustrated 
catalog covers special coated lubri- 
cated plug valves. Bulletin V-614 
describes coating properties, availa- 
bility, tables of recommended appli- 
cations, and typical installations. 


Rockwell Manufacturing Company 
Write No. 15 on Inquiry Card—Page 32 


VOLTAGE REGULATORS 


A 60-page illustrated booklet de- 
scribing dry type and liquid filled 
voltage regulators. Gives applica- 
tions, weights, dimensions, and con- 
nection diagrams. Contains informa- 
tion on units with manual, motor- 
driven, and automatic control. 


General Electric Company 
Write No. 16 on Inquiry Card—Paye 32 


WELDING - 


Catalog ADE 882 has information 
on welding mild steel and low alloy 
steels with carbon dioxide shielding 
gas. Among the items covered in the 
24-page booklet are wire feeders, 
controls, and power supplies. 


Air Reduction Sales Company 
Write No. 17 on Inquiry Card—Page 32 
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OVER 1500 ITEMS 
for Business, Industry 
and Institutions 


=) Bien * QUALITY PROTECTED 


PRODUCTS, PARTS, 
SUB-ASSEMBLIES, ul n 
MERCHANDISING UNITS = 
MADE TO YOUR 
SPECIFICATIONS 


Vv FABRICATING | ¥ ASSEMBLING 
Vv FINISHING Vv PACKAGING 


Look for the "QP”’ 
on every Lyon Carton. 
It is your assurance 
of quality equipment. 


SORTING FILES 


FLAT DRAWER FILES 


can j shor See your Lyon Dealer 


ee: al DRAWING TABL for prompt delivery of 
ALAS the world’s most diversified 


line of steel equipment 


STORAGE CABINETS LYON METAL PRODUCTS, INC. 


General Offices: 733 Monroe Ave., Aurora, Illinois 
Factories in Aurora, Illinois and York, Pa. 
Dealers and Branches in all Principal Cities 


St | 
SERS | YY P 
| 
wri | i 
THIS CATALOG oll (STEEL EQUIPMEND, 











THE WORLD'S MOST 
DIVERSIFIED LINE 
OF STEEL EQUIPMENT 


IT’S FREE! 
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Who cares about your 
Wire Cloth Fabrications? 
CAMBRIDGE does... 


that’s why you automatically get service 
with your order . . . whether you need 
dozens of midget strainers or a single 
giant-sized retaining screen. 


Careful, competent workmanship and 
constant inspection assure you of quality 
3 modern machinery and accurate 
scheduling assure you of prompt delivery. 
And, a Cambridge Field Engineer follows 
up your order to make sure our product 


is giving you the best possible service. 
Let us quote on your next order for wire 
cloth fabrications. We manufacture wire 
cloth from any metal or alloy—including 
titanium—in nine basic weaves. We'll 
work from your prints or draw up prints 
for your approval. Call your Cambridge 
Field Engineer . . . he’s listed in the yellow 
pages under ‘“‘Wire Cloth’’. Or, write for 
FREE 94-PAGE CATALOG. 


The Cambridge 
Wire Cloth Co. 


Manufacturers of Wire Cloth, 
Metal-Mesh Conveyor Belts, Wire Cloth Fabrications 
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Looking for a b 


LOOK 
10 
BROWN 
LIPE 
GHAPIN 








HOME APPLIANCES 


BUSINESS MACHINES 


right idea for your product ? 


VENDING 


oo 


MUSIC & COMMUNICATIONS 


MACHINES 





An experienced source of decorative and 


functional die 


Consider Brown-Lipe-Chapin when you’re planning ways 
of adding “hard sell’? to your product. Brown-Lipe- 
Chapin, with extensive facilities for die casting, metal 
stamping—including steel and aluminum, and electro- 
plating, can help give your product distinctive new eye 
appeal with a new dimension in durability. 


YOU GET A CREATIVE APPROACH 


Brown-Lipe-Chapin, experienced in providing the mass- 
consumer field with quality bright work, takes a creative 
approach to your design problems. An experienced staff 
of engineers work out the best and most economical 
method of producing your parts. 


YOU RECEIVE CONSTRUCTIVE ASSISTANCE 


You can count on Brown-Lipe-Chapin for constructive 
suggestions that often add up to savings in time and 
money. They’ll tackle your most difficult part . . . even 
if it’s up to six feet in length. And complete facilities for 


castings and stampings! 


die casting, steel or aluminum stamping, anodizing, elec- 
troplating and painting are all under one roof. 


YOU BENEFIT FROM RELIABILITY BY BROWN-LIPE-CHAPIN 


You’re assured of reliability with Brown-Lipe-Chapin 
. reliability in step-by-step quality control, work per- 
formed by craftsmen who are experienced in meeting 
the rigid specifications of the automotive industry .. . 
reliability in meeting your delivery schedules right on 
time . . . reliability in facilities that can be quickly con- 
verted to model change-overs . . . and reliability as a 
continued source of supply. Brown-Lipe-Chapin will 
guarantee to supply your requirements for die casting 
and stamping for as long as you may want to specify. 


Brown-Lipe-Chapin’s two plants, in Syracuse, New, York 
and Elyria, Ohio, combine 25 acres of modern plant 
facilities that are ready to go to work for you now. So, 
before the die is cast on your product designs, contact 
Brown-Lipe-Chapin, Division of General Motors Corpo- 
ration, Syracuse, New York. 


iM REL LABILITY BROWN: LIPE- C HAPIN 


N 
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NEW FROM CONTINENTAL 


HI- 
STACKER 


utility can with 
reversible spout 





, Dome srvif 
vt . cam 


Saves time, space, filling 
and shipping costs 


The spout is inverted during shipment 
and storage. To pour, just reverse spout. 
Fast smooth dispensing. Ask for details. 





Looks like Continental’s famous dome 
top utility can (at left). Completely 
redesigned to save you tirne and money. 


CONTINENTAL 
CAN COMPANY 


Eastern Div.: 100 E. 42nd St., New York 17 
Central Div.: 135 So. La Salle St., Chicago 3 
Pacific Div.: Russ Building, San Francisco 4 
Canadian Div.: 5595 Pare St., Montreal, Que. 
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Letters To 


The Editor 





IT’S THE SAME EVERYWHERE 
Dear Sir: 

We compile a monthly journal 
for circulating amongst our buy- 
ing staff. From time to time we 
see in PurcHAsING Magazine 
drawings or cartoons which would 
provide an amusing illustration 
for our articles. 

For instance, in our next issue 
we are printing an article writ- 
ten by one of our staff who re- 
cently attended a conference at 
Oxford and we would like to 
illustrate it with the cartoon 
which appeared on page 81 of 
the May 11 issue. 

May we have permission to re- 
print this cartoon in our journal? 

A. F. Brazier, Manager 
Materials Research Section 
Dunlop Rubber Co., Ltd. 
London, S.W.I. 


@ Permission granted. We have 
reprinted it here for the bene- 





fit of those who attended the 
N.A.P.A. convention in New York 
and may have missed the cartoon 
the first time around, 


HELP IS ON THE WAY 


Dear Sir: 
REFERENCE LETTER TO EDI- 


TOR JUNE EIGHT ISSUE 
STUFFED ANIMAL EYES 
AVAILABLE FROM THE 
HOUSE OF LEARO, 4311 


NOTRE DAME WEST MON- 
TREAL, CANADA. REGARDS. 
A. E. ALTHERR 
Pulp and Paper Research 

Institute of Canada 
Montreal, Quebec 


Dear Sir: 

I noticed in your “Letters To 
The Editor” that Mr. G. E. Hutch- 
erson of Danick Novelty Co., 


eyRCHASING 
pert. 





pyorss 


“|. 1 expected you to come back from the convention loaded . . . 


with purchasing ideas, . .” 
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MODERNIZE CHOOSE HOISTS THAT SAVE THE MOST 


You name the hoisting problem. Whatever the requirements, there’s ELECTRIC HOISTS 
an MMM hoist to handle your lifting with money-saving efficiency. 
Call your nearby Shaw-Box Distributor for practical help in selecting 
the best type of hoisting equipment for each load handling task. 


Or, write us for literature. 


Load Lifter Series “‘700"' Wire Rope 
Electric Hoists. 2 to 15 tons. Fast 
heavy-duty hoists with two automatic 
brakes and safe 24-volts at the push- 
button control. Two-speed models for 
spotting fragile loads safely. Lug sus 
pension and push, hand-geared and 
motor-driven troileys available. Hi-hook 
AIR HOISTS model increases length of lift 
Load Lifter Air Hoists with wire rope load 
line. 1 to 15 tons. The 5-cylinder radial 
motor has a high starting torque; provides 
smooth operation at all lifting speeds 
Speeds infinitely variable to 37 FPM, depend- 
ing upon capacity. Pendant cord control 
standard; throttle control available. Mechan- 
ical load brake never needs adjustment 
Compact design results in low headroom 
advantages. Lug, push trolley and hand- 
geared trolley suspension 


Load Lifter Series “600 Wire 
Rope Electric Hoists. % and 1 
ton. Low headroom construction 
Tough, light-weight hoists that 
speed production processes. Sep- 
arate load and motor brakes act 
simultaneously. Single and two- 
speed models with 24-volt push 
button stations. Lug or hook sus 
pension; push and motor-driven 
trolleys available. 


Budgit Air Hoists. 1, 2 and | ton. Compact 
and light in weight. Link and roller chain 


Budgit Electric Hoists. 4% to 2 tons. Com 
plete, low-cost. hoists for fast load handling 


types. Explosion proof motor cannot burn 
out. Spark and corrosion resistant link chain 
type models. Speeds infinitely variable to 75 


service. Come ready to hang up, plug in and 
operate. Use little electricity. Pendant cord 
control standard. Separate motor and load 


Budgit Army Type Hoists. 1/4 to 10 tons 
Integral push, hand-geared trolleys are 
adjustable to fit |-beams in a number 
of sizes. Low headroom design permits 
high hook lift. Efficient spur gearing 
and load brake speed hoisting action. 
Extensive use of strong aluminum alloys 
saves weight and féduces effort needed 
to travel the hoist. Spark and corrosion 
resistant models available. 


Budgit Trolleys. 1/4 to 
2 tons. Travel the 
hoist smoothly on ball 
bearings. Adjustable 
to fit I-beams of sev- 
eral sizes. Spark and 
corrosion resistant 
models, 


FPM, depending upon capacity. Pendant cord 
control. Safety hooks standard. Rigid mount 
type and push trolley available. 
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Budgit Hi-Cap Trol- 
leys. 3 to 20 tons 
Adjustable push type 
Wheels have crowned 
treads for easier 
movement, longer 
wear. Bumpers pro 
tect wheels. No lubri 
cation required. Spark 
and corrosion resist 
ant models 
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brakes act simultaneously. AC, DC and 12 
volt battery-operated models. Hook suspen 


sion. Trolleys available. 


HAND HOISTS 


Budgit Chain Blocks. 
4 to 10 tons. Light, 
tough aluminum frame 
seals in spur-geared 
mechanism and auto- 
matic load brake. A 
25-lb. pull on the 
nand chain lifts a 
500-Ib. load. Fast act- 
ing brake speeds and 
simplifies lowering 
Hook suspension. Trol- 
leys available Ask 
about spark and cor 
rosion resistant 
models. 


Budgit Geared-Type 
Trolleys. 3 to 20 tons 
Adjustable to fit 8” 
to 24” \-beams. Easy 
action geared drive 
wheel and guide are 
weatherproof alumi- 
num alloy. Hand chain 
is cadmium plated 
Spark and corrosion 
resistant models. 


not required. 








Tugit — the Lever-Oper- 
ated Hoist. %4 to 3 tons. 
A spur-geared, light- 
weight lifting and pulling 
tool you can carry around 
Has a thousand and one 
uses. Operates easily at 
any angle, even in close 
quarters. A 42-lb. pull on 
the handle lifts 2 tons. 
Spark and corrosion re 
sistant models. 
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ye 


Budgit Cord Reel. 
Keeps hoist conductor 
cord out of the way. 
Reels off in any di- 
rection. Also useful 
for portable tools 
with polyphase mo- 
tors to 74 hp.; sin- 
gle phase to ¥2 hp. 


hoist or other 


crane |-beams 


G u | 


Budgit Differential Hoists. 
1%, Yo and 1 ton. A dur 
able, low-priced lifting 
tool for occasional 

where high efficiency 
The alumi- 
num alloy yokes assure 
both lightness 
strength. Precision 
chining makes operation 
easy and compactness 
saves headroom 


? 


Budgit Conductor 
Cord Trolley. Used in 
any number to hold 


ductor cord aloft on 
monorail systems and 





“ 


Budgit Roller Chain Block 
14 to 2 tons. Spur-geared 
for highest efficiency 
pull of 45 ibs. on the 
hand chain lifts % ton 
Light and strong. Mechan 
ism enciosed in sealed 
housing operates 
grease. Automatic brake 
holds load safely at any 
desired point 


Budgit Gantry “A” 
Frames. 1 and 2 tons 
For low-cost mobile 
lifting service. Caster 
equipped Shipped 
knocked down. Easy 
to assemble with 
l-beam purchased Ic 
ally 


MAXWELL 


OVERHEAD LOAD HANDLING EQUIPMENT 
Products of 


MANNING, MAXWELL & MOORE, INC. 


Shaw-Box Crane & Hoist Division « Muskegon, Michigan 
In Canada: Manning, Maxwell & Moore of Canada, Ltd., Galt, Ontario 
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METAL GRAPHITE CONTACTS 


AND RADIO INTERFERENCE 


NOISE LEVELS... 


Since shielding and filters to reduce radio 
noise caused by sliding contacts are often cum- 
bersome and always costly, it is essential that 
contact materials be used which, in themselves, 
create the least radio noise interference. 


Stackpole Laboratory tests backed by exten- 
sive field experience indicate that Stackpole 
silver graphite operating against silver rings 
give satisfactory results on most sliding con- 
tact applications calling for low radio noise 
levels. Good radio interference reduction re- 
sults are likewise obtained with Stackpole elec- 
trographite grade L31 contacts operating 
against electrographitic rings, as well as against 
silver and gold rings. 

In addition to reducing radio noise inter- 
ference, sliding contacts must also be able to 
operate at high altitudes under high pressure 
conditions in dry, inert atmospheres, with ex- 
cess moisture, and with oil vapor. All of these 
ambients have come within Stackpole experi- 
ence with the resulting development of mate- 
rials which work well under such conditions. 

Give us the contact radio noise reduction 
problem and the chances are excellent that 
Stackpole can recommend materials or testing 
procedures to solve it. 


STACKPOLE CARBON COMPANY, St. Marys, Pa, 


BRUSHES +» CONTACTS 


custom-engineered 


CONTACTS/BRUSH ES 
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VOLTAGE REGULATOR DISCS 
CATHODIC PROTECTION ANODES « SEAL RINGS ¢ CLUTCH 
RINGS + FRICTION SEGMENTS 
POROUS CARBON and dozens of other related products, 


CHEMICAL ANODES 





Letters 


Dresden, Tenn. is having difficulty 
locating a source of eyes for 
stuffed animals. 

I have found out that Oliver 
Spanner & Co. Ltd., 405 King St. 
E., Toronto 2, Ontario, Canada 
will supply any wants in this 
regard. 

I hate to imagine PurCcHASING 
Magazine being stumped. It’s not 
cricket. 

R. C. Simpson 
Purchasing Agent 
Sturgeons, Ltd. 
Scarborough, Ontario 


@ Weare grateful to all who sent 
in the names of supply sources. 
We have forwarded each of them 
to Mr. Hutcherson, knowing that 
he will put them to good use. 


ARTISTIC LICENSE 
Dear Sir: 

I read the article entitled, 
“Automation Puts Pressure on 
Supply” which appeared in the 
May 25 issue of PurcHasinc Mag- 
azine. 

I have what I believe is an un- 
usual request in that it is not re- 
lated to the article but rather a 
picture which appears on page 69. 
This picture is apparently punched 
tape but we do not recognize it 
as being a conventional item. 


Could you please, first, tell us 
what it is, and second, who han- 
dles it? 

Sam Moore 

Special Systems Design 
Eastman Kodak Company 
Rochester, New York 


@ We are sorry to have misled 
any readers with our “new” 
punched tape. It came directly 
from the creative brain of our 
associate art director, Jack Drain. 
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Long Distance is a RIFLE SHOT 
direct to your best buys everywhere 


YOU SAVE MONEY 
WHEN YOU CALL STATION-TO-STATION 
instead of Person-to-Person 


Day Rates (first 


Here are some examples: ame 
erson 


Where’s the lowest price? The highest quality? The . 
. oof New York to New Haven 65¢ 15¢ 

most economical quantity? mg ae on . 
Chicago to Louisville $135 95¢ 
Norfolk, Va. to Boston $170 $120 

Denver to 

San Francisco $240 $170 
Dallas to Philadelphia $265 $190 


A reach for the telephone can lead you directly to the 
answers. Long Distance saves time, money and headaches, 
keeps you abreast of fluctuating market conditions. 


To buy better and faster, you’re wise to rely on the 


Add 10% federal excise tax. 
speed and ease of Long Distance. 


Se ee ee 


VL. caeeeaeeaeeees 


cs 


BELL TELEPHONE SYSTEM (a) 


Long Distance pays off! Use it now... for all it’s worth! 
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If accuracy is an important part 
of your product, don’t overlook 
Ex-Cell-O’s experience in working 
to precise dimensions when you spec- 
ify component parts and assemblies! 


Ex-Cell-O precision aircraft and 
miscellaneous production parts rep- 
resent special metalworking skills; 
the finest equipment for close- 
tolerance machining; extra care in 
testing, assembly and inspection; 
modern heat treating and chemical 
finishing methods; and 2.5 million 
square feet of facilities devoted to 
design, development and manufac- 
turing of precision products. 


Contact your local Ex-Cell-O 
Representative, or send your print 
or parts specifications directly to 
Ex-Cell-O for a prompt quotation. 


EX-CELL-O FOR PRECISION ¢ 
EX: CELLO 


CORPORATION 
DETROIT 32, MICHIGAN 


EX-CELL-O PRECISION PRODUCTS INCLUDE: MACHINE TOOLS * 

GRINDING AND BORING SPINDLES * CUTTING TOOLS ° RAiL- 

ROAD PINS AND BUSHINGS * DRILL JIG BUSHINGS * TORQUE 

ACTUATORS © THREAD AND GROOVE GAGES * GRANITE SUR- 

FACE PLATES © AIRCRAFT AND MISCELLANEOUS PRODUCTION 
PARTS * DAIRY EQUIPMENT 


advantage of Ex-Cell-O’s ability to combine toolroom accuracy with the 
machines and manpower needed for volume production of precision parts. 
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With the sure, careful touch of an experienced hand, veteran 
CTW heat-treat man hoists 72” broach from a vertical furnace. 





CAREFUL! 


Care in the creation of Continentai 


Broaches takes precision manufac- 
turing a step beyond the exactness 
of quality control. Thirty years of 
broachmaking—designing and pro- 
ducing thousands of standard and 
custom-made broaches—assures un- 
matched efficiency and performance 
from CTW Broaches. 





Find out how Continental’s experi- 
ence in broach engineering, modern 
heat treat methods and cost-saving 
production processes can cut down- 
time and increase output in your 
operation. Call your local Ex-Cell-O 
representative, or contact Ex-Cell-O 
Detroit; in Canada, Colonial Tool 


: pe 
ontinenta il. 


DIVISION OF 


CORPORATION 
DETROIT 32, MICHIGAN 


, 


rt | WEDGE 


SPLINE BROACH _ FACING BROACH 


INVOLUTE SPLINE 
SHELL-TYPE BROACH CARBIDE-TIPPED BROACH SECTIONS 
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PHOTO BY KARSH OF OTTAWA 


“Reliability is why Talon, Inc. selected Sharon 
as a primary source Of SUPpPly’” —«.v.ssvaway, mansser of purchases, Talon, inc 


**At Talon, Inc. we use a variety of special analysis steels,” says F. V. Hanaway, manager of purchases, 
*‘and we must have sources that will work with us to best satisfy our singular requirements.” 

“We call this ‘supplier reliability’ and,” continues Mr. Hanaway , Shown above with Sharon salesman 
Gordon Garrett and Talon, Inc. steel buyer Carl Parson, “we’ve found this desirable qualification 
consistently at Sharon Steel Corporation, Sharon, Pa.” 


- <egeoun> SHARON OnclG STEEL 
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Purchasing People in The News 





Thomas O. English has been 
named general purchasing agent 
for Aluminum Company of 
America, Pittsburgh, Pa., and its 


T. O. English 


subsidiaries. Mr. English joined 
Alcoa in 1929 at East St. Lous, 
Ill. Following a technical appren- 
ticeship at East St. Louis, Mr. 
English was appointed plant elec- 
trical engineer. In 1936 he trans- 
ferred to the company’s purchas- 
ing department in Pittsburgh, as 
buyer of electrical products. He 
was named assistant general pur- 
chasing agent in 1944. Mr. English 
is past president and national di- 
rector of the Purchasing Agents 
Association of Pittsburgh. He is 
also a past vice president of Dis- 
trict Six, National Association of 
Purchasing Agents. 

Mr. English is the newly elected 
President of the National Asso- 
ciation of Purchasing Agents. 


Ceco Steel Products Corpora- 
tion, Chicago, Ill., has appointed 


Paul Kuehn 
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Paul Kuehn to the newly created 
position of manager of purchases. 
Mr. Kuehn had been purchasing 
agent for the company. L. A. 
Metz, vice president, formerly in 
charge of all purchasing, is cur- 
tailing his activities because of 
personal reasons. He will be re- 
sponsible for special assignments. 


Four promotions in the pur- 
chasing department of Blaw-Knox 
Company, Pittsburgh, Pa. have 
been announced. William G. 
Blessing, formerly purchasing 
agent for the Foundry & Mill 
Machinery Group, was named 
director of purchases for the 


W. G. Blessing 


company. Mr. Blessing served 
Blaw-Knox for a five-year period 
beginning in 1942. He returned 
to the company in 1951 as pur- 
chasing agent for the ordnance 
department of the Lewis Machin- 
ery Division. 

Bernard R. Lauer and Wayne 
Rawley, Jr., both formerly serv- 
ing as staff purchasing agents, 
were appointed assistant directors 
of purchases. Mr. Lauer had been 
East Chicago district purchasing 
agent of Continental Foundry & 
Machine Company when it was 
acquired by Blaw-Knox in 1955. 
Mr. Rawley has served for many 
years at the Blaw-Knox Equip- 
ment Division at Blawnox. 

Also announced were consolida- 
tion of purchasing of the Aetna- 


Standard Division into the Foun- 
dry & Mill Machinery Group. 
Cal R. Wood was named purchas- 
ing agent for the group. Mr. Wood 
joined Aetna-Standard in 1936 
and has been its purchasing agent 
since 1946. 


Victor H. Lanahan has been 
appointed purchasing agent for 
the Pittsburgh, Pa., plant of the 
Heppenstall Company. Mr. Lana- 


V. H. Lanahan 


han started with the company in 
1955 as purchasing agent at its In- 
dianapolis plant. He has been 
manager of ring sales since 1958. 
Prior to joining Heppenstall he 
was employed by the Link-Belt 
Company, Quonco, Inc., Stewart 
Warner Corporation, and the 
Pierce Governor Company. 


Thomas F. Haskins, has been 
named senior buyer of Rockwell 
Manufacturing Company’s Gen- 
eral purchasing department in 
Pittsburgh, Pa. Mr. Haskins join- 
ed Rockwell in 1950 as assistant 
manager of the Rockwell Accep- 
tance Corporation. In 1952, he 
was promoted to supervisor of 
the accounts payable department, 
his most recent position. 

He graduated from Duquesne 
University with a B.S. in business 
education and received a Mas- 
ter’s degree from the University 
of Pittsburgh 
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é The big blaze leveled both plant and warehouse 


... nearly a 100% loss of stock! And th 


Tuesday morning—I was just starting off on my calls 
when the bad news came over the radio: 

Fire—a big one—was burning the Niagara Trans- 
former Corporation to the ground! Niagara makes 
transformers in Buffalo. 

Niagara is also my customer. I’m Bud Jones—sales- 
man for Rome Cable. 

My first reaction: get over there . . . quick! But 
when I arrived the damage had already been done. 
There was nothing to do but wait. . . 


Tuesday evening—the details were in the paper. In 
less than two hours, fire had completely destroyed 
both plant and warehouse—and nearly one hundred 
percent of stock. 
Wednesday morning—just 24 hours later—Niagara had 
selected an existing building, signed the lease, and 
started planning the layout. That’s where I came in. 
Thursday noon—I got the word. They needed wire and 
cable for an emergency installation, needed it fast. 
Niagara’s new building had no power whatsoever. 
“Can Rome handle all the power requirements?” I 
was asked. “You bet!” 
Thursday, 2:15 P.M.—I relayed the order back to our 
plant at Rome, N. Y. Voltage requirements. Cable 
size. Distance to be covered. 

Part of the order could be made up from stock. But 
a special power cable—that had to be strung overhead 
in the new plant, out the skylight, across the roof, 
through another skylight and down to the transformer 


Along came Jenee 


—had to be self-supporting and specially made. 

Our engineers came up with a quick—and unique 
—answer. They had three conductors spiralled around 
a high-strength messenger. That was done in the 
Rome plant to save Niagara time on the job. 
Thursday, 3:30 P.M.—order completed! 

Friday morning—after testing—it was shipped. 

Just seven days after the fire, Niagara was on its 
feet again, winding coils for transformers with Rome 
magnet wire, which we also supplied in a jiffy! 

As Herman E. Gabel, Jr., General Manager at 
Niagara, said: “Rome did a wonderful job in getting 
us the cable we needed . . . but that’s not startling 
for Rome! We've felt we could always depend on 
Rome for quick delivery and imaginative engineering.” 


b Bud Jones’ action typifies the type 
\) MEET of service you can rely on from your 
THE Rome Cable representative. He links 

| MAN you directly and quickly with the 

p facilities and engineering skill at 


WHO'S DEDICATED 
TO YOUR J08 
YOUR ROME CABLE 
SALESMAN 


Rome—not only during emergencies 
but every time you have a wire and 
cable requirement. When you need 
help, call your Rome salesman! 


ROME CABLE 


Cc OR P OR A Tt CO N 
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For information on 
conditions, trends and 
markets in the 
chemical industry, 
see the men from 


OLIN MATHIESON 


iy 


ATHIESON 


ORGANICS & | "7 





MATHIESON INDUSTRIAL: Ammonia: Bicarbonate 
Caustic Soda * Chlorine 
* Formaldehyde + Hydrazine and Derivatives * Hypo- 
chlorite Products * Methanol * Muriatic Acid * Nitrate 
* Nitric Acid + Soda Ash + Sodium Chlorite 
Sulfate of Alumina + 


of Soda + Carbon Dioxide + 


of Soda 
Products + Sodium Methylate ° 
Sulfur (Processed) + Sulfuric Acid + Urea 

BLOCKSON: Trisodi Phosph * Trisodium Phos- 
phate Chlorinated - » Sodium Tripolyphosphate - + Tetra- 
sodium Pyr 











phate ° Pe Penpals « Disodium Phosphate 


* Sodium Acid Pyrophosphate + Tetrapotassium Pyro- 
phosphate + Sulfuric Acid + 
Sodium Silicofluoride + Sodium Fluoride + 
120 Surfactant + C-29 Sequestering Agent 


MATHIESON ORGANICS: Ethylene Oxide+ Ethylene 
Triethylene Glycol + 


Glycol + Diethylene Glycol - 
Polyethylene Glycols (Poly-G’ s®) 
mine + Die * Trie 
Ethers (Poly- Solv’s®) + 

* Ethylene Dichloride + 


. _ Moncethanola- 





Dichloroethylether 


6579-A 


OLIN MATHIESON CHEMICAL CORPORATION 
CHEMICALS DIVISION + BALTIMORE 3, MD. 
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Hydrofluoric Acid + 
Teox® 


* Glyco! 
* Surfactants ron Tergents®) 





FO 3 -“tilosoty of buying” 





Sometimes honesty in public 
officials—or aspirants to office— 
hurts. William Winter, running 
for State Tax Collector in. Missis- 
sippi, promises in his election 
literature that “your support will 
be rewarded by able, aggressive, 
efficient service.” It’s that “ag- 
gressive” that bothers us, Bill. 


THE GOOD OLD DAYS: 

“The Government purchasing 
system is apt to appear, to an 
outsider, formidable and compli- 
cated. And it must be admitted 
that Uncle Sam has not one but 
several separate and distinct pur- 
chasing systems and there are 
wheels within wheels in each. 
Purchases cover the outfitting 
and maintenance not merely of a 
home office at the seat of gov- 
ernment but also of thousands of 
branch offices in every part of 
the United States and hundreds 
of branches and agencies in every 
quarter of the globe. 

“At the national capital there 
are 55 purchasing officials who 
order goods that aggregate in 
amount about $6,000,000 a year.” 
(From “The Purchasing Agent” 
for November, 1916.) 











N.apa. CONVENTION pro- 
grams have a way of bringing the 
hottest issues to the fore, and the 
meeting just ended in New York 
is no exception. The ashes of the 
great materials management de- 
bate are still glowing. In fact, a 
few more logs have been thrown 
on the fire since the convention, 
in the form of announcements 
about the designation of mate- 
rials managers in three different 
types of industries. (You'll re- 
call the dire prediction that pur- 
chasing would be sold down the 
river if the materials manage- 
ment concept spread). In all three 
cases (two were revealed in press 
releases, one in a telephone call 
to this office for help in setting 
up a program) it was the former 
purchasing agent who was named 
materials manager. So far, it 
seems, the good purchasing men, 
far from being “submerged” in 
materials management are rising 
up to the top to run the show. 


Any LOCAL association offi- 
cial genuinely interested in get- 
ting some real publicity for his 
group should get in touch with 
C. C. “Charlie” Johnson, assistant 























Me Yay 


“Stop me if you’ve heard this one. . . 
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purchasing agent for R. J. Rey- 
nolds Tobacco Company and pub- 
licity chairman for the Virginia- 
Carolinas Association of Purchas- 
ing Agents. Better yet, take a trip 
down North Carolina way and 
talk to Charlie personally. You'll 
see some of the world’s finest 
scenery, nicest people, and most 
dynamic personalities. Charlie 
just doesn’t stop, that’s all. With 
the energy of an athlete and the 
tenacity of an insurance sales- 
man, Charlie just wears down any 
editor or radio-television station 
program manager who doubts that 
the activities of the Association 
aren’t newsworthy, The result is 
an amazing record of broadcasts, 
news items, and feature articles 
publicizing purchasing and the 
Carolinas-Virginia group. 

A typical Johnson Job was the 
publicity accorded Lou DeRose, 
Purchasing Magazine’s Editorial 
Marketing Consultant, who re- 
cently spoke to the Carolinas- 
Virginia Association. Charlie’s 
efforts resulted in a rash of news 
items, a seven column feature 
story on Lou in The Winston- 
Salem Journal, and a lively inter- 
view on the local television sta- 
tion. 


HOT STUFF from the files: 

Purchasing Agent: —“What will 
you take off for cash?” 

Lady Drummer—‘Sir!” 

(From “The Purchasing Agent” 
for January, 1924) 


News FOR ALUMNI: Our 
roving New England correspond- 
ent reports, a little bit late, on 
some of the more cultivated do- 
ings at Dartmouth. Full of spring 
fever two students sodded their 
room, wall-to-wall, complete with 
shrubs in the corners, all dug up 
from the campus overnight. “It 
was just like a garden,” they said 
plaintively when the campus cops 
raided the joint. At that it was 
a relatively cheap night of fun 
for these times: the Buildings 
and Grounds Dept. assessed them 
$36 costs. 
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STAINLESS STEEL 
“WICHROME” 
“MONEL” 
PHOSPHOR BRONZE 


FILTER CLOTH 
SPECIAL PARTS 
STRAINERS 
SIEVES 

TRAPS 
SCREENS 


Are you using wire cloth or wire cloth parts which must be 
corrosion resistant? Are the service conditions in your plant 
really tough? If you have a problem selecting the proper anti- 
corrosive alloy, Newark Wire Cloth may have the answer. 


Available in all corrosion resistant metals, Newark Wire 
Cloth is accurately woven in a wide range of meshes, rang- 
ing from very coarse to extremely fine. 


If you have a wire cloth problem involving corrosion, please 
tell us about it... we may have the answer. 


If it’s wire cloth or fabricated wire cloth parts, 
Newark is your best source of supply. Send for 
our latest literature. 


dire Gloth 


COMPANY 
351 VERONA AVENUE * NEWARK 4, NEW JERSEY 
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integrated CRUCIBLE steel service 


g 


rders for specialty steels go out fast — usually over- That’s because each warehouse has a wide variety of 
ht or even earlier — from local Crucible warehouses. grades and sizes on hand, at all times 





gives you local stocks of 
16,000 specialty steel it 
for immediate delivery 


Within minutes, the Crucible inside 
account salesman can tell you if the 
grades, sizes and quantities you need 
are available. He’ll check his custom- 
er’s master file for your delivery 
requirements, billing details, ete. And 
then he’ll quickly arrange for cutting 
to meet customer’s requirements. So 
deliveries are swift and sure. 
This combination of large local 
stocks and warehouse efficiency means ,ocal warehouse can fill both large and small 
you can fill even the most varied or orders from stocks like these of hollow tool steel 
- apie sections and solid rounds. 
unusual requisitions for specialty 
steels with a single phone call. 
It’s a basic reason why purchasing 
agents who depend -on local sources 
call Crucible first — like this one: 
“We're basically a tool and die ‘job’ 
shop. We never know what steel we’ll 
be using from one day to the next. So 
whatever we need, we need fast. It 
has been our experience that it saves 
time to call the Crucible warehouse 
first.” Die casting die steels and plastic mold steels stand Most Crucible warehouses stock stain- 
ready for cutting to order and immediate delivery. less bars stack them upright in “A” 


Why not simplify and speed up your racks to protect the surfaces. 


Ss 216 y s wee © Ss Ss , . 7 y . 
pecialty steel purchases by rely ing on TOOL STEELS — Water, oil, air hardening, shock 
your local Crucible warehouse? The resisting, hot work, plastic and die casting steels 
advantages of Crucible’s entire inte- in all forms, including bars, sheets, plates, drill 
grated operation, from mining the ore rod, hollow bars, forgings and flat ground stocks 
to steelmaking and warehouse deliv- HIGH SPEED STEELS — Crucible's famous ‘‘Rex'’® 
ery, are all available through the steels: Rex Thrift Finish rounds, hot rolled and cold 
nearby source. Crucible Steel Com- drawn flats and ys res, drill rod, forgings, sheets, 
e ¢ plates, and too! bits 
pany of America, Dept. PG13, The 
Oliver Building, Mellon Square, Pitts- STAINLESS STEELS — Bars, sheet, strip, wire, cold 
burgh 29 Pa heading wire, metalizing wire, plates, angles 
FREE MACHINING STEELS — Crucible Max-el® 
rounds, hexagons, plates and brake die steel 


ALLOY STEELS — Bars, billets, strip and sheet Need stainless sheet? The local warehouse 
STOCK LIST stocks most types, finishes and sizes for 
- R PRING STEELS ivery to you. 
Keeps you up-to-date COLD ROLLED CARBON S$ prompt delivery to you 


on local stocks of spe- One Source DRILL STEELS — Hollow and solid drill steels 
ee hone For AN INUM EXTRUSION DIE STEELS 

the Crucible salesman Seen Sate ALUMINUM EX WELDING AND HARD FACING ROD 
to place your name HOLLOW TOOL STEEL PLASTIC MOLD STEELS 

on the regular mail- 

ing list. PERMANENT MAGNETS 


—and many others 





CRUCIBLE | STEEL COMPANY OF AMERICA 











Branch Offices and Warehouses: Atlanta * Baltimore « Boston « Buffalo * Charlotte « Chicago © Cincinnati « Cleveland * Columbus * Dallas * Dayton 
Denver ¢ Detroit * Erie, Pa. * Grand Rapids * Harrison * Houston * Indianapolis « Kansas City * Los Angeles * Milwaukee *« New Haven * New York 
Philadelphia ¢ Pittsburgh © Portland, Ore. © Providence « Rockford »* Salt Lake City © San Francisco * Seattle « Springfield, Mass. *« St. Louis © St 
Paul © Syracuse « Tampa « Toledo « Tulsa « Toronto, Ont. 





Need all-angle operation? 
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operate in ANY position... provide dependable starting... 
pack more power into less space! 


Here’s the answer for applications that require angle mounting 
of fhp motors. Wagner Type RK sleeve bearing motors, in 
fractional ratings, have a positive lubrication system that per- 
mits Operation in any position. 


You get quick, trouble-free starts—thanks to a Wagner de- 
signed quick break switch—and you get more horsepower with 
less bulk, for a better chance to lick those tough space problems. 


You can get these motors from leading motor distributors in 
your community and from Wagner Sales Offices in 32 principal 
cities. Your Wagner Sales Engineer will be glad to help you 
select the right motor for your application. Wagner Bulletin 
MU-217 gives full details. 


Single phase Type 

RK, Y, through 5 hp. 
Sleeve or ball bearing. 
rigid or resilient mount. 


BRANCHES AND DISTRIBUTORS IN ALL PRINCIPAL CITIES 


Wagner Electric Corporation 


6360 Plymouth Ave., St. Louis 14, Missouri. 


SERVING 2 GREAT GROWTH INDUSTRIES...ELECTRICAL... AUTOMOTIVE 
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Highlights of This Issue 





“ Buying for the Big Bomb 


Purchasing nuclear weapons components for the 
Atomic Energy Commission has many unusual 
aspects. It requires secrecy, a lot of technical 
skill, and a unique buying organization. Tough 
tolerances, numerous changes, and tight delivery 
schedules keep the problem-pot boiling. Read 
how the Materials Manager of one of A.E.C.’s 
contractors beats these problems—then looks 
around for more. 

See p. 69. 


“ Do Patents Matter to P.A.'s? 


The subject of patent law might appear at first 
glance beyond the scope of the purchasing agent’s 
job. But there are subtleties in the law of direct 
concern to purchasing, according to one of our 
legal experts. Experimental use of a new, pat- 
ented machine, for example, might be interpreted 
as an infringement. A discussion of some of these 
points appears in this issue’s legal article. 

See p. 83. 


“ When You Have to Decentralize 


The P.A. of a centralized department who real- 
izes decentralization would be more effective is 
in a dilemma. If he doesn’t go ahead with the 
logical step, he’s a poor manager. If he does, he 
may suffer the loss of prestige and even a job. 
Good management, of course, is the right choice. 
Read why the P.A. of a multi-unit organization 
plumped for decentralization and how the move 
helped purchasing. 

See p. 73. 


“ Our Cover 


Our printer accomplished 

a near-miracle in getting 

out the N.A.P.A. Conven- 

tion Report on June 22. 

But color engraving takes 

a little bit longer, so we 

were unable to have the 

new Executive Commit- 

tee on the cover. The 

group is shown on the 

cover of this issue in 

a four-color photograph 

es taken by Executive Edi- 

*. for’ Dean Ammar i in front of New York’s famous 

Lever House. Left to right are: outgoing presi- 

dent Gordon Burt Affleck; vice-presidents Ray- 

mond §S. Hill (District 1) and Frank L. Scott 

(District 2); president Thomas O. English; vice- 

presidents C. Warner McVicar (District 6), John 

M. Berry (District 4), Sidney L. Jackson (Dis- 

trict 7), Everett M. Noble (District 8), W. M. 

Davis (District 3), Edwin F. Michaelson (Dis- 
trict 9), and Paisley Boney (District 5). 
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ONE ORDER 


ONE SOURCE 


every 


| 


? +g fastener need 


Connections 
remain tight! 


PITTSBURGH QUENCHED 
and TEMPERED CAP SCREWS 


These screws stay on the job. 
The clamping force attained by 
these quenched and tempered 
screws is superior—once tight- 
ened to the prescribed tension, 
they remain tight. Pre-selected 
steel; clean, strong, unified 
threads; and controlled heating 
and cooling give factor of safety 
plus strength to every connec- 
tion. 

For vastly improved load- 
bearing ability, specify Pitts- 
burgh quenched and tempered 
cap screws. ven eave 


ca 


7 FF otter 
| Pre-selected 
g Performance 
S&S 


Products 


. 


Contact our field representative 
or local distributor 


SCREW AND BOLT CORPORATION 
OF AMERICA xssixrgn 30° > 


——— a i 
Formerly . ’ 
Pittsburgh Screw and Bolt —~T 
C4 


Corporation SIZ 


2S Most Complete Line of industrial Fastener 





Product Research Investment in Plant and Equipment 
Market Analysis Labor and Other Manufacturing Costs 
Management Decision Sales Expense 

Raw Material Purchases Reputation for Quality 


@ Profit-minded manufacturers can’t afford to use inadequate shipping 
containers, They must have containers that protect their investment by 
safeguarding the value of their products from the time they leave their 


shipping departments until unpacked by their customers. 


Protect your product—and your investment. Call your Inland package 


engineer. He is a corrugated shipping container specialist! 


INLAND CONTAINER CORPORATION 


Mills: Macon, Georgia; Rome, Georgia. PLANTS AND SALES OFFICES: Indianapolis, {ndiana; Middletown, Ohio; 
Milwaukee, Wisconsin; Evansville, Indiana; Detroit, Michigan; Macon, Georgia; Erie, Pennsylvania; Ashtabula, Ohio; 
Orlando, Florida; Rome, Georgia; Biglerville, Pennsylvania; Dallas, Texas; Chicago, Illinois; Louisville, Kentucky. 


Other Sales Offices in Principal Cities « Consult Your Telephone Directory 
For More Information Write No. 201 on Inquiry Card—Page 32 


PURCHASING 





EDITORIAL 





Featherbedding 


in Purchasing 


PURCHASING MAGAZINE 
Juty 20, 1959 


THOSE attending the annual meeting of the Purchases and 
Stores Division, American Association of Railroads, last month 
received at least one surprise from the program. 


Andy Kennedy, head of Westinghouse purchasing, switched 
from his listed topic to speak on featherbedding, a subject 
guaranteed to stir emotions among railroad people. But Mr. 
Kennedy’s talk had nothing directly to do with labor practices 
in the railroad industry. It dealt very bluntly with a type of 
featherbedding a lot closer to all of us—right in purchasing’s 
backyard, in fact. 


Mr. Kennedy spoke frankly of his own organization’s studies 
of the problem. His conclusions apply with as much—and per- 
haps greater—force to most other purchasing departments in 
industry. “Some buyers,” he said, “had surrounded themselves 
with mountains of paperwork. When we penetrated through this 
mass, we found that the men really had little time for the 
creative aspects of their jobs. Instead of being real negotiators, 
buyers were spending up to 30% of their time in pushing pen- 
cils. Idea men had turned into clerks. They were turning out 
a lot of work—of the wrong kind.” 


There’s nothing vindictive or hyper-critical in these observa- 
tions. This kind of featherbedding isn’t necessarily selfish or 
malicious. It exists—in purchasing and in many other profes- 
sions—more because of failure at the top than in the lower 
echelons. The purchasing executive who doesn’t understand or 
won’t clearly define his subordinates’ jobs is helping to make 
feather beds right in his own department. A buyer who's not 
sure exactly what he’s supposed to do will tend to bury himself 
in the administrative details that inevitably surround his work. 


In addition to clearly spelling out buyers’ duties, a good pur- 
chasing manager must be sure that creative people are given 
the chance to do creative work; that they are put beyond the 
very human temptation of shuffling papers to avoid more taxing 
but more important jobs; that clerical work is assigned to 
clerical types. Above all, the head of a department must make 
certain that he himself is not taking refuge in what Kennedy 
calls “the small satisfactions of a great deal of paperwork.” 


Deliberate or unconscious featherbedding has no place in 
modern purchasing. Until we beat it, we can’t in good con- 
science criticize other people for doing it. 


dul Veale 





ANNOUNCING 


expanded, nation-wide service on 


ALUMINUM 


from Ryerson stocks 


Here are two important new developments in 
Ryerson service on Reynolds aluminum. First, 
stocks are now available from our plants 
coast to coast. Second, a much broader range 
of sizes and types are now on hand—and alu- 
minum building products have also been 
added. Here’s what this expanded service 
offers you: 

Widest selection—Stocks include rod and bar, 
plate, flat and coiled sheet, tubing, pipe, and 
structural and extruded shapes in a complete 
range of alloys, tempers and sizes. Also avail- 
able for quick shipment: building products, 
including corrugated and V-beam roofing and 
siding, ribbed embossed siding, roof deck and 
insulated wall system. Non-standard or 
“hard-to-get” items are no problem—we can 
supply all your needs. 

Unequaled cutting facilities— Ryerson equip- 
ment includes latest mill-type slitters, cut-to- 
length lines, shears, saws and abrasive disc 
cutters—facilities that save you time and 
money. 

Expert technical help— Your Ryerson Repre- 
sentative is well qualified to serve you. Backed 
by a staff of experienced aluminum specialists, 
he is ready to help with any problems in- 
volving the selection and fabrication of var- 
ious aluminum alloys. 





Increased Value in Buying Metals 
Ask about this Ryerson Plan for 1959 


All types, shapes and sizes of aluminum ready for immediate ship- 
ment from expanded Ryerson stocks—including building products, 


Fast, dependable delivery— The nation’s most 
complete service centers, in principal cities 
coast to coast, assure dependable delivery as 
promised—in a matter of hours if needed. 
Whatever your aluminum requirements— 
whatever your selection and fabrication prob- 
lems—call Ryerson. You’ll get prompt, per- 
sonal service on aluminum as well as steel. 


RYERSON STEEL 


Member of the <Qp> Stee! Family 


STEEL «+ ALUMINUM «+ PLASTICS « METALWORKING MACHINERY 


NATION'S MOST COMPLETE SERVICE CENTERS IN PRINCIPAL CITIES COAST TO COAST 
For More Information Write No. 202 on Inquiry Card—Page 32 
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Tu PURCHASING depart- 
ment at Bendix Aviation’s se- 
curity-veiled Kansas City plant is 
unique in at least three ways: 

@ It has 33 bona fide process 
engineers on its payroll. 

@ It has 8 buyers who each 
spend all their time on a single 
hot item. 

@ It has, in the past, concealed 
its operations so successfully that 
some of its suppliers didn’t even 
know they were doing business 
with Bendix. 

The products Bendix makes in 
Kansas are also unique: various 
nuclear weapons components for 
the Atomic Energy Commission. 
Neither Bendix nor the A.E.C. 
want the details of these products 
publicized. But Materials Mana- 
ger Ken Cruise makes no bones 
about one thing. “The word ‘im- 
possible’ isn’t in our vocabulary,” 
he declares. “Regardless of how 
tight the tolerances are, we’ll do 
our best to find a supplier to meet 
our precise requirements.” 

Tough tolerances—and a steady 
stream of engineering changes 
that usually make them tougher 
yet—are the major purchasing 
problems at Bendix Kansas City. 
Because of them an unusually big 
purchasing staff is needed—about 
270 people including 80 buyers. 


Unusual Organization 


Cruise’s organization structure 
is unique, and is tailor-made to 
cope with his basic purchasing 
problems. Look at the charts that 
accompany this article and you'll 
see a prototype of the conven- 
tional purchasing organization in 
a big company until you get down 
to the Assistant Purchasing 
Agent level. In the conventional 
purchasing organization, division 
of work below this level is either 
by commodity or by product. If 
it is the latter, there might be one 
buyer for Product “A,” another 
for Product “B,” etc. Even more 
common is the commodity-type 
purchasing organization where 
one buyer specializes in castings, 
another in rubber parts, etc. 
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Bendix Materials Manager Ken Cruise keeps careful records to measure 
performance of members of his 80-buyer department. 


Top Secret Buying 


Requires 


pe Notch a 


Cruise’s approach is a little dif- 
ferent. He divides work by manu- 
facturing area. Reporting to each 
assistant purchasing agent are su- 
pervisors in charge of all the buy- 
ing for certain areas. The ob- 
jective is to get purchasing people 


working more closely with the 
plant on quality, engineering, and 
delivery problems. Few of the 
advantages of commodity special- 
ization are lost with this approach 
according to Cruise. The plant 
areas tend to specialize in certain 
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Bendix purchasing has a special “Trophooey” award for the buyer with the 
most shortages. The “winner” shown here is Buyer R. H. Creighton. 


Bendix buyers must have technical know-how. Shown here, discussing 
tolerances on a sub-assembly with a vendor, is Buyer Sherman Maple. 
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commodities. Also, most of the 
parts handled at Bendix Kansas 
City are so highly engineered that 
they have to be handled on an 
individual basis so some of the 
basic advantages of commodity 
specialization are lost anyway. 


New Purchasing Job 


Note some of the job classifica- 
tions on the chart: “Project Proc- 
ess Engineer,” “Senior Process 
Engineer,” “Process Engineer.” 
Do these people belong in pur- 
chasing? The chart-drawer didn’t 
pull a boo-boo and confuse pur- 
chasing with engineering. Cruise’s 
33 engineers play a vital role in 
his department. Their job is not 
to engineer the product but to 
see that the product is made the 
way the product engineers speci- 
fied it. The very fact that 33 en- 
gineers can be kept busy working 
with suppliers on technical prob- 
lems is, in itself, a good indicator 
of the complexity of the products 
Bendix makes for the A.E.C. 

Cruise’s engineers are called in 
for help by the buyers whenever 
they have a technical problem on 
which they need help. The en- 
gineers then get all the facts and 
try to develop a solution. They 
naturally frequently make visits 
to supplier plants to look at man- 
ufacturing problems first hand. 
They also spend considerable time 
with Bendix engineering and 
quality control personnel explain- 
ing supplier manufacturing prob- 
lems, etc. 

Most of the engineers are more 
or less “general purpose”; they 
have sufficiently broad knowledge 
to work on most technical prob- 
lems that come up. A few are 
specialists. For example Engineer 
I. Longstreth probably knows as 
much about the processing of rub- 
ber parts as many _ suppliers. 
Technical problems concerning 
Bendix’s elaborate plating specifi- 
cations are worked out by En- 
gineer Joe Billy, who has had 7 
years experience in the plating 
industry. 


Vendors Have Problems 


Suppliers need all the technical 
help they can get in making com- 
ponents for Bendix Kansas City. 
The best ones will find their ma- 
terial rejected for seemingly 
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Bendix purchasing has its own engineers. Materials Manager Cruise has four pro- 
duction parts buying sections. Each is headed by an assistant purchasing agent. In 
the section illustrated above, which is headed by Assistant Purchasing Agent R. L. 
Durham, work is divided among procurement managers on a stage-of-manufacture 
basis. Note, also, that this section has two senior process engineers and two process 
engineers who help buyers on technical problems, 


trivial deviations. (“We even try 
to hold rubber parts to a few- 
thousandths tolerance,” Cruise 
exclaims.) Our national security 
depends upon some of the nuclear 
components Bendix makes; they 
must be completely reliable. 

“Because of the tolerances some 
of the best precision parts manu- 
facturers in the country have 
confidently made a shipment to us 
only to have it rejected by our 
quality control department,” 
Cruise declares. 

The solution to the vendor 
quality problem is an elaborate 
program designed to prevent busi- 
ness from being given to vendors 
without high quality standards 
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and to thoroughly educate those 
that do get orders. 


Report on Facilities 


First step in the vendor selec- 
tion process is a detailed Facility 
Survey Report. This is much 
more detailed than the usual re- 
port. Potential suppliers are asked 
to list government agencies and 
companies for whom they are cur- 
rently doing work. (With this in- 
formation, it’s possible to contact 
the suppliers customers to see 
what sort of job they’re doing for 
them.) Vendors are asked to list 
their inspection equipment to see 
if they have what is necessary for 
high quality work. They’re asked 


to include an organization chart 
of their company for analysis by 
Cruise. And, of course, they must 
indicate that they’re able to com- 
ply with security regulations. 

This survey isn’t the only in- 
vestigation that’s made of a new 
supplier by any means. More 
often than not, his plant will be 
visited by several people from 
purchasing—buyers or engineers. 
On some of the bigger deals, one 
of the assistant purchasing agents 
or Cruise himself will look over 
the vendor’s facilities. 

If the supplier passes this test 
with flying colors, he doesn’t just 
get an inquiry—and an order if 
his price is in line; Instead, the 
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Although Materials 
Manager Cruise does 
no buying, he occa- 
sionally talks to sup- 
pliers to keep his: fin- 
ger on the pulse. 


education process begins in 
earnest. The vendor is called in 
for a conference. Attending are 
the buyer, product engineers, pur- 
chasing’s engineers, quality con- 
trol experts and others. Object of 
the conference: to brief the ven- 
dor on problems he can expect 
to encounter if and when he gets 
an order. The supplier looks at 
parts similar to those on which 
he is quoting; he sees exactly why 
they were rejected. Bendix in- 
spection procedures are discussed 
in detail. When a supplier gets a 
rejection, he can never complain 
and say “I didn’t think you were 
going to check it that way.” 


One Part Buyers 


Despite all the advance pre- 
cautions, plenty of shipments are 
still rejected by Bendix quality 
control. This is true even when 
vendors know what is expected 
of them and they are sincerely 
trying to do a bang up job. The 
rub is: the specifications are just 
too tight. In many cases, Bendix 
purchasing asks suppliers to 
achieve something that has never 
been done before; the limits of 
the “state of the art” are progres- 
sively being pushed outward. 
Suppliers have worked near- 
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miracles. But they’ve also gotten 
plenty of rejections in the process. 

While suppliers certainly don’t 
like to see their stuff bounced by 
Bendix inspection, it’s safe to say 
that Bendix likes it even less. Re- 
jection of one key component can 
raise hob with the production 
schedule of a complex assembly 
and sometimes can virtually tie 
up an entire plant. 

So when a vendor gets into hot 
water on quality or delivery, 
Bendix purchasing gets in the act 
fast. More often than not, some- 
one is on the plane to visit the 
plant at the first sign of serious 
trouble. Formerly, this “someone” 
was the buyer of the part. “The 
buyer usually managed to get 
himself out of trouble if there 
was a problem on a particular key 
part,” Cruise recalls. “But, un- 
fortunately the rest of his job 
would go to hell in the process.” 

The conventional purchasing 
organization just isn’t set up to 
cope with serious quality and de- 
livery problems on any one item. 
A buyer should be given enough 
items to keep him busy even when 
things are going smoothly. So 
when there’s a real crisis, he has 
no alternative but concentrate on 
the part that’s causing the trouble 


and letting the rest of his work 
slide. 

A part that’s a real stinker can 
take 90% or more of a buyer’s 
time for weeks. As a result, some 
of the buyer’s other parts can be- 
come stinkers through sheer ne- 
glect. Cruise’s solution to this 
problem is simple. If a buyer has 
enough trouble with a part, he 
simply takes it away from him. 
Bendix purchasing has a special 
team of eight buyers who spe- 
cialize in “stinkers”. Each buyer 
works on just one part. When all 
the major problems on it are 
ironed out, he gives it back to the 
regular buyer and starts to work 
on another troublemaker. “With 
this approach,” Cruise points out, 
“we're able to give each item the 
attention it deserves at all times 
and still permit each buyer to 
have an adequate workload even 
when he has no serious prob- 
lems.” The only alternative to 
Cruise’s approach, that would still 
get the buying job done under all 
circumstances, would be to give 
each buyer such a light normal 
workload that he could handle 
any crisis with ease. This would 
require an enormous increase in 
the number of buyers on the pay- 
roll. 
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Tue DECISION to decentralize 
a purchasing department is never 
easy. But unless a purchasing 
agent is strong enough to make 
that decision when it’s necessary, 
he may find his entire operation 
slipping away from him. 

This was the problem that 
faced the Hotel Corporation of 
America recently. James S. Craig, 
VP for purchasing at the com- 
pany’s hotel division, and his staff 
in Boston had been buying for 
eight hotels in various parts of 
the country—including the Roose- 
velt in New York, the Mayflower 
in Washington, and the Hotel 
Cleveland. 

Of course, perishabie foods 
were bought locally by the hotels. 
But equipment, material, and sup- 
plies had to be ordered from 
headquarters in Boston 

In fact, the company had an 
official purchasing policy—handed 
down from president A. M. Son- 
nabend—which stated: “All sup- 
plies and material are to be re- 
quisitioned from the central of- 
fice.” 

Purchasing executive Craig is 
a young (37), well- educated 
(Harvard Business School) pur- 
chasing executive. When he real- 
ized that centralized purchasing— 
established at HCA in 1949—was 
no longer effective, he began to 
take action, 


Disadvantages of Centralization 


“We had a sound purchasing 
operation,” Craig says. “But as 
the organization grew and ma- 
tured, some of the disadvantages 
of centralization become more ap- 
parent.” 

These were the disadvantages, 
as Craig saw them—some are 
unique to the hotel business but 
most could apply to general in- 
dustrial purchasing: 

(1) Hotels were not following 
the policy set up by the central 
purchasing department. At times, 
they didn’t send their requisitions 
to the central office, but purchased 
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goods and services on their own. 

There were many reasons for 
this—some of them unavoidable. 
For example, emergency situa- 
tions when material was needed 
the same day. 

(2) Several of the hotels 
thought they could establish a 
better reputation in their own 
business community by purchas- 
ing locally. Their individual 
needs, increased prestige, and re- 
ciprocity were among the factors 
in this consideration. 

With local management at the 
hotels feeling this way, it was in- 
evitable that some friction should 
develop between the hotels and 
the central purchasing office. 

(3) With the addition of new 
hotels to the chain, the volume of 
work at the central purchasing 
office increased. Purchase requisi- 
tions began piling up at the Bos- 
ton headquarters. 

(4) There was confusion about 
who was responsible for follow-up 
of negotiated items. The central 
office would cite specifications, 
FOB point, and other terms in 
the purchase order. Yet supplier 
variations from the terms were 
often overlooked by the local 
hotel receiving and accounting 
departments, frequently on the 
assumption that the central office 
would catch them. In other cases, 


When You Have to 


Decentralize . . . 





suppliers inserted extra charges, 
cost of dies, etc., on their invoices, 
which were simply paid without 
any further checking. This re- 
sulted in increased cost that could 
have been avoided. 

(5) “With centralized purchas- 
ing, I was wearing seven-league 
boots,” says Craig. “I was spend- 
ing a lot of time traveling the 
circuit to get in on major pur- 
chases before they happend, to 
preach mutual aims and coopera- 
tive action, and to explain our 
contracts, procedures and policies 
to anyone who might originate a 
purchasing action.” 


Local Initiative Discouraged 


Craig realized that stress be- 
tween the central office and the 
hotels could only get worse. An 
increase in the size of the central 
purchasing office would mean a 
less personal relationship, more 
rules, more arbitrary handling of 
orders by clerks, and increased 
paperwork. The central staff 
would be farther removed than 
ever from the hotels’ purchasing 
problems. 

“In addition, we were discour- 
aging local initiative and grant- 
ing local people less flexibility,” 
says Craig. Both trends were con- 
trary to our division policy.” 

Hotel Corp. had reached the 
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HCA’s purchasing VP James Craig (r.) and his as- 
sistant Tom Misci (pointing) study wearing qualities 
of carpeting with representatives of an independent 


point where Craig really only 
had two alternatives. He could: 

(A) Continue the existing ar- 
rangement and work out his 
problems as well as possible. 

(B) Adopt a form of decen- 
tralization with professional pur- 
chasing organizations operating at 
each of the hotels. 


Choosing Decentralization 


Craig, with the approval of 
HCA’s management, chose de- 
centralization. He felt that this 
would be the best solution to both 
current and future problems. 
Since he put this program into 
effect, here is what has happened: 

(1) Local purchases have been 
brought under more effective man- 
agement control. Each hotel has a 
purchasing agent who reports di- 
rectly to the general manager 
of his hotel. All hotel purchases 
are coordinated by the hotel P.A. 
and his assistants. 

(2) Communications between 
the central purchasing office and 
the hotels have improved. Craig 
maintains constant liaison with 
the hotel purchasing agents, and 
information flows both ways. 

(3) Purchasing from local 
sources has increased which has 
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office in Boston. 


helped the reputation of each 
hotel in its own community. Also, 
hotel P.A.’s now have their own 
budgets and handle surplus dis- 
posal locally. 

With decentralization accomp- 
lished, what does the central pur- 
chasing office do? Craig divides 
the work of his 12-man staff—six 
buyers and six clerks—into four 
general categories: 

(1) The central office concen- 
trates its purchasing activities in 
areas where volume buying is 
advantageous to all hotels. 

(2) It handles evaluation of 
new products, comparative tests, 
research, formulation of stand- 
ards, and development of specifi- 
cations. In addition, the central 
office undertakes value analysis 
projects that benefit everyone. 

(3) Coordinating and dissemin- 
ating information is another of 
the central staff’s jobs. Details 
of profitable arrangements made 
by one hotel are passed along to 
the others. 

(4) Central purchasing is also 
in charge of training purchasing 
personnel. 


Transition Period 
The transition period—when 


laboratory. Some large dollar items used by all hotels 
in the chain are bought by the central purchasing 


decentralization was actually tak- 
ing place—was trying for both 
Craig’s staff and the hotels. Any 
new arrangement creates kinks, 
and this was no exception. Then 
too, there were some individuals 
who thought they were losing 
status in the changeover. 

“This required sympathetic un- 
derstanding,” Craig says. “We had 
to recognize and work out the 
rough spots. But we were able to 
do it to everyone’s satisfaction.” 

Once the program was under- 
way, Craig had to develop quali- 
fied purchasing personnel for the 
hotels. Trainees were selected to 
work in the central office and 
learn HCA’s operation. With the 
assistance of seasoned purchasing 
people both in Boston and at the 
hotels, these trainees were soon 
able to bear their share of the 
load. 

Craig uses a purchasing manual 
and periodic purchase bulletins 
to make sure decentralized pur- 
chasing continues to operate effi- 
ciently. And he still makes the 
rounds of HCA hotels to discuss 
operating problems and new tech- 
niques with local P.A.’s. Craig is 
convinced he made the right 
move. 
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Jusr WHAT interest does a 
purchasing agent have in specifi- 
cations and standards? How do 
we manage to justify throwing 
our two cents’ worth into the 
consideration of what is, after all, 
a highly technical matter? 

In our industry, it’s the P.A.’s 
job to see that the needs of the 
operators, the engineers, and 
other personnel are met at the 
lowest possible over-all cost. This 
means that he must see to it, as 
far as he can, that his company 
gets maximum value in every- 
thing it buys. 

He wants to prevent waste of 
time and effort in every phase 
of the cycle of design, bid, order, 
and supply. 

He wants too, to prevent the 
waste of cash on the things his 
company must buy. 

And he sees in standardized 
specifications a method of econ- 
omizing constructively in both 
these important areas. 


Advantages of 
Standardized Specs 


These are the advantages of 
standardized specs as the pur- 
chasing agent sees them: 

(1) The purchasing agent can 
cut administrative costs through 
simplification of soliciting and 
analyzing bids. Instead of prepar- 
ing often-bulky, highly complex 
documents that have to be 
scrupulously written to avoid mis- 
interpretation, he can get his 
paperwork down to manageable 
size. Similarly, cataloging and 
standardized numbering of MRO 
and spare parts bring real pur- 
chasing and inventory economies. 

(2) The supplier can reduce 
his selling costs when administra- 
tion is simplified. This reduction 
of cost shows up in a reduction 
of the price we have to pay be- 
cause— 

(3) Suppliers are stimulated 
to keener competition. Before the 
adoption of a standard spec, for 
example, tank manufacturers fre- 
quently pushed the individual 
variable features they could offer 
potential buyers, Now that they 


Mr. Monro is director of purchases of 
Standard Oil Company (Indiana). This is 
an abstract of a recent address he made 
at the American Petroleum Institute Com- 
mittee on Refinery Equipment. 
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Specs, Purchasing 
and Profits 


Purchasing has good reasons for seeking stand- 
ardization of specifications—all of them directly 
related to profits. But the danger of developing 


poor specs must be guarded against. 


By Don Monro 


are selling substantially the same 
product, we find they work hard- 
er at developing further manu- 
facturing economies, at improving 
quality, at providing service— 
and at passing along any savings 
they can make. 

(4) Competing suppliers come 
in with lower bids when stand- 
ard specifications are used. In 
the absence of such specs, a sup- 
plier is naturally inclined to leave 
a margin—sometimes a wide one 
—for unforeseen contingencies. 


Reduction of uncertainties cuts 
down on the need for provision 
against risks. This is especially 
important in the case of a con- 
tractor, who knows he must buy 
and install equipment to the satis- 
faction of the user. 

(5) The purchasing agent can 
make a fairer analysis of sub- 
mitted bids and can be much 
surer than otherwise that he is 
really making the best possible 
buy. 

(Please turn to page 137) 





Forms Cost Money; 
Why Waste Them? 


Good procedures minimize both clerical man- 
hours and forms usage. Unfortunately, few 
companies are able to accomplish both of these 
objectives. An exception is Stewart-Warner with 
its quotation request form. 


By John F. Sincere 


STEWART-WARNER Corpor- 
ation’s purchasing department in 
Chicago has added a new twist to 
an old idea. The old idea: quo- 
tation request forms interleaved 
with cut-out one-time carbons so 
that the quotation request can be 
typed for a number of suppliers 
simultaneously—without any sup- 
plier knowing who else is quoting 
on the same job. The new twist: 
a form that permits up to six quo- 
tations to be typed simultaneously 
with no waste of forms. 

Of course, many purchasing de- 
partments use the old-style multi- 
part snap-out quotation request 
forms. The typical form has seven 
copies. Each of three vendors 
asked to quote gets two copies. 
The vendor keeps one copy and 
returns one to the buyer with 
his bid on it. The buyer has one 
copy to use for follow-up on bids 
and also to recap. This copy is 
the only one that shows the names 
and addresses of every bidder. On 
the other copies, the one-time 
carbon interlays are cut so that 
no bidder knows the names of the 
other bidders—even though all 
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Stewart-Warner’s chief purchasing agent, Ray Gorzynski. Mr. Gor- 
zynski is a veteran Stewart-Warner executive who worked his way 
up through production control into purchasing. 


of the bids are typed simultan- 
eously. 

Big advantage of this type of 
snap-out form is obvious: specifi- 
cations and other data on the quo- 
tation need only be typed once 
for three different bids. There is 
one big disadvantage, however. 
Few companies always get pre- 


cisely three bids on everything 


they buy. With the snap-out 
forms, however, they must use a 
whole set of forms even though 
they’re getting only one or two 
quotes. And of course they have 
to use two sets if they’re getting 
quotes from four to six vendors. 
Unfortunately, snap-out forms are 
relatively expensive. And there’s 
real waste when they’re used for 
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UNISEY THIS FORM DOES NOT REQUIRE SNAP ACTION — JUST PULL = UNISET 
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IN OUR POSSESSION ON OR BEFORE 


STEWART-WARNER CORPORATION 


REQUEST FOR QUOTATION 


. . 

GENTLEMEN: PLEASE QUOTE, LOWEST PRICES, F.0.8. OUR PLANT, ON MATERIAL LISTED BELOW. UNLESS OTHERWISE SPECIFIED BY YOU, 
IT WILL BE ASSUMED THAT QUOTED PRICES WILL BE EFFECTIVE FOR AT LEAST 60 DAYS FROM DATE OF QUOTE. YOUR QUOTE MUST BE 
MARKED FOR MR. 

















QUANTITY AND DESCRIPTION 


PRICE 
DISCOUNT 





ust NET PRICE 




















CLAUSES: 


(3) TERMS: 2% 10th - 25th PROXIMO 


(1) THIS INQUIRY IMPLIES NO OBLIGATION ON THE PART OF THE BUYER. 
(2) WE RESERVE THE RIGHT TO ACCEPT ANY PART OR ALL OF YOUR PROPOSAL AT THE PRICES QUOTED. 





NOTICE TO VENDOR 


1, DELIVERY INFORMATION, 

2. F.0.B. POINT. 

3. RATE AND KIND OF TAXES, iF ANY 

4, OUR “REQUEST FOR QUOTATION” NUMBER. 





THIS 


QUOTATION MUST BE SUBMITTED IN DUPLICATE SHOWING THE FOLLOWING: 


IS NOT AN ORDER 








just a single quote. 
Stewart-Warner has devised a 
form that has practically all the 
advantages of the snap-out quo- 
tation with none of its disadvan- 
tages. It buys its quotation forms 
bound in big pads. They look a 
lot like the forms used in the 
snap-out sets. Specially cut-out 
one-time carbons separate each 
form so that each carbon copy 
will carry the name of just one 


bidder. 
No-Waste Form 


Stewart-Warner can inquiry as 
many as six suppliers with a 
single typing. But the big advan- 
tage of the new form—as com- 
pared with the conventional snap- 
out form—is that it eliminates 
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waste. The typist simply tears the 
number of forms (up to six) that 
she wants from the pad. No un- 
needed forms are thrown in the 
waste basket. 

If she wants to type an inquiry 
going to three companies, she 
pulls off four copies and three in- 
terleaved carbons (i.e. one original 
copy which becomes the buyer’s 
recap and three carbons, one of 
which goes to each supplier who 
has been asked to quote.) If just 
one supplier is quoting, she uses 
just two copies; if five are quot- 
ing, she uses six; etc. 

The recap sheet has room for 
six sources. What happens when 
less than six names are typed in? 
Simply this: The typist doesn’t 
always type in the first vendor’s 


From one to six inquiries can be 
typed with Stewart-Warner’s quo- 
tation request form. The first carbon 
tells the typist where she should 
start. The vendor she lists first 
should always appear on the first 
carbon copy. She then continues in 
sequence until she gets the desired 
number of inquiries (up to a maxi- 
mum of six) with the same typing. 
Main advantage of the form is that 
when less than six quotes are re- 
quested, no forms are wasted. 


name in the first space provided. 
Instead, she looks at the carbon 
paper underneath her original 
copy. She starts typing at the 
space where the carbon is cut so 
that the first vendor’s name will 
show up on the first carbon copy 
(see cut). Succeeding vendors are 
then listed in sequence. For ex- 
ample, if the carbon under the 
original copy permits only vendor 
No. 5 to show up on the first car- 
bon, the typist will start by listing 
vendors in space No. 5. The sec- 
ond vendor will be listed in space 
No. 6; the third in space No. 1; 
the fourth in space No. 2, etc. 


Make Substantial Savings 


Simple as Stewart - Warner’s 
system is, it has brought sub- 
stantial savings in paperwork. 
“When you issue 2000 orders a 
month,” explains Chief Purchas- 
ing Agent Ray Gorzynski, “you’ve 
got to be efficient in your paper- 
work or you will have tremendous 
waste.” 

Stewart-Warner’s new form 
also has a psychological advan- 
tage that probably never occurred 
to its designers. When a vendor 
gets one he sees blank spaces for 
the names of five other bidders. 
Being hep to the design of these 
forms with their die-cut carbons 
the alert vendor immediately 
begins to wonder who the other 
five companies are. Naturally he 
thinks of his most dangerous com- 
petitors. As a result, he is tempted 
to quote the lowest possible price 
—much lower than if a buyer had 
telephoned and requested de- 
livery on a price-advice basis. 
With the inquiry form, the ven- 
dor often submits prices that re- 
flect competition even when he 
might be the only supplier quot- 
ing. 
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A 4-Point Supplier Relations 


There’s more to a successful vendor relations program than 
a pleasant smile. It takes continuous effort with one major aim— 


getting and keeping the good will of vendors. 


By Leonard Sloane 


eli 
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Director of Purchases Benjamin Kaplan believes in getting to know 
his supplier’s manufacturing operations almost as well as he knows 
those of his own company. 
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“Wer REALIZE that good sup- 
pliers are vital to our business. 
That’s why we do all we can to 
maintain their good will and re- 
spect.” 

This statement by Benjamin 
Kaplan, director of purchases, In- 
dependent Lock Company, Fitch- 
burg, Mass., is an indicator of 
why the company’s relations with 
its 2800 vendors have been so 
successful. 

Proof of the effectiveness of 
Independent’s vendor relations 
program is the fact that its aver- 
age supplier has sold to the com- 
pany for 15 years. This means 
that, in most cases, both Inde- 
pendent and its vendors have been 
satisfied with the relationship. 
Here are some of the reasons 
why vendors have so much re- 
spect for Independent’s purchas- 
ing department: 

(1) Kaplan and his staff visit 
suppliers as frequently as pos- 
sible. While this is not too dif- 
ficult in the Fitchburg or the 
Boston areas, it is more of an 
effort to see the plants of out-of- 
town vendors. However, Inde- 
pendent’s purchasing staff feels 
that it is a part of its respon- 
sibility to inspect the physical 
layout of all important prospec- 
tive vendors to find out what they 
can and can’t do. 

(2) Kaplan gets to know many 
people in the supplier organiza- 
tions in addition to the salesman 
handling his account. He usually 
tries to know the vendor’s chief 
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Program 


engineer, quality control man- 
ager, service manager, and sales 
manager. In many instances, 
Kaplan personally deals with the 
president or chairman of the 
board of supplier organizations. 

“I'd say that I know top peo- 
ple very well in about 50% of 
the companies we deal with,” 
Kaplan notes. “That makes it 
easy to get together—either in 
person or on the telephone—to 
iron out mutual problems and 
make quick decisions.” 


Inviting Vendors to Visit 


(3) Suppliers are often invited 
to Independent’s plant to meet 
Kaplan and the corporate officers. 
The company does more than 
just hold an annual “Open 
House” for large groups of 
vendors. From time to time, 
Kaplan asks individual suppliers 
to Fitchburg to spend a day with 
him. 

“When suppliers visit us,” he 
says, “we spend the morning go- 
ing through the plant and show- 


ing them how we operate. Then 
we have a social afternoon to- 
gether at the golf club. A day 
like this can be most profitable 
in establishing a working relation- 
ship and preparing the ground- 
work for future cooperation.” 

Kaplan has such faith in his 
suppliers that he even brings 
them into the company’s research 
and development section. Vendors 
are shown some of Independent’s 
projects for the future and are 
asked for advice on problems in 
areas where they specialize. Only 
once, in all the years that this 
has been done, has a vendor vio- 
lated company secrecy—and that 
violation was due to a misunder- 
standing rather than a deliberate 
maneuver. 


Sincerity and Truth 


(4) Independent does not be- 
lieve in pitting vendors against 
each other to gain a price advan- 
tage. Bids submitted by a sup- 
plier are considered to be con- 
fidential and are never revealed 


to other vendors who volunteer 
to “beat your best offer.” 

“You know, sincerity and truth 
are important with suppliers,” 
says Kaplan. “If you treat them 
well, you'll find that they treat 
you the same way.” 

There have been many evi- 
dences of the success of Inde- 
pendent’s supplier relations pro- 
gram over the years. The lon- 
gevity of many suppliers is one, 
of course. Profitable new products 
developed with the aid of sup- 
pliers is another, 

In addition, many suppliers 
stock material in their own ware- 
houses that has been sold to In- 
dependent. “Because we have 
such a good relationship with 
our vendors,” Kaplan says, “we 
are able to stock about a million 
pounds of inventory in their ware- 
houses.” 

As Kaplan has found, good 
vendor relations not only makes 
life a lot easier in the purchasing 
department—it can also save the 
company money. 
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This is the flip side of one of Independent Lock’s vendor cards. These cards contain all the 
basic facts on freight routing and freight charges for shipments from vendors along with a 
list of the commodities they handle. On the front side of the card there is space to list the 
names and titles of all of the vendor’s top executives along with addresses and phone num- 


bers. 
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Tue HIGH point of industrial 
purchasing takes place when the 
buyer commits for purchase and 
the seller commits for sale in a 
binding contract. All that goes on 
before is development and con- 
tact. What follows is necessary, 
but it’s merely the logical end 
product of what’s already taken 
place. 

There’s nothing particularly 
startling about this statement. 
Everyone knows that you can’t 
buy without buying, and you 
can’t sell without selling. What 
makes it important however is 
the fact that in many purchasing 
departments order placing has 
become a routine. It’s a case of 
familiarity breeding contempt. 
The process of purchasing is so 
natural, and after negotiation, so 
easy, that there’s a tendency to 
just “knock out” a purchase order 
without giving it much thought. 
But treating order writing as 
mere routine is a mistake, It can 
be dangerous and it’s almost al- 
ways costly, 


Selectivity 


What the P.A. has to do is to 
take the “routine” out of order 


A long-time contributor to Purchasing 
Magazine, Mr. Page has had 20 years’ 
purchasing experience in a wide cross sec- 
tion of industry. He holds a degree in 
engineering and has had considerable ex- 
perience as @ management consultant. 


80 


There's More to 


One of the traps in purchasing is the fact that so much 
of the work is routine. This is especially true of filling 
out purchase orders, It’s so easy that very little 
thought is given to it. But treating the P.O. as just 
another piece of paper can be a big mistake. Here 
is a detailed analysis of what the P.A. should con- 
sider before he automatically reaches for his pen. 


By Eugene S. Page 


writing. Think of each commit- 
ment in terms of whatever is 
special about it—dollar value, for 
example. All purchases have a 
logical “breaking point.” It may 
vary for different companies and 
different commodities, but it’s 
there. Select the right “breaking 
point” in dollars per commitment. 
Suppose it’s $500. Orders worth 
less than this will probably make 
up 75 to 90% of all purchases but 
their total value will only amount 
to between 10 and 20% of total 
purchase dollar volume. 

Conversely, purchase orders 
above the “breaking point” will 
amount to only 10 to 25% of the 
total number of commitments. 
However, these orders represent 
80 to 90% of all money spent. 
Therefore this upper group right- 
ly calls for 80 to 90% of your time 
and skill as a P. A. And yet it is 
not unusual to see this upper 
group handled in the same man- 
ner as less important commit- 
ments. 

A second way to look at a 
commitment so that it will not be 
automatically handled as part of 
the general routine is to analyze 
the importance of the commodity 
to company operations, Obvi- 
ously, raw materials are ex- 
tremely vital. Similarly, but not 
quite so important, are major sup- 
ply materials such as coal, fuel 
oil, and lubricants. Another item 


in this group is capital equipment 
which requires quite different 
commitment skills. True, these 
items are usually in the higher 
dollar bracket category, but they 
still form a distinct and impor- 
tant secondary basis of selection. 

Another way of making com- 
mitments selective rather than 
routine is to check to see whether 
they involve services, or construc- 
tion is; the type of purchase in 
which an independent contractor 
furnishes labor that will perform 
work on your company property. 

And there are still other kinds 
of selectivity: The length of time 
a purchase will be “open” for 
completion; instances involving 
rental or lease instead of outright 
purchases, Still another—and this 
is especially important—is based 
on whether “standard” terms and 
conditions have been used. 

The point of all this is that to 
do an outstanding job the P.A. 
must be selective in his treatment 
of commitments. His manner and 
method of reaching agreement 


with the seller is a measure of 
his ability. 


Definitions 


Precise language will help 
make your procedures more spe- 
cific and brief. Following are a 
number of important terms: 

Commitment: Agreement by 
which vendor sells, rents, or 
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Writing an Order 


Than Just Signing Your Name 


leases, and shall ship, deliver, or 
perform for the buyer at a price, 
and by which buyer purchases, 
rents, or leases, and shall receive 
and accept, and also shall make 
payment of the price to seller. 


Commitment Document 


The complete set of paper 
(“original”, including all other 
papers referenced therein; sup- 
plements and revisions; and ven- 
dor “acknowledgment”, if any) 
which, when finally-accepted and 
properly executed as required by 
buyer and seller, or by lessee and 
lessor, defines and _ establishes 
“Agreement” between the parties. 

It must be emphasized that 
“Commitment Document” is the 
“complete set of papers.” For in- 
stance a signed purchase order 
is an offer to buy; the vendor's 
“acknowledgment” is either an 
acceptance or a counter-offer to 
sell if it differs from the P.O. 
When such differences, if any, 
have been resolved, the “com- 
plete set of papers” form the 
“Commitment Document”. 


Commitment Parts 


There are five basic elements 
to the commitment document. 

Identification: Buyer and seller, 
commitment numbers, date. 

Quantity: Number of each item, 
and units of measure. 

Specifications: Technical de- 
scription of what the seller shall 
furnish or perform. 

Price and Payment: Unit and/ 
or total price or prices, and terms 
of payment. 

Terms and Conditions: All 
other provisions of the commit- 
ment document. 

Procurement Form: A piece of 
paper having a printed “format” 


Juty 20, 1959 


with blank areas for fill-in and 
also having printed “Terms and 
Conditions”. 

Standard Procurement Form: 
“Procurement Form” for use in 
specific types of purchase, rental, 
or lease that has been approved 
by the legal and purchasing heads 
of the company. 

Standard Commitment Docu- 
ment: A commitment document 
that employs a “Standard Pro- 
curement Form” for its designed 
purpose, without “Deviation”. 

Deviation: Difference in a com- 
mitment document based on a 
“Standard Procurement Form” 
and the printed “Terms and Con- 
ditions” thereof and the total 
“Terms and Conditions” of the 
agreement. These differences may 
be due to any combination of con- 
flicting or supplementary type- 
written statements, references to 
other documents with conflicting 
or supplementary terms and con- 
ditions, and/or actual alteration 
of the printed “Terms and Con- 
ditions” of the “Standard Pro- 
curement Form” used. 

Deviated Commitment Docu- 


“My bid a little too high?” 


ment: This is a commitment docu- 
ment that employs a “Standard 
Procurement Form”, for its de- 
signed purpose,—but with “De- 
viation”. 

Special Commitment Docu- 
ment: Commitment document 
not based on any “Standard Pro- 
curement Form”. In other words, 
it’s an agreement in which the 
writing is completely special. 

Major Deviation: A “Devia- 
tion” in a commitment document 
from the printed “Terms and 
Conditions” of the “Standard 
Procurement Form” that affects 
the interests of the purchaser or 
lessee. For example, a “Major De- 
viation” is one that materially: 

(1) Affects the rights, interests, 
and protection of purchaser or 
lessee in relation to price and/or 
time of delivery or performance; 
or 

(2) Increases the obligation or 
liability of the purchaser or 
lessee; or 

(3) Decreases the obligation or 
liability of the seller or lessor. 


Critical Commitment Conditions 


Next we come to another idea 
that takes the routine out of com- 
mitments. What do you do under 
“Critical Commitment Condi- 
tions” when any of the following 
circumstances exist prior to final 
agreement between buyer and 
seller? 

(1) Price: For any company 
there is a certain dollar figure 
that makes an order critical. 
Every purchasing department 
should recognize the value levels 
at which special treatment must 
be applied. 

(2) Preferred Sources: Usual 
method of selecting source is to 
buy or lease from the vendor of- 
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fering the required commodity or 
service, within time limits, at the 
lowest delivered price. This is 
routine. However, three kinds of 
special situations may develop: 

a) No competition: The nature 
of what is wanted or the urgency 
of demand, may prevent competi- 
tive quotations. Perhaps there is 
only one source, or it may be that 
a vendor of long standing can de- 
liver at once from stock. In a case 
like this there is little choice of 
action. But the P.A. should treat 
this kind of transaction as some- 
thing out of the ordinary. It 
should be subject to special ap- 
proval, at least above some min- 
imum dollar level. 

b) Competition Ignored: to take 
competitive bids, and then not 
place the business with the source 
meeting price, specification and 
time requirements, is, in most 
cases, improper practice. The low 
bidder has quoted in good faith 
and has spent time and money 
making a bid. He is entitled to 
the order. 

Therefore, selection of any 
other source must be specifically 
approved. After all, there is more 
than just one order at stake. The 
good faith and reputation of the 
buyer’s company are on the line. 

c) Corporate interest: The or- 
der you are about to place, if it’s 
of substantial size, may have a 
considerable impact on your com- 
pany’s profits. Suppose a possible 
supply source is a good customer 
of your company, or might be- 
come one. This brings up the prob- 
lem of reciprocity. And wheth- 
er you like it or not, reciprocity 
is something that must be recog- 
nized and treated with respect. 
After all, you’re in business to 
make a profit. 

(3) Non-Standard Documents: 
The great bulk of procurement 
is “standard”, on a purchase or- 
der form. But the “Non-Standard 
Commitment Document” deserves 
attention. Basically, there are 
three kinds: 

Deviated Form: As defined,—a 
standard procurement form, cor- 
rectly used, but with “Deviation” 
from the printed terms and con- 
ditions. 

Improper Form: Use of an ap- 
proved form but for a purpose 
never intended. Unfortunately, 
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this is a common bad practice. 
You have a purchase order— 
usually just one. Has it been de- 
signed to buy raw bulk materials 
and supplies, or capital equip- 
ment? Perhaps it is a compromise 
of both. This is the customary 
setup, although certainly each 
type of purchase has separate im- 
portant requirements. But look 
further. Do the terms and condi- 
tions meet the needs of procure- 
ment involving services and con- 
struction, in which labor of an 
independent contractor may be 
working on your property? Prob- 
ably not, but it is not unusual 
for P.A.’s to use the regular 
form for this purpose although 
it’s the height of carelessness. 

In all such instances, and they 
may be serious, the commitment 
document should be classified and 
treated in the same category as 
“Contract”. 

Contract: Here the written 
agreement is entirely special, that 
is, “special” to the buyer or lessee, 
although it may be a standard 
sale or rental form to the vendor 
or lessor. Or it may be special to 
both parties. 

(4) Time: The element of time 
may create a critical commitment 
condition. Normally, any agree- 
ment of purchase or lease that 
requires more than one year to 
complete, deserves special con- 
sideration. 

(5) Special Contingencies: In 
addition to the elements men- 
tioned previously, procurement 
may be “critical” if they involve 
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special contingencies, of four 


types: 

Liability: Unusual and substan- 
tial liability, or contingent liabil- 
ity, to be assumed by you as the 
buyer or lessee. 

Hazards: Special hazards to life 
or property in transportation, un- 
loading, storage, or use of the 
commodity, or in performance of 
services or construction. 

Vendor Performance: Extraor- 
dinary performance required of 
the vendor, such as unusual or 
especially vital guarantees of per- 
formance and warranties for capi- 
tal equipment and facilities. 

Finance: Financial factors not 
favorable to the buyer, such as 
advance payments, provisions for 
prices escalation, or agreement 
that does not fix a maximum total 
net price to be paid. 

From all these we find a broad 
field of critical commitment con- 
ditions in industrial purchasing: 
Price levels, preferred sources, 
non-standard documents, time, 
and special Contingencies. 

What should we do about 
them? Plan for them, of course. 
Every purchasing department has 
a “Purchasing Procedure” (at 
least in practice, if not in writing 
as well). Properly this covers the 
four basic buying decisions: re- 
quisitioning, purchase or lease, 
receipt and acceptance, and ap- 
proval for payment. Commitment 
is the action following the second. 
Most procedures deal with the de- 
cision and neglect the act. Our 

(Please turn to page 108) 
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This article is one of a 
series illustrating and ex- 
plaining the use of various 
purchasing de partment 
forms. All forms that will 
be described in this series 
have been selected from 
representative purchasing 
organizations around the 
country. Watch for Forms 
Forum and see how your 
own forms measure up. 





Propverty DESIGNED forms 
can often be used for jobs other 
than those for which they were 
originally intended. Ashton E. 
Gourley, purchasing agent for 
the Great Northern Paper Com- 
pany of Bangor, Maine finds him- 
self in this happy situation. 

By making a request for quo- 
tatior the second copy of the 
requisition form, Mr. Gourley has 
cut his telephone bill in half. 
More than that—he has also 
saved many hours of clerical 
work. 

Great Northern’s main office 
and purchasing department are in 
Bangor, but the mills, engineer- 
ing, research, and accounting are 
all located about 100 miles away 
in Millinocket. Requisitions are 
typed by supervisors in Mil- 
linocket and must be sent to Mr. 
Gourley in Bangor. 

The clerical savings come about 
when the requisition reaches pur- 
chasing in Bangor. A visual check 
of the material ordered and selec- 
tion of vendors is all that’s need- 
ed. The second copy of the re- 
quisition then becomes an all- 
ready-typed request for quotation 
which can be mailed almost im- 
mediately. When more than two 
vendors are asked to quote, it’s 
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Great Northern Paper’s requisition form is a real time saver since 
ond copy of the requisition serves as a quote request form. 


a simple matter to make Ozalid 
copies of this form. Elimination 
of retyping also cuts down the 
chance of errors. 

Requisitioners naturally know 
that the second copy of their re- 
quisition will be used as a quo- 
tation request. Consequently, they 
take care to accurately describe 
what they want and give detailed 
specs when necessary. There’s no 
longer any need for purchasing 
to translate a requisitioner’s scrib- 
bling into something the supplier 


can understand. As a result, the 
long distance ‘phone bill from 
Bangor to Millinocket is much 
lower—no more calls from pur- 
chasing asking requisitioners to 
interpret their requisitions. 


Purchase Order Set 


Purchasing Agent Gourley’s de- 
partment processes over 25,000 
P.O.’s per year. A nine-part form 
is used. However, Mr. Gourley is 
always prepared for emergencies. 


(turn page) 
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The purchase order set has two ac- 
knowledgment copies. If a vendor 
makes a change on the acceptance 
copy, the corrected acceptance copy 
marked “A” goes to accounting and 
the copy marked “D” to the requisi- 
tioner. If no change is made on the ac- 
ceptance copy, “A” is put in the ven- 


dor’s file and “D” is destroyed. 
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PURCHASING AGENT 




















He has an extra one-time carbon 
and p.o. copy. It is added to the 
regular set when more than the 
usual number of copies is needed. 

Great Northern is also prepared 
in case the vendor should make 
2. change on the acceptance copy 
of the order. Included in the set 
are two acceptance or acknowl- 
edgement copies. Both go to the 
vendor and both must be re- 
turned. If the vendor makes a 
change on the acceptance copy, 
it is immediately noted on the 
purchasing department copy. The 
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corrected acceptance copy marked 
“A” is forwarded to accounting 
and the copy marked “D” goes 
to the requisitioner. If there is 
no change in the order, “A” is 
put in the vendor’s file and “D” 
is destroyed. 


Copying Machines 


Great Northern makes exten- 
sive use of translucent forms to 
facilitate the making of copies. 
For example, when material is 
received, Ozalid copies are made 
of the material receiving report 


and distributed to accounting de- 
partment, purchasing department 
and the mill department con- 
cerned. 

Another use of translucent 
paper is with the tracer copy of 
the P.O. Ozalid copies can be 
made and sent to the vendor as 
often as needed. 

Mr. Gourley says, “We are 
pretty happy with our present 
systems but we are constantly 
looking for improvements. That’s 
the only way to beat the paper- 
work problem.” 
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Doss THE purchasing agent 
need to concern himself with the 
patent laws? Once he has pur- 
chased an item, is his company 
free to use it in any way it 
pleases? If his company is sued 
for infringement by the patent 
owner does he have any recourse 
against the supplier from which 
the material was obtained? What 
steps should he take to help mini- 
mize the possibility of his com- 
pany being sued for patent in- 
fringements? 

At first glance it would appear 
that the subject of patent law was 
far outside the realm of those 
matters important to purchasing 
people. However, this is not true. 
Many have pointed to our su- 
perior patent system as one of the 
main factors in the development 
of the United States as a great 
industrial nation. The economic 
advantage associated with patent 
rights spurs the creation of most 
of the new products appearing 
daily on the market. 

A patent is in the nature of a 
contract existing between an in- 
ventor and the government. As a 
reward for disclosing his inven- 
tions to the public the govern- 
ment grants the inventor a mo- 
nopoly of 17 years. This monop- 
oly covers the manufacture, sale 
and use of the invention. Anyone 
who manufactures, sells or uses 
the patented article without the 
consent of the inventor infringes 
the invention. The inventor is en- 
titled to recover any damages 
he has sustained resulting from 
the infringement. 


International Rights 


A patent issued by the United 
States has no force and effect 
outside of the United States and 
its territories. Conversely, a pat- 
ent issued by a foreign country 
has no effect, as far as infringe- 
ment is concerned, in the United 
States. Suppose your company’s 
branch office in Germany pur- 
chases a blue print machine from 
a manufacturer in Germany 
licensed by the inventor to make 
Marshall Coke is the pen name of a well 
known member of the bar who holds a 


position in the purchasing department of 
@ large corporation. 
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When Do You Infringe 


Upon Someone's Patent? 


The typical P.A. buys hundreds of patented articles, If 
he’s not careful, he can unconsciously infringe upon 


patents and make his company liable for damages. 


By Marshall Coke 


and sell the machines. If you 
bring the machine to the United 
States your company can be en- 
joined from using it by the holder 
of the United States patent rights. 
The holder of the United States 
patent could not prevent your 
company from buying and using 
a patented device in a foreign 
country as long as these acts 
were completely consummated in 
the foreign country. 

Many people assume that the 
infringement of a patent is in 
some way related to the laws 
governing unfair competition. In- 
fringement of a patent in no way 
involves the allegation of the 
creation of a monopoly by the 
infringer. A patentee may ignore 


THAT MACHINE WAS RECONSTRUCTED 


others who are using his inven- 
tion and elect to enjoin your com- 
pany only if he chooses. It is no 
defense that others are using the 
same device or process with im- 
punity. 

One phase of patent law which 
sometimes results in the drawing 
of a fine legal line but which, 
nevertheless, is of significance to 
purchasing people involves the 
differentiation between repairing 
and reconstructing a patented 
machine. A purchaser can repair 
a patented machine but cannot 
reconstruct the machine. The re- 
construction would constitute 
“manufacturing” which is re- 
served exclusively for the holder 
of the patent. No general rule 


BUT, ALL WE DID 


YOU'VE: INFRINGED ON MY MANUFACTURING RIGHTS ! 


WAS REPLACE 


THE WORN OUT PARTS! 


ae 
[fe ~ 


40 


No general rule can be laid down to distinguish between repairing 
and reconstruction, Each case must be decided on all the factors 


involved, 





can be laid down to distinguish 
between repairing and _ recon- 
struction. Each case must be de- 
cided on all the factors involved. 
The replacement of quick wear- 
ing parts such as blades, grind- 
ing wheels, chains, belts, etc., is 
obviously classed as repair. Also 
it is rather obvious that a pur- 
chaser has no right to buy parts 
and reassemble a patented ma- 
chine. Between these two ex- 
tremes a careful study of the 
circumstances may be required 
to determine whether or not a 
patent is being infringed. 


Areas of Infringement 


Ordinarily a purchaser is not 
liable for infringement merely by 
the process of buying a patented 
article. The mere letting of a con- 
tract for the doing of certain 
work to a firm using infringing 
apparatus does not constitute an 
infringement. However, when 
your company purchases articles 
made by an infringing process 
and where the articles are es- 
pecially made for you on large 
and regular orders, your company 
may be found guilty of contribu- 
tory infringement, As a general 
rule a judgment against a manu- 
facturer for damages sustained 
by the patentee, such as loss of 
profits, because of the infringing 
article, will, if the judgment has 
been satisfied, bar further action 
by the patentee against the pur- 
chasers of the particular articles 
involved. 


The area of infringement which 
most concerns the purchasing 
agent is not manufacturing or 
selling but the using of patented 
equipment. A patent is infringed 
by the unauthorized use of a pat- 
ented invention even though it 
was made by a third person. A 
mere proposal or intent to use, 
not followed by actual use, does 
not constitute infringement. Also, 
the use of a patented process does 
not constitute an infringement of 
a patent which covers only a 
product. 

By virtue of the express pro- 
visions of the patent laws, the 
patentee or his assigns, if he 
makes or sells the article patent- 
ed, cannot recover damages 
against infringers of the patent 
unless he has given notice of his 
right, either to the whole public 
by marketing his article patent- 
ed, or to the particular infringer 
by informing him of his patent 
and the infringement of it. The 
purchasing agent should know 
however, that the failure to mark 
a machine patented does not af- 
fect the right of the inventor to 
stop his company’s use of the ma- 
chine immediately by injunction. 
No previous notice or warning 
is necessary as the injunction it- 
self constitutes a notice of in- 
fringement. The statutes provide 
that the notice of the existence 
of a patent may be given by fix- 
ing on the device the word patent 
or the abbreviation “pat.,” to- 
gether with the number of the 


THAT MACHINE YOU'RE USING INFRINGES MY PATENT! 


STOP IT AT ONCE AND PAY ME DAMAGES! 


BUT, OUR CLAUSE IN THE PURCHASE 
ORDER DISCLAIMS ALL 
INFRINGEMENTS 


The inventor is right. The user is liable for infringement even though 
he has attempted to protect himself with a purchase order clause 
passing on the liability to the seller of the patented machine. 


patent. When the character of the 
article does not permit this to 
be done the patent number may 
be given on the package contain- 
ing the article. If the inventor 
fails to give notice in this manner 
he can recover damages for in- 
fringement only after the in- 
fringer was directly notified and 
continued to infringe the patent. 


Recovering Damages 


A patentee can recover dam- 
ages for infringements occurring 
back as long as 6 years before he 
files his suit. Because of this rela- 
tively long period great damage 
can accumulate against an in- 
fringing manufacturer. It is ob- 
vious that a manufacturer must 
be certain that the machines and 
processes he is using in his busi- 
ness do not infringe any patent. 
The purchasing agent ean render 
a great service to his company 
by doing his part to avoid all pos- 
sible chances of infringements in 
the use of articles he purchases. 

Suppose you, as purchasing 
agent, hear of a new machine 
which you believe may be useful 
in your company’s business. You 
are interested in trying the ma- 
chine in your plant to ascertain 
its merits and adaptability to your 
business. Or suppose your com- 
pany desires to build a patented 
machine to test its performance. 
Can you do this without expo- 
sure to an infringement suit? 
Yes. The patent law permits the 
using of a patented invention 
without authority from the pat- 
entee for experimental purposes. 
As long as there is no intent to 
derive profit or practical advan- 
tage from the experimental use 
of a patented invention there is 
no infringement. 

Generally speaking, the motive 
or intent of an infringer is im- 
material. A company may in- 
fringe a patent without having 
any actual knowledge of its ex- 
istence. The court may take the 
lack of actual knowledge into con- 
sideration in assessing the dam- 
age to be awarded in some cases, 
but the intent is not an element 
of enfringement. 


Protecting Against Suit 


A distinction must be made 
between the statutory require- 
(Please turn to page 138) 
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MICRO SWITCH precision switches are important 
components in almost every type of electrically 
operated equipment—from delicate instruments 
to massive machine tools. They are installed on 
existing plant equipment to make operation safer, 
more automatic, and more productive. Shown 
here are but a few of the many thousands of 
MICRO SWITCH precision switch types which are 
famous throughout industry for utmost relia- 
bility, long-life, and precise operation. 


Look for these features when you 
buy precision switches 


Experience—micro switcu is a pioneer in the 
manufacture of precision snap-action switches 
to meet a wide variety of applications. 


Quality —micro swiTcH products are labora- 
tory-tested from raw materials to the finished 
product. Absolute reliability and uniformity of 
performance is assured. 


Service — Experienced MICRO SWITCH Field 
Engineering Service is available from branch 


Precision switches to meet a wide variety 
of product design and pliant use applications 


offices in key cities for consultation on switch 
problems. 


Development — micro switcu Engineering 
Service, if necessary, will cooperate in the de- 
velopment of an entirely new switch. 


Replacement—micro switcH products for re- 
placement or for installation on existing plant 
machinery are available from distributors in 
every industrial center. Look under ‘Switches, 
Electric” in the Yellow Pages. 

Savings—Precise operation, long-life depend- 
ability, and freedom from maintenance of MICRO 
SWITCH products produce considerable savings 
of time and money. 


MICRO SWITCH...FREEPORT, ILLINOIS 
A division of Honeywell 
In Canada: Honeywell Controls Limited, Toronto 17, Ontario 


H Honeywell 


MICRO SWITCH Precision Switches 
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New Chromium 
Increases Rust 
Resistance 


A PROCESS has been devel- 
oped to apply a thicker layer of 
chromium on trim than had been 
possible before. This process— 
“duplex chromium”— is said to 
increase corrosion and rust re- 
sistance up to 500%. 

The process consists of the suc- 
cessive application of two differ- 
ent types of bright chrome plate. 
The first provides uniformly good 
covering and throwing power to 
plate. And the second builds up 
the total thickness of chromium 
to as much as 100 to 200 mil- 
lionths of an inch, 


The manufacturer, Metal & 


Thermit Corporation, feels that 
this process can be adapted to 
most existing production plating 
operations with minor modifica- 
tions. It says that for some appli- 
cations, it may be possible to use 
thinner undercoats of copper and 
nickel—resulting in important 


In this illustration of 
steel window frames 
after a series of tests, 
Part D—with duplex 
chromium—has a cor- 
rosion percentage of 
less than 0.1%. The 
others, with different 
types of chromium, 
have considerably 
higher percentages. 


cost savings. 

The company has completed ex- 
tensive laboratory tests of the 
“duplex chromium.” It says that 
this is an economical process for 
producing bright chromium de- 
posits with increased resistance 
to outdoor exposure. 





‘Short-Arc’ Welding 


Process Developed 


A NEW welding process has 
been developed, called “short- 
arc. 

This process permits manual 
and mechanized welding of thin 
material with excellent control of 
the weld puddle. One of its fea- 
tures is the ability to make man- 
ual fusion welds in the thickness 
range of .030- to .100 in. of all 
common metals—like carbon steel, 
stainless steel and copper—in all 
positions and types of joints. Dis- 
tortion is minimized because of 
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the pinpoint-type arc, and there 
is little or no postweld cleaning. 

Other advantages are a more- 
readily-controllable welding proc- 
ess at high speeds, easier produc- 
tion of fillet welds, and ability to 
weld in all positions. It also has 
the ability to weld sheet metal in 
a range of thicknesses not pre- 
viously considered readily weld- 
able. 

Developer of this process is 
Linde Company, a division of 
Union Carbide Corporation. 


The new process offers pinpoint 
control of arc heat, enabling the 
welding of thin material in any 
position. 
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~ “When | want 
aluminum 
and know-how 
- | \.1 call the 
Reynolds 
Distributor.” 
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Maybe you’re not sure what’s the best 
aluminum alloy for your product . . . or what 
machining speed to use... . or the best way to 
weld aluminum. The answers to these problems, 
or to any question you might have concerning 
aluminum, is as close as your phone. 


Just call the Reynolds Aluminum Distributor. 


His men are trained specialists—yes, experts— 
in the use of aluminum. Chances are, 

they can show you plenty of cost-shrinking 
shortcuts, and help you use aluminum 

to its best advantage. 


The Finest Products 
Made with Aluminum And, whether you need his technical services 
are made with or not, you can be sure of the fastest delivery of 


REYNOLDS 3 ALUMINUM aluminum— in the shape, size, form and alloy 
you need—from your Reynolds Distributor. 
and the finest warehouse service . - 
is provided by your Magninannalinasa: Watch Reynolds TV show—"WALT DISNEY PRESENTS 


—every week on ABC-TV. 


FOR FAST DELIVERY ON ALUMINUM, 
CALL THE REYNOLDS DISTRIBUTOR 


Check the yellow pages of your telephone directory, under ‘‘Aluminum” 
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Why not make a new locker program 
PRODUCE... like a machine tool? 


Penco’s new locker line, Penco features and Penco planning can 
help make your new locker facilities produce more than just 
storage. They can produce savings in plant housekeeping effi- 
ciency, better protection against pilfering, more employee pride, 
lower maintenance costs and a better employee concept of 
management. The look of quality is there, the construction 
details are there, and the value and long service are there. Note 
the details below, then write for Penco Catalog No. 6000 today. 





A Penco locker system will stay new-looking 
and trouble-free for the life of the locker 
room. New welded, reinforced door frames 
resist twisting, strain, manhandling; feature 


full-loop, tamper-proof hinges, and handles 
that cannot be pried. Opening and closing 
are noiseless. Sloping tops stay free of 
debris. This is styled-in locker value! 


Penco’s sleek, gleaming look comes from 
a special pre-paint phosphatizing process 
which prevents subsurface corrosion and 
assures a finer, chip-resistant bond for the 


baked enamel. Penco lockers are supplied in 
more. than 60 types and sizes...meaning there 
is a style and size with all the new Penco 
advantages for you. Write for catalog today. 


ALAN WOOD STEEL COMPANY 
‘Aw? PENCO DIVISION 


<7 410 Brower Avenue, Oaks, Pennsylvania 





STEEL LOCKERS e STEEL CABINETS e¢ STEEL SHELVING * BOOK CASE UNITS 
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Holder-Carrier Protects 
Hazardous Liquid Bottles 


Petons 





A new holder-carrier prevents 
breakage of glass bottles contain- 
ing acids and other hazardous liq- 
uids, safeguarding employees 
from spilled liquids and broken 
glass. Polyester urethane padding 
surrounds bottle and absorbs 
shocks. Sizes are available for 
use with bottles from 5-% in. to 
5-% in. diameters and from 6 in. 
to 6-% in. diameters. Body of 
the holder-carrier is lightweight 
terne plate, equipped with sturdy 
bail handle. Protectoseal Com- 
pany 
Write No. 18 on Inquiry Card—Page 32 


Shock Absorber Door 
Withstands Pounding _ 





A self-closing shock absorber 
door is built to withstand con- 
tinual pounding by heavily laden 
fork trucks. Resilient urethane- 
filled bumpers take the impact, 
and flexibly suspended hinges 
provide uniform distribution of 
stress. Tight, accurate closure 
after each opening is guaranteed. 
Constructed to fit standard open- 
ings, the shock absorber door 
comes in complete, easy-to-install 
unit. Clark Door Company 
Write No. 19 on Inquiry Card—Page 32 
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ULTRA-MODERN TECHNOLOGY PLUS 
OLD-FASHIONED DEVOTION TO QUALITY 
IS THE SECRET OF HYATT SUPERIORITY 


Other producers may boast equally elaborate 
electronic controls these days. But there is still no 
substitute for the tradition of craftsmanship which 
has made HYATT the most respected name in 





cylindrical bearings since 1892. For maximum 
performance per bearing dollar, insist on... 


Myar MY-ROLL BEARINGS 
FOR MODERN INDUSTRY 


HYATT BEARINGS DIVISION * GENERAL MOTORS CORPORATION * HARRISON, NEW JERSEY 






Available through United Motors System and its Independent Bearing Distributors 


NO BEARINGS carry radial loads like cylindrical bearings... 
and NOBODY builds them like Hlwaqw1 





' EIMCO knows... 
with GUTS it 





to build Mining Machines 
takes Tools with GUTS 


They load more rock, move more ore, climb steeper grades .. . 
that’s the reputation of these big bruisers built by the Eimco 
Corporation. 


So in manufacturing, Eimco uses tools of equal toughness. . 
Morse tools that cut smoother, faster-and last far longer . . . tools 
that cut your cutting costs right to the bone, and keep them there. 


So call a halt to uncontrolled cutting tool costs .. . call in your 
Morse-Franchised Distributor and let him 

go to work for you as your “‘Certified Cut- 

Accountant.” Call him now! 


means “THE MOST” in Cutting Tools 


MORSE TWIST DRILL & MACHINE CO., NEW BEDFORD, MASSACHUSETTS 


A Division of VAN NORMAN INDUSTRIES, INC. | Wane | 


Warehouses in: NEW YORK « CHICAGO «+ DETROIT + DALLAS + SAN FRANCISCO 
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To Get 

The Grain 
That Takes 
The Strain 


WRM PRECISION 
ANNEALED SPRING TEM- > 
PER PHOSPHOR BRONZE 


ORDINARY ANNEALED 


SPRING TEMPER > 


PHOSPHOR BRONZE 


For more information on 
WRM precision annecled 
phosphor bronze send for 
this new, free bulletin. 





4. Upper photomicrograph 
shows the fine even, grain 
structure resulting from WRM 
precision annealing. This 
structure gives the metal up to 
30%, greater ‘fatigue life plus 
the increased formability that 
enables it to take the strain of 
severe bends as shown above. 


4 Lower photomicrograph 
shows coarse uneven grain 
that causes the type of crack- 
ing shown here. 


WRM OFFICE IN CLEVELAND /Y Ellowstone 2-6455 
For More Information Write No. 208 on Inquiry Card—Page 32 
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Low-Noise Centrifugal 
Unit Heaters 


Eight new gas-fired centrifugal 
unit heaters especially designed 
for installations requiring a low 
noise level have been announced. 
Capacities range from 50,000 to 
250,000 B.t.u. per hour input. 
Compact and easily serviced, 
heaters can be automatically con- 
trolled by a room thermostat, and 
a summer-winter switch is stand- 
ard equipment. To insure safe op- 
eration, units have high-limit 
switch, constant-burning safety 
pilot switch, and gas-pressure 
regulator. Ilg Electric Ventilating 
Co., 2850 N. Pulaski Road, Chi- 
cago 41, Illinois. 

Write No. 20 on Inquiry Card—Page 32 


Packaged Power 
Control System 


A self-contained, packaged 
power control system comes com- 
plete with heat sinks and wiring, 
ready for external connections 
for input signal, load, and 110 or 
208-volt AC line. Output is 
smoothly and continuously vari- 
able AC or full-wave DC. Pri- 
mary applications are in resistive 
loads which have limited surge 
demands, such as electric ovens, 
laboratory heating problems, 

(Please turn to page 96) 
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Capacity—2000 tons of sulfuric! The “Genco 7” is the largest in 
General Chemical’s fleet of eight sulfuric acid barges. 


Call on GENERAL CHEMICAL 


for Sulfuric Acid ... As you need it! 


...When you need it! 
..-Where you need it! 


Whether your sulfuric acid require- 
ments are measured in thousands of 
tons or carboy lots, General Chemical 
is best equipped to handle your order. 

General’s extensive network of pro- 
duction facilities plus its large and 
flexible transportation system assures 
you of sulfuric as you need it... when 
you need it... where you need it! 

For example, we have eight sulfuric 
barges serving customers along the 
Atlantic coast and on inland water- 
ways. Three operate out of Marcus 
Hook (Philadelphia) , Pa. Two in the 
New York City area, including the 
2000-ton capacity “Genco 7” shown 
above. Three on inland waterways. 
General also operates the largest fleets 
of sulfuric tank cars and tank trucks 


llied 
hemical 


in the country. 

General Chemical has 21 sulfuric 
plants,* as well as stock points in key 
industrial centers across the country. 
Each is geared to meet regional re- 
quirements, offering customers the 
advantages of “next door” location to 
General’s modern facilities. In addi- 
tion, the output of one plant backs up 
that of another, making a coast-to- 
coast supply line which proves invalu- 
able in meeting emergencies or 
unexpected demands. 

Why not find out how our long ex- 
perience and extensive facilities can 
benefit you? For further information, 
write or phone the nearest General 
Chemical sales office. 

*In Canada: Allied Chemical Canada, Limited 


GENERAL CHEMICAL DIVISION 


40 Rector Street, New York 6, N. Y. 


Juty 20, 1959 
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Large fleets of tank transports provide 
fast over-the-highway service. 


‘By far the largest fleet of sulfuric tank 
cars is operated by General Chemical. 


General Chemical sulfuric acid is also 
available in 13-gallon carboys. 
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Why 


FEL 


BY FELTERS 
Makes An Ideal 


FILTERING 
MEDIUM 


Felt has controlled permea- 
bility and particle retention 
efficiency which makes it ideal 
for filtration of air, gases and 
liquids. Wool felt is non-reac- 
tive to many chemical agents 
aad can be made chemically 
neutral. 

Felt can be fabricated into a 
wide variety of shapes for use 
in industrial air filtration, air 
conditioning, and for processing 
chemicals, paints, film dope and 
nutrient broths. Also ideal for 
use in particle retention for 
radioactivity monitoring. 




















CHECK THE FEATURES OF 
FELTERS’ FILTRON-FELTS 


* High flow rates * Withstands long immersion * Greater prod- 
uct recovery * Functions as gasket * Can be reused « Resists 
abrasion * Density can be controlled « Excellent filter cake 
build-up * Easy to shape, no raveling * Low cost 


> @eeeeeeeeeeeeeeeeeeeeeeeeeee 
reseee. 
oy Send for your FREE copy of the Felters Design 


Book. Technical data and ideas on how and 
where to get the most out of felt. 


the FELTER Sc. 


239 SOUTH STREET 
BOSTON 11, MASSACHUSETTS 
Pioneer Producers of Felt and Synthetic Non-Woven Fabrics ,...,, 
For More Information Write No. 210 on Inquiry Card—Page 32 
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lighting controls, etc. Rated at 
1-% kw when convection cooled, 
or 4 kw with forced air cooling, 
Power Pack Model RP27N2 is 
manufactured by Fairfield Engi- 
neering Corp., 934 Hope St., 
Springdale, Conn. 

Write No. 21 on Inquiry Card—Page 32 


Press for Long 
Progressive Die Work 


A new model lightweight punch 
press is designed for exceptional- 
ly long progressive die work, and 
for punching, forming and brak- 
ing where extremely long die 
sets are used. Economy unit con- 
sists of three 5-ton punch presses 
mounted on a rugged frame and 
employing a high torque, high 
slip motor. In typical application, 
press used to punch and form 
door jambs produces 15 jambs 
per minute where individual press 
required 3 minutes for one. The 
mark III-5E press is from Kenco 
Mfg. Co., 5211 Telegraph Road, 
Los Angeles 22, Calif. 

Write No. 22 on Inquiry Card—Page 32 


Precision Stressed in 


Grinding Machine 


An improved multiple wheel 
grinding machine will grind two 
or more concentric diameters to 
extremely close tolerances on a 
production basis, with set-up time 
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substantially reduced and scrap 
practically eliminated. Available 
for complete automation or semi- 
automatic operation, machine is 
made in 10 in. and 14 in. swings 
with 30 in. length between cen- 
ters, Wheel diameters are 36 in. 
New concepts in grinding feeds, 
diamond dressing of the wheels 
“and temperature control are in- 
corporated in improved machine, 
designated as the Landis Type 
IWR and manufactured by 
Landis Tool Co., Waynesboro, 
Pa. 
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Shoe-Type Brake on 
Hand Pallet Trucks 


A shoe-type brake is now op- 
tional equipment on Multiton 
hand pallet trucks. Brake is con- 
trolled by truck’s steering han- 
dle and employs a lined brake 
shoe which acts against the steer- 
ing wheels. It may be set for safe 
parking or completely deactivated 
if desired. Outstanding feature 
is brake’s ability to slow truck 
gradually or stop instantly and 
smoothly. 

Write No. 24 on Inquiry Card—Page 32 


“Didn’t waste much time getting 
this batch out into the field!” 
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New 


Liquid Cleaner 


OAKITE 


20: 


Cleans everything...economically 


A new, “use it everywhere” liquid detergent— 
Oakite 202—now offers the greatest convenience 
EVER in cleaning. It goes into solution quickly 
without waste... without fire hazard. You spray, 
mop or brush it on. 

Oakite 202 gives you a rich, sudsy solution 
that’s packed with cleaning power. It cuts through 
grease, grime, scuff marks with astonishing ease. 
Use it throughout your plant for washing walls, 
floors, woodwork, painted equipment, lighting fix- 
tures. Use it in your cafeteria .. . in your locker 
rooms. It’s safe for any surface, including alumi- 
num. It dries down without streaking. 

But—best of all—Oakite 202, in mild solutions, 
out-performs stronger solutions of other cleaners. 
This makes 202 a most economical material for 
gencral use. 

Ask your local Oakite man for a convincing see- 
for-yourself demonstration without obligation. Or 
send for free bulletin 
to Oakite Products, Inc., 

54 Rector Street, New 
York 6, N. Y. 
as 


<) 

a iEN 

a — —s. 
years’ leadership in industrial cleaning 





For More Information Write No. 212 on Inquiry Card—Page 32 

















' 


dearer if int OY = 


ies SOR peggy ea” 


- me = 
., = 
- NS ~S 
= -. 
_ _— 
s 
o Pm 
=. 
| ‘ 
- 
mw 


Cutting the cost...of a‘ 


By utilizing a Clark Slender-Arm Clamp, this 
company was able to eliminate pallets, thereby 
eliminating unnecessary overhead. In addition, 
the Clark Engineers consulting this company, 
recommended use of the new Triple Stage Upright 
so that extra high stacking could be accomplished 
without sacrificing the lift truck’s ability to work in 
low-overhead rail cars. The end result was much 
greaterstorage capacity, one-time handling between 
warehouse and loading out, a need for fewer trucks. 

Your Clark dealer, a Materials Handling Spe- 
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Ce 
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Photo courtesy of All-Steel Equipment Inc. 


‘mountain’ of steel desks! 


cialist in his own right, has access to the same 
team of Factory Specialists that developed a “‘first”’ 
in this Company’s industry. Regardless of your 
location, a nearby Clark Dealer is ready to serve 
you. Call him direct, or write: Materials Han- 
dling Specialists, Clark Equipment Company, 


Battle Creek, Michigan. 
CLARK 


(Enlargements of the illus- 
EQUIPMENT 


tration, suitable for fram- 
ing, are available upon 
request. ) 
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NO TRAFFIC JAMS HERE! 


“Ruff-Top” handles all sizes... at any angle up to 43° 
Quaker) 
€rmold “RUFF-TOP” CONVEYOR BELTING 


If continuous conveying of packages, cartons, size—there’s a Thermoid-Quaker Belt to do the 
boxes, and other smooth, flat surfaces is your job at the lowest cost per ton of material moved. 
problem, ‘‘Ruff-Top” is the answer. Its thousands Thermoid-Quaker’s extra margin of endurance 
of small, rough, irregular-shaped points of soft means fewer delays due to belt breakage or 
rubber take a firm grip on the lightest load. premature wear. 


But whatever your problem, whatever the nature Consult your Thermoid distributor, or write to 
of materials to be handled—heavy or light, soft or Thermoid Division, H. K. Porter Company, Inc., 
abrasive, hot or cold, uniform or non-uniform in Tacony and Comly Streets, Philadelphia 24, Pa. 


THERMOID DIVISION _9 |) H.K.PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION; Electrical Equipment—DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; 

Copper and Alloys—RIVERSIDE-ALLOY METAL DIVISION; Refractories— REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN-KIDD STEEL DIVISION 

Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE DIVISION, MOULDINGS DIVISION, H. K. PORTER COMPANY DE MEXICO, S.A.; and 
in Canada, Refractories, “Disston” Tools, “Federal Wires and Cables, ‘“‘Nepcoduct’’ Systems—H. K. PORTER COMPANY (CANADA) LTD. 

<For More Information Write No. 211 on Inquiry Card—Page 32 For More Information Write No. 213 on Inquiry Card—Page 32 
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Lis , 
is the only 


Impact Wreneb 


Cut costs, 
speed work with 
B&D accessories 


your B&D Im- 
pact Wrench 
over a nut 
you’re sure of 
one thing—all 
the turning 
power built in- 
to the husky 
Black & Decker tool is 
going to go to work to 
spin that nut out fast. 


COMPLETE IMPACT 
WRENCH KITS 


SOCKETS 


The reason: you’re using 
B&D accessories .. . 
sockets, chucks, right 
angle heads. . . to get the 
most out of your tool. 


RIGHT ANGLE 
HEADS 


Call your local distribu- 
tor today for the acces- 
sory you need. He stocks 
’em all. 


CHUCKS 


INSIST ON THE BEST 


Block’ Deckers 


ACCESSORIES DESIGNED FOR THE TOOL 


100 





Products 





Portable Power-Operated 
Steel Strapping Machine 


A lightweight, power-operated, 
portable strapping machine ten- 
sions, ties and cuts round steel 
strapping for almost any size 
package. Weighing only 20 lbs. 
and measuring 11 x 7 x 6-% in., 
new machine can be easily held 
by operator or suspended from 
simple counter balancing mecha- 
nism. Model 13 is designed to use 
round steel strapping directly 
from a coil. Once threaded, it per- 
forms complete operation in 
as little as three seconds. Pro- 
duced by U. S. Steel Supply 
Division, 209 S. LaSalle St., Chi- 
cago 90, Illinois. : 
Write No. 25 on Inquiry Card—Page 32 


More Horsepower in 
Less Space 





A motor up to 55% shorter and 
26 lbs. lighter than standard 
NEMA type “D” flange motors 
of the same rating provides more 
horsepower in less space. De- 
signed for such applications as 
machine tools, fans, blowers, and 
food disposers, “Thinline” motor 
is easy to install on original equip- 
ment and meets NEMA design 
“B” specifications for torques 
and starting current. Available 


in polyphase drip-proof and en- 
closed construction from 1 to 5 
h.p. at 1800 r.p.m., versatile Gen- 
eral Electric motor offers a choice 
of three flanges and can be 
mounted vertically or hori- 
zontally. 


Write No. 26 on Inquiry Card—Page 32 


Signaling Controller Is 
Sturdy and Accurate 
r 


A new signaling controller pro- 
vides highly accurate automatic 
control of industrial operations 
suitable for two position control 
action, Device occupies only 56 
sq. in. of panel space, can be used 
with any transducer generating 
a DC signal, such as thermo- 
couples, tachometer generators, 
load cells, etc. Sensitive enough 
to react to change of only one 
microvolt, controller is guaranteed 
to be highly accurate and rug- 
gedly constructed to withstand 
shock and adverse plant condi- 
tions. From Thermo Electric Co. 
of Saddle Brook, New Jersey. 
Write No. 27 on Inquiry Card—Page 32 


New Bendable 
Aluminum Alloy 


An aluminum alloy with unique 
mechanical characteristics has 
been developed by the American 
Smelting and Refining Company. 
“Adaptaloy” has exceptionally 
high elongation and impact 
strength and the ability to sus- 
tain bending and deformation. No 
special treatment is required dur- 
ing casting and any mold medium 
may be used, except that alloy 
is not recommended for die-cast- 
ing. It is particularly useful for 
castings which require bending 
or deformation, and for such ap- 
plications as the manufacture of 
structural castings designed to 
deform when overloaded. 


Write No. 28 on Inquiry Card—Page 32 
For More Information Write No. 214 
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is the only 
mpact Wrench 





that has the GUTS to give you 
a free year’s service certificate! 


No other impact wrench on the market gives you so 
much durability even in tough service. The story’s on 
the inside of a B&D Heavy-Duty Impact Wrench: 
e Specially selected Drive Spindle Bearing—to eliminate 
bearing breakdown. 
e “Life-tested” Impact Mechanism Spring repeatedly 
compressed over 100 million times. 
Anvil and Impactor precision machined from specially 


treated alloy steel to stand repeated crushing blows. 
Minimum friction cam mechanism gives extra power 
without extra weight. 

Famous B&D motor specially designed with rein- 
forced leads for extra protection and longer life. 


LEADING DISTRIBUTORS EVERYWHERE SELL 


e Full power on both forward and reverse position. 

Wherever a bolt, nut, wood or lag screw must be spun, 
or drilling or tapping done—in machinery moving, in- 
stallation work, general maintenance or production, a 
B&D Impact Wrench will do the job faster, with less 
fatigue, and at lower cost. And ONLY Black & Decker 
backs performance with a free year’s service certificate! 


Tue Brack & Decker Mec. Co., Dept. 1707, 
Towson 4, Maryland (In Canada: Brockville, Ont.) 


Let me know more about B&D Impact Wrenches— 
FREE service certificate. 


ic knidbidienhsnnckiinidéabcnknhebandscidaccommentabendndeaseie - 


Address 


O Drills O Hammers 


O Scruguns® 








OC Bench Grinders 


Products 
60 Ton Hydraulic 


Press Brake 





RAIL acessories 
LS 


HOW 


to know you’re 
getting the quality 
you want 


we be be eb = 


meses HHHMHHHANO eee RAR 


wg 


for sharp cutting 
edge and proper 
positioning of cut- 
ting slots in thread- 
cutting fasteners. 
Poor slots cost you 
money in replacing 
fasteners and dam- 
aged products... 
and the money 
comes out of prof- 
its. At American 
you get the combi- 
nation of the best 
equipment and 
constant attention 
that gives you the 
quality you want. 


{, 


ae 
fP/ 


H 


A hydraulic press brake in the 
60 ton size has been developed 
by Pacific Industrial Manufactur- 
ing Co. Compact design features 
separate housing for motors and 
hydraulic controls. Hydraulic 
cylinders are positioned at the 
base of brake and pull the ram 
down. Accuracy to within thou- 
sandths of an inch is maintained 
by patented lever control sys- 
tem. Operation is by foot pedal 
placed in the most convenient 
position. 

Write No. 29 on Inquiry Card—Page 32 


Fibrous Silicone 


Rubber Product 


Get the advantage of “single-source” 
buying for all your needs in industrial 
track and crane runways. Prompt de- 
liveries assured from the nation’s larg- 
est warehouse stocks of rail, switch ma- 
terial, tools and construction products. 
Foster is national distributor to industry 
for major manufacturers, such as Weir- 
Kilby, Woodings-Verona, Nolan, West- 
ern Industries and others. 


Refer to our catalogs in Sweet’s File 


For More Information Write No. 216 
on Inquiry Card—Page 32 
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for the well-defined 
threads you must 
have on thread- 
cutting fasteners. 
Without them, 
your fasteners 
don’t follow the 
cut accurately, 
won't tighten... 
and it costs you 
money out of prof- 
its to replace them. 
At American, the 


445" 


“* 


=e 


HTTRRERTEREREEREEEREE 
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best equipment and 
constant inspec- 
tion maintain this 
mark of quality. 


A fibrous silicone rubber prod- 
uct has some of the properties of 
sponge and foam, but random 


fiber orientation gives superior 
tensile and tear strength, and in- 
herent permeability allows appli- 
cations not possible with sponge 
Sore produce, ime | or foam. Other properties are 
alata density in the range of 20 lbs./cu. 
ft., good compression-deflection 
characteristics, and usable tem- 
perature range from minus 65 
degrees F to 500 degrees F. 
Connecticut Hard Rubber Co. of 
New Haven can supply Cohr- 
lastic FSR in sheets % in. thick, 
9 in. wide and 6 ft. long, and 
other sizes are planned. 
Write No. 30 on Inquiry Card—Page 32 


e 
for Profit! 
Specify Chicago Molded 


Nylon replaces metal fin this idling cam 
made by Chicago Molded for Holley Carbu- 
retor. By injection molding it of nylon, 
CMPC eliminated 3 operations—hardening, 
stamping, and assembly . . . cut production 
costs 50%. A unique mold design provides 
for easy changes in the number and sizes 
of ratchets at minimum expense. By any 
measure of value analysis, this is purchasing 
for profit! Your part cost problems are our 
business—call, specify: 


CHICAGO MOLDED 
PRODUCTS CORPORATION 
1028 North Kolmar, Chicago 51, Ill. 


For More Information Write No. 217 
on Inquiry Card—Page 32 


\ mericanY” 


. SCREW COMPANY 





Willimantic, Conn. ¢ Chicago, Ill. * Detroit, Mich. 


For More Information Write No. 215 
on Inquiry Card—Page 32 








BETTER WAYS of doing things with 


seamless copper tube are unlimited —from capillary S1ZeS 


to 26-inch diameter—round tubes or special shapes. 


A better product faster. In the Kodak Roll Paper 
Dryer-Glazer shown below, photographic print 
paper travels around a heated, mirror-smooth, 
chromium-plated copper drum. This drum could 
be formed from sheet metal, welded and ground. 
But Eastman Kodak Company takes a production 
short cut and buys the drums ready made— 
Anaconda seamless copper tube 26” inside diame- 
ter, in wall thicknesses of %”, cut to 20” lengths. 
Having the thermal conductivity and corrosion re- 
sistance needed, the tube is also easy to polish to a 
high mirrorlike finish (photo, left), provides an 
excellent base for fine chromium plating. No seams 
mar the surface. Production time and steps are cut. 


Rectangular copper tube carries current and coolant. By liquid 
cooling conductors in generator stator bars, General Electric has 
opened the way to doubling generator ratings without appreciably 
increasing frame size. Tubes, approximately 0.300” x 0.130” O.D., 
shown in cross section above, are shipped in long coils. Special- 


High-precision tubes meter fluids. York Corp., subsidiary of Borg- 
Warner, has found restrictor-tube metering of refrigerant in pack- 
aged air-conditioning units up to 25-ton capacity has greatly 
reduced field service, made possible the 5-year protection plan 


on all units. Anaconda Copper Restrictor Tubes have consistently 


shape tubes are available in a wide variety of sizes, cross sections, 
and alloys. 


HETHER you need long lengths of copper capillary 
tubing for air, hydraulic, or lubricating lines or for 


instrument tubing—or large-diameter tube in copper or a 


met York’s strict requirements. These tubes are available in 
copper or aluminum in nominal I. D.’s from .025” to .090”. 


copper alloy, call your American Brass Company represen- SEAMLESS COPPER TUBE 


tative. He can help you select the product you need from CAPILLARY TUBE e SPECIAL SHAPED TUBE 


the broadest range of seamless tubes available to industry. 
Or write: The American Brass Company, Waterbury 20, 
Conn. In Canada: Anaconda American Brass Ltd., New 
Toronto, Ontario. 5043 

For More Information Write No. 218 on Inquiry Card—Page 32 
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EXCELLENT BASE 
FOR PROFITS 


This ninety-six pound casting was made for the National Cash Register Co. 
of Nodulite®, Hamilton Foundry’s ductile iron. The casting forms the base 
for the new Post-Tronic Accounting Machine. It measures 3742” by 2312” 
with sections varying from %” to 14%”. Ductile iron was chosen for this part 
because of its ductility, dimensional stability, rigidity, and machinability. 

Sharp pencil buyers know that the ultimate cost of a casting rather than 
the purchase price is most important to the cost of the end product. Dimen- 
sional accuracy, uniform machinability, fine surface finish, low rejects and 
delivery of orders on schedule result in castings at lowest ultimate cost and 
insure your reputation for product quality. 


When new and unusual design problems arise in the selection of metal 
and the casting of parts, you will find that the skill and integrity of your 
foundry is your best insurance that specifications—and delivery schedules 
—will be met. 


GRAY IRON « ALLOYED IRON + MEEHANITE® * DUCTILE (NODULAR) IRON © NI-RESIST * DUCTILE NI-RESIST * NI-HARD 


1551 LINCOLN AVENUE * HAMILTON, OHIO + TWinbrook 5-7491 
For More Information Write No. 219 on Inquiry Card—Page 32 
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Products 





Low-Cost Bag for 
Hard-To-Protect Products 


A multi-wall paper bag pro- 
vides a low-cost solution to the 
problem of packaging hygro- 
scopic, deliquescent, corrosive, 
semi-liquid or other hard-to-pro- 
tect products. Used with special 
closing machine, bag is heat- 
sealed by new process and pro- 
vides a liquid- and air-tight pack- 
age. Designed for shippers now 
using pails, drums and cans, new 
bag will hold up to 100 lbs. of 
bulk product. Produced by Union 
Bag-Camp Paper Corp., 233 
Broadway, New York 7, N. Y., 
“Uniseal” bag is constructed from 
two to six plies of paper in vari- 
ous combinations, depending on 
product. 

Write No. 31 on Inquiry Card—Page 32 


More Cooling Capacity 
in Less Space 


4 J errr rene f 
i PAT PEND. * & . ; 


A new line of packaged in- 
duced-draft water cooling towers 
provides more cooling capacity 
in less space. Model with 7.5-ton 
capacity at 79 degrees F wet 
bulb temperature is only 30 in. 
wide, 45 in. long and 54 in. high. 
Intended for use with commercial 
and industrial air-conditioning 
systems, as well as in plants 
where process water is required, 
towers range in capacity from 5 
to 60 tons and are available in 

(Please turn to page 106) 
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MAGNET WIRE 


... Unsurpassed for hermetic and 
other rigorous applications 


Developed originally for hermetic applications and 
accepted for such use because of its excellent resistance 
to Freon refrigerants, LectALite magnet wire is prov- 
ing to be of great interest in other electrical products. 
As LectALite is 20° to 25°C higher in heat-aging 
characteristics than Formvar and has excellent resist- 
ance to cut-through under heat, it offers superior 
performance in many other types of windings. ANY WIRE PROBLEMS? Write, 


LectALite magnet wire is insulated with a smooth, stating your wire problems, or 
uniform film of Lecton, an aqueous dispersion of an mail coupon for the complete 
acrylic polymer. Applied by a dip and bake process, magnet wire catalog. 

Lecton enamel gives a uniform rich mahogany color 


to the finished wire. | AUTO-LITE GENERAL PRODUCTS GROUP 


Outstanding properties of LectALite are: exceptional | Wire and Cable Division 

: é 2 ie : " | Toledo 1, Ohio 
resistance to Freon 12 and Freon 22, dielectric 
strength, film adherence, thermoplastic flow, high j Please send new magnet wire catalog 
temperature rating, heat shock, heat aging, and mois- | 
ture resistance. LectALite’s physical, electrical, and | Name 
chemical properties equal or exceed those of Formvar. 

| Company 

LectALite is a member of the full Auto-Lite line of out- P 
standing magnet wire—BondALite + DacALite « IsALite « ‘heeeeeeen 


LectALite « NyALite « SodALite | City and State 


AUTO-LITE. 


GENERAL PRODUCTS GROUP 


WIRE AND CABLE DIVISION « TOLEDO 1, OHIO 
Plants at Port Huron, Michigan, and Hazleton, Pennsylvania 


For More Information Write No. 220 on Inquiry Card—Page 32 
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—to give you 
1. TIME SAVINGS 
2. LOWER COSTS 
3. BETTER GEARS 


At Fairfield, YOUR GEARS are in the hands 
of specialists equipped with every facility for 
handling production RAPIDLY, EFFICIENTLY, 
and ECONOMICALLY. Special or unusual 
requirements in design, size, finish, toler- 
ances, processing, materials, and heat treating 
are often “standard” at FAIRFIELD. 


Fairfield’s gearmaking facilities save capital 
investment for many builders, large and 
small, of power driven equipment. At Fairfield, 
you get the benefits of high production rates 
and big volume output in an ultra-modern 
plant designed exclusively for producing fine 
gears. Become a Fairfield customer; it pays! 
CALL OR WRITE. 


Left —High accuracy balancing 
of rotating parts, including 
unusuol off-center and coun- 
terweighted designs, can be 
handled rapidly and efficiently 
with the aid of this ingenious 
machine which utilizes strobo- 
scopic light to locate the un- 
balance, an electric meter to 
measure the amount of un- 
balance, and a drill, mounted 
integrally, to remove indicated 
amount of metal for desired 
balance — followed by imme- 
diate inspection—all com- 
pleted in a single handling. 


Below — Other examples of 
specialized equipment “at 
your service” ot FAIRFIELD. 


Gear Tooth Honing... 


Bolt Hole Honing... 


Products 
(Continued from page 104) 





all-steel construction with a plas- 
tic base coating or in stainless 
steel. Series 3200 Hydra-Glide 
water cooling towers are manu- 
factured by Mason Products, Inc., 
9 Crane Court, Woburn, Mass. 
Write No. 32 on Inquiry Card—Page 32 


New Tape for 
Use with Textiles 

The newly developed Permacel 
720 tape is designed as a slasher 
and warping tape for textile mills. 
Composed of specially treated 
flat kraft paper and a heat and 
stain resistant adhesive, tape can 
be used on cotton and synthetic 
fabrics and for a wide variety 
of other operations, such as seal- 
ing paper wrappings and holding 
down ends of cloth rolls. Mois- 
ture-resistant tape is unaffected 
by high humidity and has low 
degree of elongation, permitting 
its use on flexible goods without 
danger of wrinkling or pucker- 
ing. 
Write No. 33 on Inquiry Card—Page 32 


New Line of 
Beveled Orifice Unions 


FAIRFIELD 


MANUFACTURING CO. 
2321 S. Concord Rd. Lafayette, Indiana 
\) TELEPHONE: 2-7353 


hes” @ ~ 


A new line of beveled orifice 
unions of forged carbon is de- 
signed to join pipes and also to 
measure and control the flow of 
liquids or gases under pressure. 
For use in oil refineries, chemical 
plants, and other industries utiliz- 
ing pipeline networks, union has 
beveled orifice plate of stainless 
steel which makes installation 
easier and eliminates need for 
two gaskets. In all sizes from % 








Gears and Differentials 


Meade to Order for: 


TRACTORS * HEAVY DUTY TRUCKS © AGRICULTURAL MACHINERY * POWER SHOVELS AND CRANES 
MINING MACHINES * ROAD GRADERS © BUSES © STREET SWEEPERS © INDUSTRIAL LIFT TRUCKS 





For More Information Write No. 221 on inquiry Card—Page 32 
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in, through 2 in.; working pres- 
sures range from 3000 Ibs. at 100 To save time... 
degrees F to 925 Ibs. at 900 de- Every Tool B 

grees F. From Clayton Mark and y ox Needs 
Co., 1900 Dempster St., Evanston, a compact, easy-to-carry 
Ill. 


Write No. 34 on Inquiry Card—Page 32 


Heat Resistant Nylon 
Pressure Tubing 


Drop Head Threader Set 


Snap a die head in the ratchet ring 
. cut your thread! It’s as simple 

as that with a Rifatb drop head 

threader. Heads can’t fall out... 

dies reverse quickly for close-to- 

wall threading. Finest 

quality RiGaip long 

wearing dies. Bolt and 


conduit dies available. 


Call Your Supply House! 


Flexible nylon pressure tubing 
may now be had which can be 
used continuously in an oxidizing 
atmosphere at temperatures up to 
225 degrees F and intermittently 
in temperatures as high as 300 de- 
grees F. New tubing supplements 
manufacturer’s standard pressure 
tubing, Nylaflow, which is used 
for lubrication, hydraulic, pneu- 
matic, fuel, solvent and instru- 
mentation lines but is not recom- 
mended for continuous use above 
180 degrees F by the manufac- 
turer, the Polymer Corp., 2140 
Fairmont Ave., Reading, Pa. 

Write No. 35 on Inquiry Card—Page 32 


New Specialty Wrought 


Iron Developed 

A specialty wrought iron has 
been developed by the A. M. 
Byers Co. which is said to possess 
better impact and low tence | Hand Carrier Free With All Sets Except No. 12-R 
ture properties than most steels. Se Sh ee a ay ee 
Designated “Mn” wrought iron, = Exposed Ratchet Type 
new alloy is intended for use in Cate. For pipe: Ya" to 1’ —O0-R; Ye" to 1%" —111-R; 
petroleum, chemical, refrigera "a" to 2”°—12-R 
tion and other industries where For bolts: %"" to 1" —00-RB 
the possibility of brittle failure Enclosed Ratchet Type 
poses engineering problems. %"’ to 1" —O-R; %e"’ to 14" —11-R 
Available in tubular and fiat 
rolled forms at same price as 4-D 
wrought iron, “Mn” alloy has ex- 
cellent corrosion resistance, weld- 
ability and working properties. 
Write No. 36 on Inquiry Card—Page 32 
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MODERN FUNCTIONAL STYLING 


@ reads quickly and clearly under 
all lighting conditions! 


@ moves easily through 
narrower aisles! 


@ stays accurate and sensitive 
under roughest conditions! 


Designed for your most exacting 
requirements— built for years 
of heavy-duty use—this new 
Fairbanks-Morse Model 1124A 
Portable Platform Scale helps 
speed your operations through 
faster, more accurate weighing! 
Note the big; clear beam design 
that promotes quicker reading — 
the new square weights for easier 
handling! Check the new con- 
cealed wheels, the compact overall 
width—important for fast han- 


dling in congested areas. Notice 
the absence of check rods, to elim- 
inate binding. From top to bot- 
tom this is a handsome, durable 
scale designed to use—built to 
last—a worthy successor to the 
hundreds of thousands of famous 
Model 1124Scales proven through- 
out industry! Capacity 1000 
Ibs. Write Fairbanks, Morse -& 
Co., 600 South Michigan Avenue, 
Chicago 5, Illinois, for new Model 
1124A Catalog. 


See Sweet's Plant Engineering File for full line of F-M Scales. 


(}) FAIRBANKS-MORSE 


a@ name worth remembering when you want the BEST 





SCALES e PUMPS e DIESEL, DUAL FUEL AND GAS ENGINES e ELECTRIC MOTORS 
GENERATORS @ COMPRESSORS @ MAGNETOS @ HOME WATER SYSTEMS 
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More To Writing 
An Order 


(Continued from page 82) 


opinion is that commitment, and 
the commitment document, are so 
vital that they warrant a declara- 
tion of policy and statements of 
responsibility and procedure. 

We are touching here on a 
really important part of purchas- 
ing’s responsibility. Unfortunate- 
ly, it is not always recognized, 
or else it is treated as mere 
routine. Many written procedures 
barely cover the question of who 
is authorized to act, for either re- 
quisitioning or purchase. 

Does your purchasing proce- 
dure include rental and lease? 
Have you classified your pur- 
chased commodities and services 
by any method? And has your de- 
partment spelled-out the prob- 
lems of obtaining a “meeting of 
the minds” with the seller, and 
determined when problems in 
this area become “critical”? 
Someone must. 

As a part of his overall job the 
purchasing executive is responsi- 
ble for: 

(1) Establishing sound com- 
mitment policy and procedure; 

(2) Determination of the ele- 
ments of every “commitment” sit- 
uation; 

(3) Special actions under con- 
ditions judged to be “critical”. 

Forms: Every industrial pur- 
chasing department should have 
two different types of “Stand- 
ard Procurement Forms”: 


(1) Purchase Order 


One form, or several, but all de- 
signed to purchase materials, 
commodities, supplies, machinery, 
and parts. 

Usually these are “one party 
documents”, in that only the buy- 
er signs the purchase order (actu- 
ally an “offer” to buy) which is 
accepted by a signed acknowledg- 
ment from the seller. 


(2) Contract or Service Order 


One form, or several, but all 
designed to purchase: 
a) Services and/or construction 
Work by an independent con- 
tractor requiring labor to be per- 
formed on property of the buyer, 


PURCHASING 








or for him on property of a third 
party. It may also include mate- 
rials, equipment, or facilities sup- 
plied by the contractor; 
b) Rental or Lease 
Procurement of equipment or 


facilities for temporary use of yagssteg 


“buyer”, by rental or lease. 


Of course, in any one contract 
or service order all factors of pur- 
chase, rental, and lease may be 


combined. 


The reason for two types of ‘pial wound 


procurement forms may be due to 
varying requirements of format, t 

but essentially a need for differ- con ainers 
ent printed terms and conditions. 


Commonly, terms and conditions “create a new 


are considered as the unneces- i 
sarily complicated products of the {| f 
wee ieamtnat. ("On reads Se Ing orce! 
all that fine print on the back of 
the order anyway?” is a question 
we all have heard). But these 
terms and conditions are impor- 
tant to you. If the order is signifi- 
cant, the seller will think so too. 
Lawyers provide the specific 
requirements for your forms. 
However, whatever they say fits 
into five basic classifications that 
you as a P.A. should recognize: 


A. Basis of Agreement 


(1) Definitions: Meaning of 
language, such as “material” to 
represent materials, supplies, ma- 
chinery, and parts. 

(2) Entirety: Declaration of 
document as being entire agree- 
ment between the parties. 

(3) Modifications: Rights and 
limitations of both parties for in- , 
curring future changes to the a ™ These new C-THRU containers are designed 
agreement, including revision in m \. to make products that “sell themselves”... 
scope, termination, and/or assign- f de \ SELL BETTER! Excitingly different, they 
ment to others. 4 ' create an obvious, competitive advantage to 

merchandise that ranges from toys to talcum. 


B. Perf ll 
wamanee ty See 3S DIAMETERS: from %”. LENGTHS: as 
(1) Accomplishment: Specific required. SPIRAL BANDS: transparent or 


So KIND TO FINGERS * ° ° ° ° 
and cataloged statements of how - this perfected iM popular colors with or without printing. 


the seller (or lessor) should ac- plastic closure features (CLOSURES & PLUGS: wide range of types 
: “ * a precision spout... : 4 ' ‘ ips ™ ; 

complish the supply of “mate smoothly dials and and sizes in plastic and metal. 

rial” and/or performance of work locks in 4 positions. 

within specifications and price of Available in colors. Write for our Packaging Brochure showing full line 


the agreement. 


(2) Guarantee: Manner in | THE CLEVELAND CONTAINER CO. 


which seller assures his accomp- 
Rheesed Shin wow inckede wer- 6201 BARBERTON AVE., CLEVELAND 2, OHIO 
soniien ond eventees All-Fibre Cans « Combination Metal and Paper Cans « Spirally Wound Tubes and Cores For All Purposes 
anc gu : CLEVELAND CONTAINER CANADA, LID. 
(3) Liability: In the event of Plants and Sales Office TORONTO AND PRESCOTT, ONT. Sales Office: MONTREAL 


defects or failure in what is PLANTS & SALES OFFICES: Cleveland « Detroit * Chicago « Memphis « Los Angeles « Plymouth, Wis. « 
Jamesburg, N.J. * Fair Lawn, N J. « SALES OFFICES: New York City « Washington, D.C. « Rochester, N.Y. 
(Please turn to page 110) * West Hartford, Conn. * Abrasive Division at Cleveland 


For More Information Write No. 224 on Inquiry Card—Page 32 
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There’s a BIG difference in floor absorbents 


MAKE THIS DISCOVERY! 


RIGHT IN YOUR OWN OFFICE you can test the difference of 
Eagle-Picher Industrial Floor-Dry with whatever oil absor- 
bent you're now using. You'll discover it actually absorbs 
as much as 100% or more liquid per pound than other floor 
drying materials. 

YOU'LL ALSO PROVE that Eagle-Picher Floor-Dry retains 
its skid-proof granular mineral form even when saturated. 
It doesn’t mud or pack. Light in weight, it spreads easier 
and covers a large, area. Non-combustible, it has no chem- 
ical reaction. And possessing unusual reflective power, Floor- 
Dry makes working conditions bright and pleasant, as well 
as safe! 


Since 1843 x 


WRITE TODAY. Our Eagle-Picher rep- 
resentative will bring the portable 
laboratory to your office where 
you may make this test yourself. 
The Eagle-Picher Company 
Dept. P720, Cincinnati 1, Ohio. 
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More To Writing 
An Order 


(Continued from page 109) 


guaranteed (as determined by 
buyer?), action which seller or 
lessor shall take to replace and/or 
repair, without charge to buyer 
or lessee. (Involves also, questions 
of time, notification, place of re- 
pair, and payment of transporta- 
tion charges.) 


C. Protection of Buyer 


(1) Rights: Assurance and pro- 
tection of buyer’s rights: 

a) Right to inspect, evaluate, 
and determine accomplishments 
of seller or lessor by inspection. 

b) Right to acquire legal title 
(at specific-plan and time); 

c) Right to retain ownership, 
possession, and exclusive use of 
designs and tools supplied to 
seller by buyer. 

(2) Loss: Defense and indem- 
nity of buyer by seller, at seller’s 
expense, against claim, suit, lia- 
bility, or loss (including legal 
fees and expenses), as the alleged 
or actual, direct or consequential, 
result of failure in “seller’s ac- 
complishment” in “material” sup- 
plied and/or work performed. 


D. Price 


(1) Elements that bear on the 
cost to buyer for seller’s perform- 
ance, including: 

a) Price determination, fixed 
unit and/or total net price, or 
variable price plus the method 
by which total net cost to buyer 
finally shall be determined. 

b) Time and cost records, if 
any, which seller shall keep as a 
basis for final price determina- 
tion. 

c) Terms of payment, and ven- 
dor documentation on which it 
shall be based. 


E. Time 


(1) Usually, “Time is of the 
essence”, relating to shipment, de- 
livery, or performance of seller. 

In every instance your objec- 
tive is a mutually satisfactory 
agreement of purchase or lease 
with the seller. Based on the fore- 
going ideas, the rules and the 
tools are simple. 

For More Information Write No. 226 
on Inquiry Card—Page 32> 
PURCHASING 





beauty is stainless steel 


Look for the beauty of Stainless Steel on your new automobile. 
Its bright finish will make your car look better, stay in style longer 
and have a higher trade-in value. 


No other metal offers the freedom of design and fabrication, 
economy of care and the durable beauty that serves and 
sells like Stainless Steel. 


McLOUTH STEEL CORPORATION, Detroit 17, Michigan 











specify 
McLOUTH STAINLESS STEEL 


HIGH QUALITY SHEET D STRIP 


for automobiles 
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Fast Service Requires 


An Intercom System 


Purchasing Agent Abe Eisenberg, Sealy Mattress Co. has a private inter- 
com system at his fingertips. The intercom has helped purchasing speed up 
its internal communications and has also resulted in faster deliveries. 


A LEADING manufacturer of 
mattresses and bed ensembles for 
78 years, the Sealy Company at- 
tributes much of its success to 
industrial knowhow in producing 
high quality products. 

Another reason for Sealy’s suc- 
cess is the ability to provide on- 
the-spot customer service. This 
feature is extremely important in 
the New York City area. The 
combination sales office and plant 
located there is a regional opera- 
tion competing in a small, but ex- 
tremely concentrated market. 

Each of the 2500 customers, 
ranging from large department 
stores to one-man operations, has 
his own peculiar problems. Rush 
requests of order additions or 
cancellations, special units, and 
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advance shipment dates require 
maximum and instantaneous co- 
ordination of all departments. 

Sealy found that the only way 
to achieve this coordination was 
the development of an effective, 
independent internal communica- 
tions system. 

About a year and a half ago, 
Sealy decided to expand the office 
and plant facilities by 50%. Be- 
fore expanding the old intercom 
system, however, management de- 
cided to conduct a communica- 
tions survey. 

The survey revealed that ap- 
proximately 350 incoming calls a 
day required internal action from 
nine different company depart- 
ments. In most cases each depart- 
ment in expediting a customer 


request would have to check out 
certain other company operations 
with other departments. 

On the basis of these and other 
findings, it was decided that the 
old voice box system was not 
suitable, and that a new intercom 
system should be purchased. 


After investigating the different 
types of intercom systems avail- 
able and, aside from basic cost, 
evaluating each in terms of per- 
formance, installation costs and 
flexibility, an order was placed 
for Tele-Norm PAX automatic 
dial telephones. 


Purchased from and installed 
by the Tele-Norm Corporation of 
New York City it consists of 
an automatic switchboard which 
services 27 dial telephones. 

The new system has met Sealy’s 
needs in this way: By use of the 
second phone, any member of one 
department is now immediately 
connected with any employee of 
any other department, since the 
system is all-master and one 
phone can dial any other. 

Each call is absolutely pri- 
vate. When one person dials an- 
other, upon connection a special 
switchboard device automatically 
“locks” the circuit, preventing 
any intentional or accidental 
eavesdropping on the conversa- 
tion. Elimination of an operator 
further ensures privacy. 

Since each telephone is con- 
nected to the master automatic 
switchboard by only a single pair 
of wires, it was inexpensive to 
install. With installation of the 
new telephone intercom system, 
Sealy reorganized departmental 
procedures to conform with the 
efficient advantages offered by it. 

A special feature of the inter- 
com permits it to be integrated 
with the public address system. 
If one party calls another and the 
latter is away from his desk, the 
calling party simply dials a spe- 
cial number which automatically 
connects his intercom telephone 
to the public address amplifier. 

The telephone then functions as 
a microphone which pages the 
desired party. 

For More Information Write No, 227 
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ACCO BINDS PAPERS IN SECONDS 


ACCOGRIP® holds together business or personal papers, work sheets, photos, artwork. No marring. You insert or remove sheets instantly. 


ONE FINGER DOES IT! 


e press to open e press to close 


SURE GRIP. Test it yourself! Accogrip has or Accogrip? 
1%" capacity — yet holds even one sheet Ideal for reports, letters, records, blue- 
securely. Contents stay put until you prints, catalogs, photos, sheet music. 
release spring-action grip. Keeps material on hand, intact, in order. 


NEW! Revolutionary mechanism. Closed- 
back design. Genuine pressboard cover — 
firm, flexible, long-lasting. Red, black, 
grey, green or blue. Letter or legal size. 


50 YEARS of leadership in binder design and filing systems 
precede Accogrip. Now at office outfitters everywhere. Or write: 


ACCO PRODUCTS, Division of Natser Corporation; Ogdensburg, N. Y. P 
In Canada: Acco Canadian Co., Ltd., Toronto. 


ACCO PUNCHLESS BINDER 


£2) TM pending 
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“It just wasn't my day... 
(until I spotted the NU-KOTE!)” 


"Then things just hummed along! I said goodbye to hard 
to read, messy carbon copies and hello to NU-KOTE, the 
original plastic—base carbon paper." Try NU-KOTE for 
money—Saving, 3 to 1 durability over ordinary carbons. 


It's the one-weight, 


one-—finish carbon for almost any 


copy job. Send for your free sample of NU-KOTE today. 
Clip the coupon below. 


Buy where you 
see this sign 


{J 
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NU-KOTE 


CARBON PAPER 


FREE SAMPLE! For a free sample of NU-KOTE 
just mail this coupon attached to your company 
letterhead. 


Dealer Sales Dept. 
Burroughs Corporation, Detroit 32, Michigan 


Name_ 
Firm 
Address 
City _______Zone___ State 


In Canada write Acme Carbon & Ribbon Company, Limited, 
Toronto 13, Ontario 
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The Univac Solid-State Docu- 
ment Printer, an electronic print- 
ing unit to compute, edit, punch, 
print on both sides and segregate 
any standard  tabulating-sized 
documents in a single operation 
was announced recently by the 
Remington Rand Division of 
Sperry Rand Corp. The new 
printer is designed to eliminate 
manual and peripheral machine 
operations otherwise necessary to 
complete large-scale computer 
processing. 

Write No. 37 on Inquiry Card—Page 32 


The Burroughs Manufacturing 
Co., 3002 N. Burdick St., Kalama- 
zoo, Mich. has published a color- 
ful, 24-page illustrated price list 
of its entire line of metal office 
furniture which comprises book- 
cases, cabinets, library shelving, 
wrap racks and check racks. 

Write No. 38 on Inquiry Card—Page 32 
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Desk name plates that you can 
make yourself have been devel- 
oped by A. C. Davenport & Son, 
Inc., 311 North Desplaines Street, 
Chicago 6, Ill. Made in walnut, 
mahogany, blond and oak finish- 
es the name plates are ten inches 
wide and two inches high. The 
lettering side is covered in black. 
red, green, maroon, blue or gray 
felt. After the letters are in place, 
the surface is covered with a clear 
lucite panel. 
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Office efficiency does go up when every desk has its 
own Bostitch stapler. 


That’s because—first of all—we make a variety of 
staplers to fit all kinds of office fastening jobs. There’s 
the portable Bostitch Traveler for supervisors and 
others who fasten papers in various locations; the 
B12-Standard—fastens paperwork temporarily or per- 
manently. And our B8R, the only stapler with an 
attached staple remover. We make other types, too. 


Fasten it better and faster with 


through the Bostitch Economy % 
Man's suggestion to get ‘em : 





@ee @&® @ 
eaee? "ee 
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He’s the P.A. who put ~s 


* 
® 


each a Bostitch stapler ? 


o 
= - 


Users like their dependable, non-jamming action. 
They staple with just a gentle press, and they double 
as tackers, too. 

Your Bostitch Economy Man can show you the 
full line. He’li explain the benefits of standardizing 
on Bostitch. 

Over 300 of these stapling experts work out of 
123 U.S. and Canadian cities. Look him up under 
“Bostitch” in the phone book and give him a call. 


BOSTITCH 


STAPLERS AND STAPLES 


727 BRIGGS DRIVE, EAST GREENWICH, RHODE ISLAND 
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MARKING 


METAL? 


Blaisdell markers 
do the trick 


CHINA-MARKER 


Unsurpassed for bold, bright 
marking on all surfaces. Strong 
and durable—adheres firmly—14 
vivid colors. 


OMNIMARK-Thinner diam- 


eter lead for fine line marking. 





DU-ALL 


MECHANICAL PENCIL 





Convenient propel-repel action. 
8 brilliant, all purpose leads with 
barrels to match. 


AT BETTER STATIONERS EVERYWHERE 


Test the marker that suits your needs. Send 
for sample naming this publication. 


hoisdell 





es PENCIL COMPANY 


BETHAYRES, PA. 


For More Information Write No. 230 
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An “on the road” office has 
been designed to meet the needs 
of traveling purchasing agents 
and other executives. Introduced 
by Wilson Jones Company, 209 S. 
Jefferson Street, Chicago 6, IIL, 
the portfolio simplifies corre- 
spondence and makes it possible 
for the writer to easily file a copy 
of all correspondence. It contains 
two types of forms. One is a three- 
part speed letter for use when a 
reply is required. The second is a 
speed message for use when no 
reply is necessary. The size of the 
portfolio permits it to fit into the 
smallest brief case and yet it is 
rigid enough for writing messages 
on a train, car or plane without 
additional support. 

Write No. 40 on Inquiry Card—Page 32 


A new nylon typewriter ribbon 
is described in a folder just pub- 
lished by Remington Rand. The 
ribbon is the result of combined 
research by the Remington Rand 
Laboratory of Advanced Research 
and Joseph Bancroft & Sons Co. 
It uses the new Ban-Lon “crimped 
weave” process to solve the prob- 
lem of making nylon more ab- 
sorbent during the factory ink- 
ing. 

Write No. 41 on Inquiry Card—Page 32 


A portable copying unit capa- 
ble of copying over 95% of the 


book material in any library was 
recently introduced by Eastman 
Kodak Company. The unit, de- 
signed as an accessory for other 
Verifax Copiers, makes exposure 
of books, magazine pages, or other 
documents up to a maximum of 
814” x 11” within 10 to 15 seconds. 
The exposed matrix paper is then 
activated to produce copies in 
any of the four Verifax Copiers 
now on the market. 

Write No. 42 on Inquiry Card—Page 32 


A new plastic protection meth- 
od that will guard important pa- 
pers was recently introduced. 
Called, Plain-Vu it can be used to 
preserve wall graphs and charts, 
keep price lists clean, preserve 
identification tags, etc. To protect 
an object, the document is placed 
between two sheets of clear lam- 
inated plastic; gentle pressure 
over the entire surface gives a 
clear plastic exhibit that never 
hardens, discolors or deteriorates. 
It is available from The Carr Cor- 
poration, 3407 Prospect Ave., 
Cleveland 15, Ohio. 

Write No. 43 on Inquiry Card—Page 32 


Fully automatic collating is 
offered in a new 50-station Roto- 
matic recently introduced by 
Thomas Collator Industries, Inc., 
100 Church St., New York City. 
An outstanding advantage of the 
new machine lies in the wide 
scope of work handled, simul- 
taneously or individually. Each of 
the collator’s 50 bins, or stations, 
has a capacity of 142”. Sheet size 
can range from 7” x 8” to 11” x 
14” in a variety of weights and 
finishes. If more than one sheet 
goes by, or if a sheet is skipped, 
the machine stops instantly. A 
warning light goes on indicating 
the type of error, and a pointer 
shows were the miss or double 
occurred. 
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Wired for savings... 


West Penn Power Company saves over *15,000 on correspondence 
...- Saves executive man-hours...with Edison Voicewriter 


‘*‘We’ve discovered that Edison Voice- 
writer machine dictation can be tailored 
to meet the varying requirements of each 
department in our organization,” says 
Mr. J. F. McQuillin, Director of General 
Services for West Penn Power Company, 
Greensburg, Pa. “‘In our marketing, fi- 
nancial, and personnel departments . . . 
as well as in our executive offices . . . we 
use both individual Voicewriters and 
phone dictation systems to turn out 
essential paper work more rapidly, more 
efficiently, at annual savings of over 
$15,000. Even more important, we find 
that key personnel save hours on cor- 
respondence . . . have added time for 
other important functions.” 

A Voicewriter tryout is easy—for any 
office, large or small! No need to 
start off with a large system. With the 
all-new Edison Voicewriter, doubling as 

BE OUR GUEST! 


The Business Equipment Exposition 
National Guard Armory - Washington, D.C. 
SEPTEMBER 23-24-25 


A product of Thomas A. Edison Industries. McGraw-Edison Company, West Orange, N. J 


a dictating instrument and a secretarial 
transcriber, any executive can quickly 
clean up correspondence at his desk, at 
home, or on the road . . . have ‘“*new” 
time for other work. 


Secretaries like the Voicewriter, 
too! Your voice comes through accur- 
ately, without interruptions, on the 
Voicewriter Diamond Disc. By getting 
correspondence out of the way faster, 
with less effort, your secretary will have 
more time for the interesting responsi- 
bilities of a real “Girl Friday.” 


You can rely on Edison! There's a 
Voicewriter system to meet the corres- 
pondence needs of every business and 
professional man. And every Voicewriter 
user benefits from Edison’s 70 years of 
experience in office correspondence. 





There’s an 
EDISON product for every 
dictating and recording need 
. . the individual Voicewriter, network 
systems using dial or Televoice phones, 
pocket-size battery-operated Midge- 
tape. For free demonstration, or litera- 
ture, write Dept. PM-720 below. 








Edison Voicewriter 


In Canada: 32 Front Street W., Toronto, Ontario 
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How 
about a 


new 
letterhead ? 





Perhaps it’s time for a fresh design 
and a bright new WESTON paper 


ON 
Ry 


\ <? vour © 
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Your printer, advertising agency or letterhead designer will 
gladly suggest a new design and a paper of appropriate quality 
from the complete family of Weston cotton fiber letterhead 
papers — including Old Hampshire Bond (Extra BETTER 
No. 1, 100%), Defiance Bond (100%), Win- 
chester Bond (50%), Weston Bond (25%) and 
Weston’s Hand Weave (25%). Write Dept. PN 
for samples. 


Better Papers are made with cotton fiber PAPERS 


BYRON WESTON COMPANY 
Daiton, Massachusetts 


Makers of Papers for Business Records Since 1863 


W ESTO N PAPERS 


Leading Makers of: LETTERHEAD PAPERS + POLICY PAPERS +» LEDGER PAPERS + INDEX BRISTOLS 
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A new, prepared tracing paper 
developed by the George Vincent 
Co., Clifton, New Jersey offers 
higher ghost resistance, and con- 
siderably stronger ability to with- 
stand normal drafting room han- 
dling. The paper resists moisture; 
can be dipped in water without 
showing any loss of quality when 
dried, and does not yellow with 
age. It is available in rolls 30”, 
36” and 42” wide. 

Write No. 45 on Inquiry Card—Page 32 


An inexpensive copy checking 
device, called Check-a-Line guide, 
is now being marketed by Kee 
Lox Manufacturing Co., 10 Kee 
Lox St., Rochester, N.Y. The 
guide stays parallel to copy be- 
cause it moves on rollers. Finger- 
tip touch on the axle which joins 
the rollers, controls movement of 
the guide, either up or down. 
Write No. 46 on Inquiry Card—Page 32 


A new series of Space-Saver 
Work Stations is described in a 
new brochure published by Rem- 
ington Rand Division of Sperry 
Rand Corp. Any convenient 
drawer arrangement is possible 
for keeping everything in its 
place, thus clearing tops for work 
space. Copies of the brochure 
(FF246) can be obtained upon 
request. 

Write No. 47 on Inquiry Card—Page 32 


A 10-page brochure describing 
the technical details of the new. 
Clary Corporation form printer is 
now available. The form printer, 
an extension of the parallel-entry 
data printer, has a paper trans- 
port mechanism which positions 
the pre-printed forms in accord- 
ance with a previously established 
printing format. 
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NEW! Time Saving Service for Buyers 


Conover-Mast 
Purchasing Directory 


raloh’ Mi laledieiet-+-3 
TELEPHONE 
NUMBERS! 


cP ) 


Progressive Purchasing and Engineering Executives now use 
the telephone in buying more than ever before. 


Therefore, CONOVER-MAST PURCHASING DIRECTORY has added 
telephone numbers of companies selling to industry. 


In one convenient book you find who makes it, where they are 
located, and now their telephone number. 


Conover-Mast 
Purchasing Directory 


205 E. 42nd Street © MUrray Hill 9-3250 © New York 17, N. ¥, 
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Be sure the rope you buy 1s_tape-marked 
COLUMBIAN GUARANTEED ROPE and carries 
the red, white and blue surface markings that 
guarantee you the finest rope produced today. 


MODEL 
AN 


THE LITTLE PORTABLE TOOL 


THAT NIBBLES AWAY AT 


BIG METAL 
CUTTING JOBS 


To penetrate stainless steel of 10 gauge, an impact pressure of 4218 
lbs. per sq. inch is required. The FENWAY Model AN 
NIBBLER shown does this with a wide range of safety . . . proof 
of its ruggedness and durability. 


This is just one in a line of five air powered or electric nibblers that 


cuts copper, brass, aluminum, 10 gauge steel, 8 gauge mild steel, 
corrugated sheeting, tough pitch or asbestos coated corrugated steel. 


Light weight (8-13 pounds); versatile, proved in critical operations, 


minimum maintenance required, unconditionally guaranteed. 
WRITE TODAY FOR FREE DEMONSTRATION 


FENWAY MACHINE CO.,INC., 


3107 N. Broad St., Phila. 32, Pa. 
For More Information Write No. 234 on Inquiry Card—Page 32 


AMEs 


Masters of 
Measurement 


For more than 50 years the reputation of Columbian 
—one of the world’s largest cordage manufacturers— 
has been based on tape-marked rope. Whether 
Manila, Nylon or Dacron,® the rope with the tape 
marking is your rope, for finest service, for longest life. 
Dacron is a trademarked DuPont polyester fiber. 
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PORTA-CHECK® 
A transistorized comparator 
for fast, accurate measure- 
ment to .00001”. 


To Cut Shipping Coste | 
CALL FOR Jet - Pak \ 
Cushioned - insula 


ted Bags 











For more than half a century, 
Ames measuring instruments 
have been regarded as the 
finest available. Wherever pre- 
cision is really important... 
you'll find Ames indicators, 
gauges, micrometers and com- 
parators on the job. 


For any small-parts shipping, you'll find Jet-pak 
the ideal container. Cushioned against transportation 
shocks, insulated against extremes of temperature. 
With its sturdy kraft lining and resilient padding, 
Jet-pak supplies positive protection from moisture. 
Youll profit by the low-cost shipping the “bag of 
100 uses” gives. 





One of four sizes; made 
to AGD specifications. 











é 


a 
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 COLUMBIAN | COLUMBIAN 
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Representatives in Principal Cities 


€ BC. AMES CO, 


31 Ames Street, Waltham 54, Mass. 
Canadian Office — B. C. Ames Co., 45 Oriole Parkway, Toronto 
MANUFACTURERS OF MICROMETER DIAL INDICATORS AND GAUGES 


Rope Company 
Auburn “The Cordage City,” N. Y. 





oes 
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Let Us Supply You With Drawn Aluminum Shells 


Alcoa’s Jobbing Division is already tooled up to supply 
drawn aluminum shells. They are available on quotation in 
various wall thicknesses and alloys, in heights up to 23 in., 
and with diameters up to 48 in. And this is where you can 
save important money on production and avoid expensive 
tool and die installations. When you turn the complete job 
over to Alcoa, it is started sooner and completed faster. 
You eliminate costly overtime and production headaches. 
And best of all, you can rely on Alcoa’s years of experience 
for quality work. 

FREE TO MANUFACTURERS: Descriptive booklet. In addi- 
tion to such “‘standard”’ items as drawn aluminum shells, 
Alcoa’s Jobbing Division has the world’s finest fabricating 
facilities for subcontracting to your order aluminum com- 
ponents for anything you make. A 16-page, free booklet 
describes how these facilities can save tooling costs, 
lighten your production load and generally cost you less 
than if you shouldered the whole job yourself. For your 
copy, write or mail the coupon. 


La ~ Your Guide to the Best in Aluminum Value 
Atcoa §&. ‘0 


For Exciting Drama Watch “Alcoa Theatre 
a“ ALUMINUA | 
— mee come. 7 


Alternate Mondays, NBC-TV, and 

‘Alcoa Presents,’’ Every Tuesday, ABC-TV 
ALUMINUM COMPANY OF AMERICA 
1868-G Alcoa Building, Pittsburgh 19, Pa. 


Please send my free copy of Alcoa A/uminum Fabricating Facilities. 





NAME TITLE 

COMPANY 

STREET ADDRESS 

CITY ZONE STATE 
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WORK GLOVES 
offer GREATER RESISTANCE 


to solvents and 
light oils 


Hood’s new Koroseal Flexigluvs* 
are made with an exclusive pre- 
mium quality PVC compound, — 
“Koroseal”, the most famous name 
in flexible vinyls. By actual test, the 
new Flexigluvs offer far greater resist- 
ance to solvents and light oils than or- 
dinary plastic gloves. Flexigluvs perform 
satisfactorily where other plastic gloves fail. 


The new bluecolor identifies this jersey-lined 
Koroseal work glove that combines excel- 
lent abrasion resistance, maximum flexi- 
bility at low temperatures, with unsur- 
passed protection against hundreds of 
alkalies, salts, solvents, oils, greases, 
soaps, detergents, dyestuffs, etc. Also, 
the new Flexigluv has no obnoxious odor. 
Blue Koroseal Flexigluvs are available in 
fuily-coated #K200—knit wrist; — #K201 

12” gauntlet; and #K202 1412” gauntlet. 


FOR FULL INFORMATION AND 
PERFORMANCE CHART WRIT 


Hood Industrial Gloves 
Watertown 72, Massachusetts 


KOROSEAL + NEOPRENE + RUBBER 


For More Information Write No. 237 on Inquiry Card—Page 32 
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Association News 





Scientific Purchasing 


Emphasized at Two-Day 


Carolinas-Virginia Meeting 


[ HE Carolinas-Virginia Pur- 
chasing Agents Association meets 
but four times a year. But its 
members probably get four times 
as much purchasing information 
as some other Associations get in 
twelve meetings a year. Each 
C-V meeting is a miniature na- 
tional convention. The summer 
meeting at Blowing Rock was no 
exception. 

On hand to handle a full day 
workshop was management con- 
sultant Louis J. DeRose of De- 
Rose & Associates, New York 
City. Mr. DeRose discussed “Fol- 
low-Up and Administration of 
Purchasing” and also summarized 
some of the ideas that he had 


Two days of workshop sessions on materials manage- 
ment, value analysis and economics will probably bring 
millions of dollars in savings to members’ companies. 


presented at previous meetings of 
the Association. Members agreed 
unanimously that DeRose (who 
is also editorial marketing con- 
sultant for PuRCHASING Magazine) 
is a very stimulating lecturer who 
presented a fine program. 

Banquet speaker was Dr. James 
L. Godfrey, dean of faculty, Uni- 
versity of North Carolina. Title 
of Dr. Godfrey’s talk was “Caveat 
Emptor.” Dr. Godfrey discussed 
the three key problems in our 
society: inflation, education, and 
Communism. 

The Saturday morning meeting 
started with a very stimulating 
discussion of value analysis. Five 
members demonstrated how they 


One of the first to officially register 
at Blowing Rock was the group’s 
highest ranking member: N.A.P.A. 
Vice President Paisley Boney. 


had successfully applied value 
analysis. Following this presenta- 
tion, Paul Farrell, editor, and 
Dean Ammer, executive editor, 
of PurRcHASING Magazine discussed 
“Economic Forecasting”. Then the 
problems of “Purchasing Policies 
Relating to External Relation- 
ships” were taken up. On the 
program were Jim Berry of Vick 
Chemical, Jack Holt of Erwin 
Mills, L. G. Ficker of American 
Enka, R. A. McCuiston of Thomas- 
ville Chair and Furman Pinson, 
Jr. of J. P. Stevens & Co. 
Finally, after being crammed 
full of purchasing for nearly two 
full days, the members treated 
themselves to a game of golf. 


Highlight of the two-day meeting was the Friday night 
banquet at which the featured speaker was Dr. James 
Godfrey of the University of North Carolina. 
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SPS RELIABILITY 


A dynamic standard of predictable performance 





RECOMMENDED SOCKET SET SCREW TIGHTENING TORQUES 
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Screw Size 


(in.-Ib.) Minimum 
Set Screw Set Screw Differential 
Unbrako B Cc % 





NN 


tf 
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ALLER REET 
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#4 
#5 
#6 
#8 


1 


5 3.9 3.5 28 
9 7.8 7.4 15 
9 7.8 7.4 15 
20 14,7 14.5 36 
33 26.5 25 25 
87 62 60 40 
122 32 
198 225 29 
309 350 23 
460 500 24 
1106 1060 11 
1540 1800 18 
3660 4600 9 
5025 6500 8 


290 
430 
620 
1225 
2125 
5000 
7000 

















High torque UNBRAKO socket sets are available as follows: Sizes, #0 through 1 in.; materials, 
alloy steel and 18-8 stainless steel; Types, plain cup point (microsizes and stainiess)—self- 
locking with knurled cup point (#4 through 1 in.)—self-locking with Nylok (plain cup point). 


High Torque UNBRAKO 


socket set screws 


seat tighter, up product reliability 


Holding power—a vital factor in the selection and application 
of a set screw—is the result of the seating force developed by 
tightening the screw. Invariably the tighter a screw is wrenched 
into place, the greater will be the holding power. Recommended 
seating torques for High Torque UNBRAKO socket set screws 
are up to 40% higher than those for ordinary socket set screws. 
And the cup point, knurled counterclockwise, resists their back- 
ing out under vibration. 


In addition to greater holding power, dimensional accuracy of 
length and OD, with consistent physical and mechanical prop- 
erties from lot to lot, makes high torque UNBRAKO socket 
screws ideal for automation. Major diameters are held strictly 
to Class 3A thread tolerance to permit automatic feeding with- 


out jam-up. Socket depth and size are highly uniform to permit 
the driver to engage the socket in a split second and drive the 
screw home with speed and precision. Threads are fully formed 
to Class 3A fit to make the whole screw stronger and provide 
accurate mating. Heat treatment, in atmosphere controlled 
furnaces, prevents decarburization and provides hardness 
and strength for long wear. 


High torque UNBRAKO socket set screws are stocked by author- 
ized SPS industrial distributors. Ask the one nearest you for 
complete details. Or write SPS—manufacturer of precision 
threaded industrial fasteners and allied products in many 
metals, including titanium. Unbrako Socket Screw Division, 
STANDARD PRESSED STEEL Co., Jenkintown 31, Pa. 


Jenkintown -« Pennsylvania 


Standard Pressed Steel Co. ¢ The Cleveland Cap Screw Co. e 

Columbia Steel Equipment Co. @ National Machine Products C 

e@ WNutt-Shel Co. @ SPS Western e Standco 
Unbrako Socket Screw Co., ltd 





Canada ltd. 
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--. big quality money saver 
-- good-will builder in the washroom 


Fort Howard Paper Company 


Green Bay, Wisconsin 


America’s most complete line of paper towels, tissues and napkins {er e _S— 


@Fort Howard Paper Company 





Association News 





P.A.’s Association Organized in San Antonio 


Tue Purchasing Agents Asso- 
ciation of San Antonio was or- 
ganized recently with the Hous- 
ton Association of Purchasing 
Agents serving as sponsoring or- 
ganization. 

Bryan Gouger, City Public 
Service Board was elected presi- 
dent of the new association fol 
lowing the approval of a con- 
stitution. 

Other officers include First Vice 
President A. R. Canapa, Amer- 
ican Lithium Chemicals, Inc.; 
Second Vice President Frith 
Arnold, Alamo Iron Works; Sec- 
retary B. C. Jackson, City Pub- 
lic Service Board; Treasurer 
Robert Mayfield, H. B. Sachry 
Company; and National Director 
H. L. Thulemeyer, Lone Star 
Brewing Co. 

The organizational group ac- 
cepted 45 qualified members 
screened from a list of 54 appli- 
cants. A nominating committee 
consisting of J. MacCord Watson, 
Jr., Albert Tripp, and a third 
member to be selected will make 
recommendations for five 
directors. 


local 


Officers for the newly organized San Antonio Purchasing Agents Associa- 
tion include (left to right): Secretary B. C. Jackson, First Vice President 
A. R. Canapa, President Bryan Gouger, Second Vice President Frith Ar- 
nold, National Director H. L. Thulmeyer, and Treasurer Robert Mayfield. 


Although the San Antonio As- 
sociation has not scheduled any 
regular meetings during the sum- 
mer, President Gouger expects 
to call a special meeting to com- 
plete the details of organization. 


Participating in the meeting 
with short talks about the Na- 
tional Association of Purchasing 
Agents were Fred Bradley, Rich- 
ard Brown, Frank Scott and Ben 
Newberry. 





Railroad P.A.’s Hold Annual Meeting 


AMONG FEATURED speakers at the annual meeting of the Purchases and Stores Division, American Association 
of Railroads in June were: (1. to r.) Dr. Heinz Luedicke, editor of the Journal of Commerce; Harold M. Berry, di- 
rector of Purchases, Rock Island Lines; Andrew M. Kennedy, vice-president, purchases and traffic, Westinghouse 
Electric Corp. Also on the program were Gordon Burt Affleck, president of the National Association of Purchas- 
ing Agents; Paul V. Farrell, editor, Purchasing Magazine; and F, C. Walters, data processing consultant. 
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for greater capacity 
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for longer life 


for more protection 


for lasting appearance 
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STEEL SHELVING 


strongest because... . 


... the shelves are constructed to increase structuras strength by cop- 
ing corners to fit around the closed uprights, which are of I-beam 
construction. Deluxe shelves are formed with a continuous flange, 
“box-lid type” design for greater stability. Reinforced shelves, a 
Deluxe exclusive, have factory-embedded steel bars returned on the 
end flanges, adding maximum rigidity 

The film strip shows some engineered features that contribute to the 
greater strength of Deluxe steel shelving. With patented boltless shelf 
brackets, it is fast to assemble, fast to rearrange. Call your local 
Deluxe dealer for details or write us for new Deluxe shelving cata- 
log No. 284. 


DELUXE METAL FURNITURE COMPANY ° WARREN 10, PENNA. 
A Division of The Royal Manufacturing Company 





ID 














DM-59.-01 
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Association News 





Editor Describes New 
Purchasing Advances 


Leonard Sloane, associate edi- 
tor of PurcHasInc Magazine, 
spoke at a recent seminar spon- 
sored by the Society for Advance- 
ment of Management at City Col- 
I-ge of New York. 


NEW ADVANCES 
IN 
MANAGEMENT 


Leonard Sloane, Purchasing Maga- 
zine 


The theme of the seminar was 
“New Advances in Management.” 
Mr. Sloane discussed the subject 
“New Advances in Purchasing.” 

Other speakers from the educa- 
tion and business world covered 
the areas of finance, trade, and 
marketing. 


Cleveland Assn. 
Elects New Officers 


The recent election meeting of 
the Purchasing Agents Associa- 
tion of Cleveland resulted in the 
following being returned to the 
board of trustees for the next two 
years: Ray Bosch, manager of 
purchasing and stores for the 
Tapco Group of Thompson- Ramo- 
Wooldridge, Cleveland; William 
H. Conant, purchasing agent, The 
Weldon Tool Co.; and J. Vincent 
Collins, Jr., purchasing agent, 
Freeway Washer & Stamping Co., 
Cleveland. 

Gerald J. Hagerty, head of pur- 
chasing at Clevite Ordnance and 
Clevite Research Center, Cleve- 
land, was the new member elected 
to the board. 

The new officers as elected from 
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the nine members of the board of 
trustees will take office immedi- 
ately after the close of the Na- 
tional Association of Purchasing 
Agents Convention in New York, 


June 17. 


a. 


Ray Bosch, Tapco Group of Thomp- 
son-Ramo-Wooldridge, Cleveland. 


Wm. H. Conant, The Weldon Tool 
Co., Cleveland. 


The new officers are: Ray 
Bosch, president; William H. 
Conant, first vice president; 
Stewart P. Brownell, staff analyst 
in purchasing at the Cleveland 
Electric Illuminating Co., Cleve- 
land, second vice president; and 
Paul P. Averill, purchasing agent 
at the Warner & Swasey Co., 
Cleveland, secretary-treasurer. 

Ray Bosch succeeds Chester D. 
Jones of the Diamond-Alkali Co.. 
Cleveland who was elected na- 
tional director for the next year. 
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FOR SPECIALTY WIRE 


fine enough for this oxygen filter 


one 


Prentiss alloy steel wire is 
woven into this tiny filter—fine 
enough to filter minute amounts 
of moisture from oxygen in an 
aircraft oxygen line. 


or tough enough to reinforce 
this pile-driver steam hose, 


Sturdy Prentiss steel wire is 
braided into the heavy-duty 
steam hose which transmits 
power to this pile driver. 


Prentiss has the wire know-how 


How often must you find a special 
grade of wire for a specialty use—a 
product that just can’t be made 
with a standard wire? 

These are the times when Prentiss 
should come especially to mind. 
For, while Prentiss excels in the 
standard grades of coppered, tinned, 
galvanized, and liquor-finished wire 
in many ferrous and non-ferrous 
metals, it’s in the wire specialties 
we can most dramatically serve you. 


Whether your application calls 
for the finest weaving wire or the 
strongest reinforcing wire—in reg- 
ular or unusual alloys—give the 
problem to Prentiss. 

Send for our Prentiss Wire Prod- 
ucts folder that proves our point. 
Address Prentiss Wire Mills, River- 
side-Alloy Metal Division, H. K. 
Porter Company, Inc., Holyoke, 
Massachusetts, or call JEfferson 
6-6481 in Holyoke. 


RIVERSIDE-ALLOY p ATER METAL DIVISION 


H. K. PORTER COMPANY, INC. 


PORTER SERVES INDUSTRY: with Rubber and Friction Products—THERMOID DIVISION: Electrical Equipment 

DELTA-STAR ELECTRIC DIVISION, NATIONAL ELECTRIC DIVISION; Copper and Alloys—RIVERSIDE-ALLOY METAL 

DIVISION; Refractories -REFRACTORIES DIVISION; Electric Furnace Steel—CONNORS STEEL DIVISION, VULCAN- KIDD 

STEEL DIVISION; Fabricated Products—DISSTON DIVISION, FORGE AND FITTINGS DIVISION, LESCHEN WIRE ROPE 

DIVISION, MOULDINGS, DIVISION, H. K. PORTER COMPANY de MEXICO, S. A.: and in Canada, Refractories, “Disston” 
Tools, “Federal” Wires and Cables, “Nepcoduct” Systems—H. K. PORTER COMPANY (CANADA) LTD 
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You get MORE 


for your money with 
WAVERLY 


Association News 





THE ALL- PURPO: 
FLOOR ABSORBENT 
iy 


UTAH ASSOCIATION OFFICERS—Clyde A. Theobold, (center) Vitro 
Uranium Co., new president of the Purchasing Agents Association of Utah 
receives congratulations from retiring president, Wendell L. Emmertson, 
Salt Lake Refining Co. Looking on are: (left to right) E. Thomas Lloyd, 
Beneficial Life Insurance Co., secretary; Charles B. Bartlett, Allen Steel Co., 
retiring national director; Glen S. Winegar, Salt Lake City Board of Edu- 
cation, vice president; and Alma C. Mauss, Utah Oil Refining Co., treasurer. 


WAVERLY PETROL 
PHIL ADE ee pabucTS CO. 


oo 


@ MORE COVERAGE-by ac- 
tual test, WAVERLY HI-DRI 
will cover up to 3314% more 
floor space than competitive 
products. 


e MORE ABSORPTION — HI- 
DRI is thirstier than ordinary 
absorbents. In every 50 Ib. bag, 
there are more than 37 million 
highly absorbent granules — to 
soak up oil and grease faster. 
@ MORE SAVINGS — because 
HI-DRI goes further and works 
harder than other products, you 
save up to one-third of your 
costs. 

e MORE SATISFACTION— 
and you can prove it! Test HI- 
DRI in your own plant. Call or 
write for a generous FREE 
sample. 














PETROLEUM PRODUCTS CO. DALLAS SCHOLARSHIP AWARD—The Purchasing Agents Association 


of Dallas recently presented a $500 scholarship to a student at Southern 
3018 Market Street Methodist University. Pictured above at the presentation ceremony are: 
iladelphia 4, Pa | (left to right) Ben Brown, chairman of the Professional Development com- 
Philadelphia 4, Fa. mittee; Dr. Alton W. Baker, chairman of department of management, 
S.M.U.; Gene Golden, the winner; and Paul Talley, president of the Dallas 
For More Information Write No. 242 | Association. 
on Inquiry Card—Page 32 
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MINIMUM O.D.! 
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NARROW WIDTH! 


MPACT! 


MAXIMUM BORE SIZE! 


Hoover announces 3L00 extra light bearings 


Now, America’s quality bearings come in com- 
pact proportions designed to save space! Hoover’s 
new 3L00 series extra light ball bearings provide 
the solution to bearing problems calling for maxi- 
mum bore size and minimum housing area. They 
have outer diameter and width dimensions that 
are substantially smaller than those of standard 
light, medium or heavy series bearings of equal 
bore size. 

Hoover 3L00 extra light ball bearings are 
available in a wide range of popular sizes in open, 
shielded and sealed types, including lubricated- 
for-life bearings with Hoover-developed contact 
seals of TEFLON. For complete information, return 
the coupon below. 


[POOuer 


BALL AND BEARING COMPANY 
5400 South State Road, Ann Arbor, Michigan 
Sales Offices and 2020 South Figueroa, Los Angeles 7, California 
Warehouses: 290 Lodi Street, Hackensack, New Jersey 


—— Se we we wn ne esd 


Hoover quality is outstanding! 

Micro-Velvet balls are made of 
selected high-carbon chrome alloysteel, 
uniformly hardened, and finished so 
perfectly that roundness and diameter 
are accurate within millionths ofaninch. 

Hoover Honed raceways, on both 
inner and outer rings, are super-smooth, 
superbly finished. Precision matching 
of ball complements and raceways 
assures hushed quietness, long life, 
superior Hoover performance. 
Micro- Velvet and Hoover Honed are Hoover trademarks. 
TEFLON isa DuPont trademark for its fluorocarbon resins, 


ing Compony 
5400 South State Road, Ann Arbor, Michigan 


Please send new Bulletin 108, which describes Hoover 
3100 extra light bearings. 


I 
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it's Jewel Bright 
takes tough twists without 


FLAKING, POWDERING, or PEELING // 


' FNS 


CONTINENTAL® 


A PATENTED GALVANIZING PROCESS 


CHAIN QUALITY WIRE 


The Zinc Coated Wire with the Plated Look 

Brytite Wire is so shiny bright and satin smooth that elec- 
troplating and special finishing operations are not needed 
—a valuable saving _in labor and materials! The coating 
is so tight that it withstands severe deformation of the 
base metal—takes hard turns and twists without flaking, 
powdering, or peeling. 





in Many Sizes, Finishes, Tempers and Analyses 
Specify BRYTITE in Satin Finish, Unwiped, or redrawn 
(in certain sizes) ... in various tempers and analyses in low 
carbon and medium low carbon steels... for quality ° 
weldiess or twisted wire chain, or wherever long-lasting 
brightness is desired. Special shapes, too. 








Free Manual of Continental Manufacturers’ 
Wire. Contains details of BRYTITE and other 
types of Continental Wire. Write for copy. 


Fine Finishes in Manufacturers’ Wire 


CONTINENTAL STEEL 


CORPORATION—KOKOMO, INDIANA 


PRODUCERS OF: Manufacturers’ Wire in many: sizes,’ tempers and finishes, 
including Galvanized, KOKOTE, Flame Sealed, Coppered, Tinned, BRYTITE, 
Annealed, Liquor-Finished, Bright, and Special, Shaped Wire. Also Reinforcing 
and Galvanized Fabric, Nails, Continental Chain Link Fence,:and other products. 
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Book Reviews 





Organization and Control 
of the Smaller Enterprise 


By Douglas C. Basil 
University of Minnesota Press $2.50 


Most purchasing agents work for 
smaller businesses. They should 
be interested in studying this new 
book in detail. All too many books 
on business organization deal only 
with the problems of the great 
corporation. Although manage- 
ment principles are the same in 
both the big and small compa- 
nies, an executive in a smaller firm 
can get more out of a book that is 
specifically tailored to his needs. 
Although only 81 pages in length, 
this book is worthwhile for every 
P. A. in small and medium sized 
companies. The bibliography and 
supplementary references are ex- 
tremely comprehensive guides to 
future reading in management. 


Evaluating and Using 
Business Indicators 


American Management 
Association $3.75 
($2.50 to members) 
Today—more than ever—pur- 
chasing executives must have pre- 
cise information on economic 
trends and prospects. Carefully 
selected and correlated with com- 
pany operations, business indi- 
cators can be valuable yardsticks 
of present and future economic 
activity. 

In this AMA publication, top 
executives report on the use, po- 
tentialities, and limitations of 
these business indicators. The 
behavior of business indicators, 
particularly in a period of eco- 
nomic recovery, is discussed by 
the associate director of research 
of the National Bureau of Eco- 
nomic Research. Financial spe- 
cialists consider the impact of 
foreign developments on the na- 
tional economy, the role of con- 
sumer credit in the national econ- 
omy, and similar trends and pros- 
pects. The business outlook for 
the next decade as revealed by 
current indicators is also sur- 
veyed. 
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Engelhard Opens New 
Research Laboratory 


A multi-million dollar research 
laboratory in Newark, N. J., has 
been opened by Engelhard In- 
dustries, Inc. 

The 30,000-square-foot labora- 
tory will house most of the com- 
pany’s chemical and metallurgical 
research and development facili- 
ties. Engelhard is a refiner and 
fabricator of platinum metals, 
gold, and silver. 

Eighty scientists and_ tech- 
nicians are working in the new 
laboratory. Among the projects 
under study there are the proper- 
ties of platinum metals and their 
alloys, the effect of platinum 
metal catalysts on organic com- 
pounds, and the use of platinum 
metals in petroleum chemistry. 


News 


Booklet Describes 
Lubrication System 


“A Report To Management,” 
detailing how modern lubrication 
methods can reduce operating 
costs and improve production, has 
been published by Lincoln En- 
gineering Company, St. Louis, 
Mo. 

The report explains the disad- 
vantages of obsolete methods of 
lubrication for modern machin- 
ery. It describes the benefits of 
modern centralized power lubri- 
cation systems, including (1) au- 
tomatic controlled application of 
lubricants while machines are op- 
erating, (2) interchangeability of 
machine units without changing 
the lubrication system, (3) main- 
taining a constant film of pure 
lubricant on bearing surfaces, 
(4) increasing machine output to 
a uniform maximum, and (5) 
providing a system sealed from 

(Please turn to page 134) 
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SOLID POWER 


of a Remington drill 


Chips fly when Remington power tools bite into steel. They’re tough to wear 
Out, too, because of the solid way Remington builds them. Remington manu- 
factures a broad and versatile line. In drills alone, choose from 21 electric- 
powered or 11 air-powered models, Each is serviced for parts or repairs from 
a nationwide network of Remington Service Stations. It makes sense any way 
you look at it to specify Remington for all your portable power tool needs, 
Mail coupon for free descriptive catalogs—there’s no obligation, 


Remington 


Remington Arms Company, Inc., Bridgeport 2, Conn 
1N CANADA: Remington Arms of Canada Limited, 
36 Queen Elizabeth Bivd., Toronto, Ont 


saeeeennenns FREE POWER TOOL CATALOGS ccecececescaus 
PU-7 


CHOOSE THE POWER MOST 
EFFICIENT FOR YOU. REMINGTON 
POWER TOOLS ARE AVAILABLE IN 
AIR - ELECTRIC - GASOLINE 
AND POWDER ACTUATED 

MODELS 


Remington Arms Company, Inc., Bridgeport 2, Conn. 
Please send—without obligation—catalogs on Remington Contractor & Industrial Tools checked below: 


C) Electric Tools © Alr Toots () Flexible Shaft Machines () Concrete Vibrators ©) Chain Saws Stud Drivers 


Name_ = = __ Position 





Company 





Address_ 





City Zone State 
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ELECTRICAL CONTRACTOR: & 


Electrical Protection goes MODERN 


with BUSS Fuses 
in the Hoover Tool & Die Co., Centerline, Mich. 


This new industrial plant on the outskirts of 
Detroit illustrates that the modern trend in 
electrical protection is to fuses. The main switch 
gear is a 1600 ampere pressure switch protected 
by BUSS Hi-Cap fuses. The distribution panels, 
both power and light, are equipped with FUSE- 
TRON dual-element fuses. 


This plant will have many operating advan- 
tages because fuses are installed. For instance: 


Future expansion without sacrificing 
safe protection. 


Provisions were made to install a second 1600 
ampere pressure switch when needed. This addi- 
tional capacity and any increase in available 
fault current can safely be handled by BUSS 
Hi-Cap and FUSETRON dual-element fuses. 


The interrupting rating of BUSS Hi-Cap fuses 
is 200,000 amperes rms symmetrical — and for 
FUSETRON fuses it is 100,000 rms symmetrical. 


ANOTHER BUSS HI-CAP AND FUSETRON FUSE INSTALLATION 





Through the year’s savings result from the 
greater dependability of fuses. 


Unlike mechanically operated devices, a fuse 
has no hinges, pivots or contacts to stick or get 
out of order. Dust, fumes, corrosion or age cannot 
increase a fuse’s capacity or lengthen its blowing 
time. 


After years of service, a fuse will give the same 
safe, dependable protection if called upon to open 
as it would have given on the day it was installed. 


The dependability of BUSS Hi-Cap and FUSE- 
TRON fuses helps to reduce costs — by pre- 
venting damage and loss due to electrical faults 


Main Power Panels — 
BUSS Hi-Cap and FUSETRON Fuses 


— by being maintenance free — by requiring no 
periodic inspections — and by eliminating shut- 
downs caused by needless outages. 


Is it any wonder then that “ELECTRICAL 
PROTECTION IS GOING MODERN WITH 
FUSES”? No other type of protective device can 
match the combined high-interrupting capacity, 
dependability and maintenance-free features of 
fuses. 


For more information 


On BUSS Hi-Cap fuses . 


On FUSETRON 
dual-element fuses .... Write for bulletin FIS 


. .« Write for bulletin HCS 


‘BUSSMANN MFG. DIVISION, McGrow-EdisonCo. ST. LOUIS 7, MO. 
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Now ..cleaning is a breeze! 








. . the revolutionary new cooler that is 
mounted on the wall, off the floor 


Now, for the first time the Halsey Taylor Wall-Mount brings you a cooler without 
cleaning or maintenance problems. Since it’s mounted on the wall there are no 
corners or crevices to catch the dirt. And because all plumbing connections are 
within the cooler, the usual dirt-traps behind the cooler are eliminated. 

Stainless steel top is contoured for easy cleaning; wall face splash is an integral 
part of the top. Available in 3 sizes, 6, 11 and 16 gallons. 


Write at once for full information 


The Halsey W. Taylor Co., Warren, Ohio. 
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At P-I-E...Where People 
Spell the Difference! 


Meet Carol Mangelsdorf—P-I-E—St. Louis... 
The Girl Who Thinks of YOU! 


There’s a girl like Carol in every P-I-E office...a girl who thinks 
of you and your time as she speeds your call to the man best able 
to answer your questions. 


Whether you ship a truckload across the country or a single 
carton up state—you'll find every P-I-E employee has this 
same friendly interest and determination to deliver the 

goods...in good shape...in good time! 


PACIFIC INTERMOUNTAIN EXPRESS 


TERMINALS G OFFICES IN PRINCIPAL CITIES. GENERAL OFFICES P-I-E 
BLDG., 14TH G CLAY STREETS, P.O. BOX 958, OAKLAND 4, CALIFORNIA 


PelIeE Delivers the Goods...in good shape...in good time! 
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News 
(Continued from page 131) 


source to all bearing points. 

In converting to modern lubri- 
cation, lubricants, grease fittings, 
and type of application device are 
standardized, the booklet points 
out. Then a centralized, auto- 
matic system can be installed. 

Among the industries that have 
taken advantage of this type of 
system, according to Lincoln, are 
metal working, textile manufac- 
turing and paper. 


GE Seeking Oldest 


Operating Transformer 


General Electric Company is 
sponsoring a contest to find its 
oldest operating dry-type general 
purpose transformer. 

The company’s specialty trans- 
former department is offering a 
new QHT transformer of com- 
parable rating to the winner. The 
unit being sought must have been 
made in its Fort Wayne, Ind. 
plant and in continual service to 
last February 1. All entries must 
be currently operating and have 
over 20 years service. 

The contest will close on Au- 
gust 28. Purchasing agents can 
enter through any GE apparatus 
sales office or distributor. 


Martin Company Wins 
°38 Miniaturization Award 


The nuclear division of Martin 
Company, Baltimore, Md., won 
the 1958 Miniaturization Award 
for development of SNAP-III, the 
five-pound atomic generator. 

Ten other firms and individuals 
were awarded Certificates of Ex- 
cellence for substantial contribu- 
tions to the concept of miniaturiza- 
tion. They included a college stu- 
dent who built a matchbox-size 
four-channel tape recorder, a 
Swedish watch firm that con- 
structed the smallest crystal clock 
in the world, and a scientist who 
developed a radio transmitter 
housed in a capsule for medical 
diagnosis. 

The Miniaturization Award, 
established in 1957, annually rec- 
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ognizes advances in the art and 
science of miniaturization. The 
program is sponsored by Minia- 
ture Precision Bearings, Inc., of 
Keene, New Hampshire. 


Entries for the Award are 
judged by a committee composed 
of representatives from business 
magazines, the government, the 
armed forces, education, and in- 
dustry. In making the presenta- 
tion, Horace D. Gilbert, chair- 
man of the awards committee said 
of the winning entry: 

“This development heralds a re- 
markable break-through in the 
field of miniaturization. The 
awards committee feels that it is 
a significant step toward harness- 
ing nuclear power for peaceful 
purposes.” 


Compact Generation 


SNAP-III will produce elec- 
tricity during its lifetime equal to 
that furnished by nickel-cadmium 
batteries weighing almost 300 
times as much. It is the first device 
to combine a radioisotopic heat 
source with a highly efficient 
thermoelectric conversion system 
on anything more than a labora- 
tory scale. As such, it opens new 
horizons in the field of compact 
power generation. 

The generator was developed 
under the auspices of the Atomic 
Energy Commission. Martin’s 
principal sub-contractor for the 
development of the thermoelectric 
conversion system was the Min- 
nesota Mining and Manufacturing 
Company, 

(Please turn to page 136) 


Juty 20, 1959 





Eliminate Your 
Down Time 
Worries... 


Helical Speed Reducers 


Single - 


Extra rugged construction, 
simplicity of design are 
your assurance of consistent 
day-in-day-out trouble-free 
operation and exceptionally 
long service life. Here’s why: 


First —The helix gears are generated 
by H&S at the most efficient helix 
angle to insure smooth operation . . . 
several teeth are always in contact. 
Second—Heavy-duty housings, extra 
bearing capacity and oversize shafts 
guarantee ample reserve stamina for 
the most exacting demands. 
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Third—Bearings and gears are effi- 
ciently splash lubricated, and dust 
and oil-proof seals on extending 
shafts keep out trouble—keep in 
lubricant. 


Overall design conforms to AGMA 
specifications 


For more detailed specifications, 
wide size and capacity range of 
H&S Speed Reducers (Helical, 
Herringbone, Worm Gear and 
combinations) write for Catalog 


No. 55. 





THE 


HORSBURGH & SCOTT 


co. 





am ’ GEARS AND SPEED REDUCERS 
| 5112 Hamilton Avenue « Cleveland 14, Ohio 


For More Information Write No. 249 on Inquiry Card—Page 32 











MORE 
GLOVE! 


Photomicrograph of a 
cross section of a typical 
North PVC glove. Notice 
the extra-thick coating. 
That's where the wear is! 


That's why North PVC gloves 


by Jomac give longer 
service... better protection! 


When you compare gloves, remember this: we use a special light- 
weight knitted liner and extra coating. Some manufacturers use 
heavy canton flannel liners and /ess coating. Although total weights 
may be the same, you get a better value with North PVC gloves, 
because you’re paying for gloves . . . not liners! The wear, after all, 
is in the coating. 

And that isn’t all! We offer a better selection of sizes . . . and that 
means greater comfort, greater dexterity, greater productivity for 
every worker on every job. 


FREE OFFER! on your business letterhead, send us complete details of 
your working conditions, and we will send you a sample pair. Do it today! 


JOMAC 


INDUSTRIAL GLOVES 
Jomac Incorporated, Dept. F, Philadelphia 38, Pa. 


Plants in Philadelphia, Pa., and Warsaw, Ind. 
In Canada: Safety Supply Company, Toronto 
In Europe: North-Jomac Ltd., Londen, W1 


For More Information Write No. 250 on Inquiry Card—Page 32 





News 
(Continued from page 135) 


The ten nominees who won Cer- 
tificates of Excellence for their 
contribution to the field of minia- 
turization are: 

V. K. Zworykin, honorary vice- 
president of Radio Corporation of 
America, for developing, under 
the auspices of the Rockefeller 
Institute, a capsule-sized radio 
pill for use in medical diagnosis. 
R.C.A. and the New York Vet- 
erans Administration Hospital 
helped develop and test the de- 
vice. 

Elgin Micronics, division of 
Elgin National Watch Company, 
for development of micro-minia- 
ture synchronous motor and gear 
train for use in an elapsed time 
indicator. 

Robert W. Yancey, for work 
performed at the Diamond Ord- 
nance Fuze Laboratories, on a 
sub-miniature telemeter. 

Peter J. Pijoan and John Buck- 
ley, Westinghouse Electric Cor- 
poration’s air arm division, for 
significant contribution to the de- 
velopment of a miniature high 
speed gyro motor. 

Sonotone Corporation, for de- 
velopment of its Model 222 hear- 
ing aid, first hearing aid worn 
entirely in the ear. 

Patek Philippe & Company of 
Geneva, Switzerland, for a mini- 
ature frequency and time stand- 
ard believed to be the smallest 
complete crystal clock in the 
world. 

Keith O. Johnson, Stanford 
University student, for develop- 
ment of a home-constructed, four- 
channel magnetic tape recorder 
about the size of a kitchen match- 
box. 

The Heald Machine Company, 
for development of a radically 
new grinding machine for im- 
proved production of miniature 
ball bearing races. . 

Servomechanisms, Inc., for de- 
velopment of an evaporated mag- 
netic film stepping strip which 
permits remarkable reduction in 
the overall size of a logic or 
memory element in high speed 
digital computers. 

Diamond Ordnance Fuze Lab- 
oratories, for pin-head sized in- 
dicator lamps. 
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Specs, Purchasing 
And Profits 


(Continued from page 75) 


(6) Use of standardized speci- 
fications cuts down on the waste 
of time in the delivery of ordered 
equipment or parts. There’s less 
need to spend money and effort 
on expediting shipments, and in- 
spection of deliveries can be han- 
dled more efficiently. 

(7) Both supplier and user are 
able to maintain more realistic 
inventories. It’s conservatively 
estimated that the refining seg- 
ment of the petroleum industry 
now has at least 100. million dol- 
lars tied up in spare-parts inven- 
tory. How much the suppliers 
maintain, no one has even 
guessed. The general use of stand- 
ardized specs, by reducing the 
need for so immense an inven- 
tory, could well release a sub- 
stantial part of this dead capital. 

(8) Adherence to standardized 
specs cuts down on wasteful dis- 
putes between supplier and user 
during fabrication, erection, and 
use of equipment. 

(9) Proper specs can substan- 
tially reduce—unfortunately we 
can’t say they eliminate—equip- 
ment failures, and they bring a 
definite lowering of service costs. 


What to Guard Against 

There are three things we 
should especially guard against 
over the period of developing 
standard specs. 

First, we should be careful not 
to come up with specifications 
that are too lax, too generalized. 
These really shouldn’t be called 
specifications at all, They are 
simply vague descriptions that 
are useless in the solution of prac- 
tical problems. 

Second, we should be sure, as 
far as possible, that users of the 
specs hold their exceptions to 
them to an absolute minimum. 
Each exception is a retreat from 
the desired goal of uniformity and 
the concrete advantages uniform- 
ity can bring—and each costs real 
money. If the specs don’t really 
meet the users’ needs, then the 
specifications should be modified. 
If they do meet the needs, then 
they should be honored in the 

(Please turn to page 138) 
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“One Piece or a Million” 
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SPECIAL 
LOCK WASHERS 


COPPER ANO 
METALLIC 
GASKETS 


FOR THE MONEY... 


Need just a few Stampings at the experi- 
mental or pilot stage? Our Machine Cut 
Method uses no dies! Applying custom-built 
slitters, cutters, notching dies, slotting dies, 
bending tools and stock punches—plus spe- 
cial techniques and skills—we deliver small 
quantities at very low cost. 


FOR THE SHOW... 


Need a short run! More than a few Stamp- 
ings, but still not enough to warrant high pro- 
duction quantities? Our Low-cost, Short Run 
Tooling Method does it! Simple contour dies 
and special purpose presses keep costs down. 
Newly expanded facilities speed deliveries. 


TO MAKE READY... 


Need production runs? You'll be interested 
in our modest die charges on larger quanti- 
ties. Our regular Production Tooling Method 
—designed to deliver highest quality at lowest 
unit cost—will readily solve your Stampings 
problem of any magnitude. 


STAMPINGS PROBLEMS GO... 


Our nation-wide service does it! Specialized 
experience determines the best of 3 methods 
...to produce top quality stampings. ..stand- 
ard or special...one or a million... faster, and 
at lowest possible cost. Let us quote your next 
stampings job. Brazing, welding or assembly 
jobs, too. There’s a factory-trained sales engi- 
neer in your area—it pays to know him well! 


“ 


Y 


2 tanner 


METALLIC GASKETS * ELECTRONIC CHASSIS 





LAMINATED SHIM COMPANY, INC. 
...on most Bid Lists 
2407 UNION STREET, GLENBROOK, CONN. 


CLAMPS - BRAZED ano BENCH ASSEMBLIES 
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Fence value depends on 


—quality materials 
—quality installation 


You get both from PAGE 


New Aluminized Fabric! 


(other quality fabrics available: 
galvanized steel, 
aluminum, 
stainless steel) 


8 basic fence designs 
6 gate styles 


Expert installation 
by specialists 


Registered Certificate 
of Quality furnished 
to property owner 


Good fences—since 1883 


PAGE FENCE ASSOCIATION 


National Headquarters * Monessen, Pa. 


Write for 
helpful booklet 


A product of Page Steel & Wire Division 
American Chain & Cable Company, Inc, 


For More Information Write No. 252 
on Inquiry Card—Page 32 
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Specs Purchasing 
And Profits 


(Continued from page 137) 


observance and not in the breach. 
Third and perhaps most impor- 
tant, we must be on constant 
guard against the danger of 
standardized specifications freez- 
ing out worthwhile development. 
This danger always hangs over 
the head of any set of specs. They 
tend to become a bible, and any 
proposed deviation from them 
tends to be looked upon as out- 
rageous heresy. Thus it becomes 
difficult — sometimes seemingly 
impossible—for worthwhile ideas 
to make technological break- 
throughs. Only with continuing 
open-minded review can we pos- 
sibly cope with that danger. 


When Do You 
Infringe Patents 
(Continued from page 86) 


ment that an infringer must be 
given notice of the existence of a 
patent before he is liable for dam- 
ages and the statement, on the 
other hand, that a patent may be 
infringed without the infringer 
having any actual knowledge of 
its existence. If a patentee marks 
his machine or manufactured 
article with his patent number 
he has, by statutory definition, 
given notice to the world of his 
patent. It makes no difference 
whether or not an infringer has 
actually seen the patent number 
and investigated to determine the 
extent of the patent coverage. 

In order to afford as much pro- 
tection as possible against in- 
fringement suits, many companies 
include a standard clause as part 
of their purchase order or sales 
contract similar to this: 

It is hereby agreed that the 
vendor will defend and save 
harmless the purchaser against 
all claims, expenses, judgments 
and damages arising out of in- 
fringments of any patents relat- 
ing to goods and materials sup- 
plied under this order. It is also 
agreed that the vendor will de- 
fend and save harmless the pur- 
chaser against all claims, ex- 
penses, judgments, and damages 
arising out of the ordinary use 
or operation of the goods and 
materials supplied under this 
order, or the use or operation of 








drives out 


MOISTURE 


and prevents 


RUST 


RUST AND CORROSION COST AMERICAN 
INDUSTRY OVER $8,000,000,000 ANNUALLY 


SPRA-DRI is a revoluti y water displaci 
chemical (working on molecular displacement— 
Pat. No. 2647839)—and can be safely on 
land and marine equipment, precision materials, 
all motors and machinery—anything subject to 
corrosion, moisture, or condensation. SPRA- 
DRI penetrates below damp or wet surfaces, 
creeping into pores and crevices, displacing and 
driving out water or moisture, leaving a micro- 
scopic, molecular film which is transparent, 
water repellent, and rust preventive. SPRA-DRI 
controls detrimental mist and moisture on Fer- 
rous and Non-Ferrous metal, and controls all 
rust and corrosion due to condensation. Labora- 
tory tested and approved, SPRA-DRI is used by 
the Thiokol Corporation, Southern Minerals, 
Abercrombie & Fitch, Central Power and Light, 
U. S. Army, U. S. Navy, and other companies 
that recognize SPRA-DRI as the best solution 
to rust and corrosion problems. Meets and ex- 

s Federal Specifications MIL-C-16173A(3). 
There is nothing on the market having equal 
characteristics. SPRA-DRI is not an oil or a 
plastic. 12 oz. aerosol can $35.40 per case list 
Cc cial di t available. Further pertinent 
information on request. BERGMANN ENTER- 
PRISES, LTD., 215 North Flores Street, San 
Antonio 5, Texas. 
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such goods is in accordance with 
directions and instructions given 
by the vendor. 

Does this agreement in the 
purchase order shift the liability 
for infringement from the buyer 
to the seller? No, not as far as 
the patent owner is concerned. If 
your company buys or uses a de- 
vice covered by a patent you are 
liable to the patent owner for in- 
fringement regardless of the con- 
tractual relations with the seller. 
The function of the above clause 
is to create a contractual obliga- 
tion on which you can in turn 
seek reimbursement from the 
seller for any damages you have 
suffered for infringement. 


The P.A.'s Role 


How can an assiduous purchas- 
ing agent assist in keeping his 
company out of patent infringe- 
ment suits? 

First, by including in each pur- 
chase order, and every contract 
covering services or materials to 
be supplied to his company, pro- 
visions similar to those printed 
above so that damages sustained 
for infringements may be reim- 
bursed by the suppliers. 

Second, by requesting his legal 
department to investigate the pat- 
ent background of any new ma- 
chine or process which is to be- 
come an important element in a 
manufacturing system. 

Third, by requiring specific 
written instructions on the opera- 
tion of machines when process 
patents may be infringed by slight 
variances in the operational steps 
or procedure. 

And, fourth, by being general- 
ly aware of patents, their mean- 
ing and significance, by question- 
ing possible suppliers as to the 
patent backgrounds of machines 
and devices which they are offer- 
ing for his company’s use. 

The functions of a purchasing 
agent are so broad that he can- 
not be expected, nor indeed can 
he even hope to become intimate- 
ly familiar with the details of law 
concerning each phase of his 
work. Certainly the elements of 
patent law are, to the purchas- 
ing agent, “legal details.” How- 
ever, by having a general knowl- 
edge of these “details” he may 
know when to warn his legal de- 
partment of possible pitfalls. 
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Life in these excited states... 


“I got the pot and tubing 
corrosion licked, but 
now the jugs won't hold up!” 
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“WAM” PUMP | 
Highest pump- 4 
finest you can buy ing efficiency, § 
with faultless ] 
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corrosion resist- 


ance. Hard rub- 

ber casing and 
£7 impeller; Has- 
’ telloy C shaft. 

80 gpm. Bul. 
| CE-55 
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Sea 


THRIFTY- 
THROATED 
VALVES 


ACE-ITE 


all-purpose toughie 


Liquids never 
touch metal in 
Ace: diaphragm 
valves! Rubber 
or plastic-lined 
cast iron, or 
solid plastic 
bodies. Sizes 2 
to 6”. Ask for 
facts. 
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High-impact, 
rubber- plastic, 
most economi- 
cal for average 
chemicals. 2 to 
6”. Screw or sol- 
vent welded fit- 
tings. Valves 2 
to 2”. NSF- 
approved. Bul. 
80A. 
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Still bothered 
by corrosion? 


Downtime, ruined equipment, end- 
less repairs are more than disturb- 
ing...they’re expensive too. You 
can put an end to 85 to 100% of 
your corrosion and contamination 
losses by specifying chemical- 
resistant Ace rubber and plastic 
equipment ... pipe, valves, tanks, 
pumps. American Hard Rubber 
Company’s 108 years of experience 
is ready to help you with any 
problem. 


en | 


RIVICLOR ——_ 


| ageless strength 


All-purpose rig- 
id PVC. Sched. 
40, 80 & 120, % 
to 4”. Threaded 
. or socket-weld 
g fittings. Valves 
- Y% to 2”. NSF- 
. approved. Free 
Bul. CE-56. 








ocessing equipment of rubber and plastics 





. AMERICAN HARD RUBBER COMPANY 


For More ne cM Write No. 


DIVISION OF AMERACE CORPORATION 
Ace Road * Butler, New Jersey 
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Employment Service 








PURCHASING 
ANALYST 

Home office of large 
chemical company has out- 
standing opportunity for 
young man in_ purchasing. 
Some engineering or chemical 
education necessary. Degree 
in either non-technical or 
technical field. Some _pur- 
chasing experience desirable 
but not necessary. Oppor- 
tunity for advancement to 
other positions in purchasing. 
Excellent working conditions 
and complete company bene- 
fit program. Please send com- 
plete resume and salary re- 

quirement to: Box 523. 











Experience: Six years as purchasing 
agent for a national manufacturing 
plant and supply house employing 175 
people. Buying material such as paper, 
cloth, steel, castings and components 
used in fabrication of a diversified 
product line. In close contact with pro- 
duction dept. so schedules will not be 
upset by tardy deliveries. Adjusting 
order quantities determined by inven- 
tories and sales reports to keep resale 
line in balance. Correspondence with 
suppliers to locate materials to improve 
the product line. 

Education: 2 years college. 

Will relocate. 

Write: Box 418. 


Experience: Seven years purchasing 
experience—four as purchasing agent 
in processing type industry. Purchase 
chemicals, coal, fuel oil, steel, MRO 
supplies. Responsible for stores and 
traffic. Extensive work in inventory 
control also systems and forms im- 
provements. Have been able to secure 
willing cooperation from people in my 
department. 

Education: B.S. Degree in Marketing. 
Extensive study, economics, accounting, 
advertising. Also supervisory manage- 
ment courses in speaking, managing 
people, etc. 

Prefer—Northern Chio, Indiana, or 
Southern Michigan. 

Write: Box 419 
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SUB-CONTRACT BUYER 


Large Midwest electronics 
manufacturer needs young, 
experienced college graduate 
to assume responsible pro- 
curement position. Position 
requires degree in engineer- 
ing and/or business. Prefer 
experience in military pro- 
curement with knowledge of 
ASPR’s and cost accounting. 
Responsibilities of this posi- 
tion include negotiation of 
fixed and cost-type contracts 
and administration of  re- 
search and development pro- 
grams. Excellent opportunity 
for management exposure 
and visibility. Salary: $550 
up commensurate with quali- 
fications. Please send resume 
to: Box 520. 





PURCHASING 
AGENT 
Minimum 5 years. eperi- 
ence, job lot or production 
purchasing, steel, forgings 
castings, stampings, outside 
machining, assembled com- 
ponents. Ability to negotiate 
and expedite. Prefer B/S 
Bus. Adm. or equivalent. We 
are a progressive comnany 
located in Western Mich. 
— send resume to: Box 

524. 











Experience: Two years as purchasing 
agent for a state university. Responsible 
for buying for all activities including 


furnishing new buildings. Seven years ° 


as Navy Supply Corps officer. Two 
years as cost accountant and one year 
of general shop work. 

Education: B.B.A. degree with Ac- 
counting Major. Presently working on 
M.B.A. degree. 

Prefer—San Francisco or New York 
area. 

Write: Box 420. 





Listings in this department 
are offered without charge. 
Both purchasing department 
personnel interested in chang- 
ing jobs and employers in 
search of replacements or ad- 
ditions to their departments 
may take advantage of this 
service. When writing, speci- 
fy whether you want the 
applicant’s form or the em- 
ployer’s form. Address all 
correspondence—whether for 
forms, or in answer to an em- 
ployment advertisement, to: 
Box No., Employment Service 
Department, PURCHASING 
Magazine, 205 East 42nd 
Street, New York 17, New 
York. 

















Experience: Seven years purchasing 
experience. Presently divisional pur- 
chasing manager of large chemical 
company. Thoroughly experienced in 
all phases of buying and departmental 
administration. Particular emphasis in 
chemicals and process equipment pur- 
chases. 

Education: B.S. degree in chemical 
engineering. 

Will relocate. 

Write: Box 421. 


Experience: Seven years as assistant 
purchasing agent of an industrial plant. 
Have done heavy buying and experi- 
enced in all phases of purchasing. Also 
have a total of four years experience in 
production shop, shipping and receiv- 
ing department. Have excellent em- 
ployment record, willing to learn and 
work hard. 

Education: Evening course in business 
administration. 

Prefer: Suffolk or Nassau County, Long 
Island, N. Y. 

Write: Box 422. 


Experience: Fourteen years experience 
in buying M.R.O. supplies, office equip- 
ment and lumber. Heavy experience 
in packaging, supervised perpetual in- 
ventory system. Head of dept. purchas- 
ing $1,000,000 a year. Handled contract 
negotiations. 

Education: B.S. bus. adm. major in 
marketing, N.A.P.A. courses. 

Will relocate. 

Write: Box 423. 


PuRCHASING 





Type TEFC 
Polyphase 


Tetally Enclosed 
Fan Cooled 





Custom Built ... But 
NOT Custom Priced! 


Here is the most successful development in Air Cooled 


Motors. 


Reduces friction 75% — cuts 


power costs. 


Handles any power load emergency without damage 
to motor. Always cool running for continuous service 
in high temperatures. Squirrel cage induction, high 
torque, low starting current. Fully ball bearing and 


quiet’ running too. 


Yes, Electric POWER 
at its Money-Saving 


BEST — 


by VALLEY 


WRITE FOR DESCRIPTIVE LITERATURE 


@ Other Models 


Type SN polyphase, High 
Torque, constant speed, con- 
tinuous duty, squirrel cage 
induction. 

Type AN single phase, con- 
stant speed, repulsion start, 
induction fun, continuous 


duty. 


VALLEY 


ELECTRIC CORPORATION 


4221 Forest Park Blvd + St. Lows 8, Mo 
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CLASSIFIED 
DEPARTMENT 


Contract Work e Used Equipment For Sale 


Employment and Business Opportunities 





“For Sale’ 12—Style 2#8500-5 Attendance 
Recorders, Direct read, Trigger-trip, minute 
to minute programming. Direct subtracting 
type. Printing “Day”, “O-23’ “Hours 
and “‘Hundredths’”’. Like new. 

@ $150.00 each 
2—Model #450 Mimeograph Machines. 
2 $250.00 each 
2—Model #493 Mimeograph Machines. 
@ $750.00 each 
2—Electric Dryers, Model #+BL-816 
2 $50.00 each 


Write, Box 54, PURCHASING, 
205 E. 42nd St. 
New York 17, N.Y. 








FOR SALE—3 Carton Stitchers — 
Some bottom some top. Bliss-Acme 
& New Jersey—$175.00 up. Send 
for pictures or come to see them. 


The Schneider 


Printing Company 
Palmyra, Pa. 
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RATES 


Undisplayed 
(set solid) 
90¢ line 


Positions Wanted 
45¢ line 


Displayed 
$8.50 inch 


Send orders to: 
CLASSIFIED 
DEPARTMENT 
PURCHASING 
205 East 42nd Street, 
New York 17, New York 








Justa single stroke!... 


CUTS ROUND RODS \" to 4%" ona 


MARVEL ROD CUTTER 


Available in 


three models: 
; 3% 
No. 6 ‘ “6 9 6 5 s 
No. 7 : o § % 
These are bench models, but the 
No. 7 MARVEL Rod Cutter can 
be furnished mounted on legs. 
See your Industrial Distributor 
or write us for literature and 
prices. 


ARMSTRONG-BLUM MFG. CO. 
5700 W. Bloomingdale Ave. * Chicago 39, U.S.A. 


Manufacturers of the outstanding MARVEL Metal Saws. 
For More Information Write No. 257 on Inquiry Card—Page 32 





The dial 
thermometer 
at its best 


DISTANT 
READING 


Something much 

finer in a dial ther- 

mometer: finer because 

it is the bourdon tube type of thermometer 
at its best...embodies the greater precision 
and lasting accuracy of the Marsh Pres- 
sure Gauge. 

Both vapor tension and gas-filled types 
are available in either distant reading or 
rigid stem types. In the broad Marsh line 
you have a complete selection of tempera- 
ture ranges, case sizes, styles, and finishes. 


k f 
RIGID Ask for the Thermometer Catalog 


™ MARSH 


MARSH INSTRUMENT CO. Soles Affiliate of Jos. P. Marsh Corp. 
Dept. G, Skokie, tl. 
Marsh instrument & Valve Co., (Canada) Ltd. 
8407 103rd St., Edmonton, Alberta, Canada 
Houston Branch Piant, 1121 Rothwell St. 
~ Sect. 15, Houston, Texas 
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Acco Products, Inc. 113 
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General Motors Corp. 

Burroughs Corp. 

Bussmann Mfg. 


Cambridge Wire Cloth Company, 
Celluplastic Corporation 
Century Electric Company ..... 
Chase Brass & Copper Co., Ine. 
Chicago Molded Products Corp. 
Custom Molding Division 
Chicago Rawhide Mfg. Co. 
Clark Equipment Co., Industrial 
Truck Division. .... 
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Continental Can Company 
Continental Diamond Fibre, 
the Budd Co., Ine. 

Continental Steel Corp. .. 
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Crane Company 
Crucible Steel Company of America 
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Dana Corp. 

Deluxe Metal Furniture Co. 
Div. of Royal Metal Mfg. Co. 

Do All Company, The 
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Eagle-Picher Co., The 
llectric Auto Lite Co. .. 
cssex Wire Corp., R-B-} 
Div., Wire & Cable Div., 
Limited Div. 

=x-Cell-O Corp. 
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Cords 


“airbanks, Morse 
Secale Division ..... 
“airfield Mfg. Co. 
“elters Co., The . 
“enway Machine C 

“ort Howard Paper Co. 
‘oster Co., L. B. 
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Graybar Electric Co., Inc. 
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Hamilton Foundry, Inc. 
Hardinge Brothers, Inc. 
Hinde & Dauch 
Hood Industrial Footwear & Glove 
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Hoover Ball & Bearing Div. 

Horsburgh & Scott Co. iaiaaee 

Hotel Capri 

Hyatt Bearing Division of Gen 
Motors Corp. 


Illinois Tool Works, Sems Licensee 
Shakeproof Division .. 

Inland Container Corp. 

Inland Steel Co. 

International Paper Co., § 
Kraft Div. 
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Johns-Manville, Dutch Brand Div. 39 
Jomac, Inc. 


Laminated Shim Co., Inc. 
Lamson & Sessions Co., 
Lyon Metal Products, Inc. 
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Manning, Maxwell & Moore, 
Marsh Corp., Jas. 
McGraw Edison Co. 
McLouth Steel Corp. 
Micro Switch, a Div. 

Honeywell Regulator Co. 
Morse Twist Drill & Machine Co. 
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Newark Wire Cloth Co. .. 
Norton Company 
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Okonite Co. 
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Chemical Div. 
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Pacific Intermountain Express Co. 
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R-B-M “Control” 
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Remington Arms Company, Inc, 
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Ridge Tool Company, The wd 
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H. K. Porter Co. 

Rome Cable Corporation 

Ryerson & Son, Inc., Joseph T. 
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Sharon Steel Corp. 

Shell Oil Company 

Skil Corporation .... 
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Stackpole Carbon Co. 

Standard Pressed Steel ‘Co. 

Standard Steel Works Div. 
Baldwin-Lima- Hamilton 

Sterling Electric Motors, Inc. 
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Taylor Co., The Halsey W. 
Thermoid Division, 
H. K. Porter Co., Inc. 


Trent Tube Company 


U 
United States Rubber Co. 
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Electric Corp. 
Ramet Corp. 


Valley 
Vascoloy 
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Wagner Electric Corp. 
Waterbury Rolling Mills, 
Waverly Petroleum Produc ts, 
Weston Co., Byron 
Wire & Cable Div., 
Wolverine Tube 
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ORIGINAL SPLIT-TORQUE TYPE 
Delivers two torque flows from one 
power source to do two different jobs. 


Size Nomina! Torque Capacity 
82" 165 Ibs. ft. 

9%" 230 ibs. ft. 

10” 280 Ibs. ft. 

ad 320 Ibs. ft. 





SPRING LOADED TYPE WITH DAMPER DISC 
For smooth drive on tractors and self propelled implements. 
Nominal 
Torque Capacity Size 
80 Ibs. ft. 9%" 
140 Ibs. ft. 10” 
165 Ibs. ft. hd 
200 Ibs. ft. 


Nominal 
Torque Capacity 
230 Ibs. ft. 

280 Ibs. ft. 

320 Ibs. ft. 























CONSTANT PRESSURE TYPE 
For live PTO in tractors and other heavy duty applications. 
Nominal 
Torque Capacity 
93 Ibs. ft. 15” 
9° 115 Ibs. ft. 17” 
14” 720 Ibs. ft. 


DUAL DRIVE TYPE 
Supplies selective drive to both tractor 
and machines with single pedal control. 


Nominal 
Torque Capacity 
800 Ibs. ft. 

1420 Ibs. ft. 


Size 
6”" 


Size 
Size 
9/11" 

107/12” 


Nominal Torque Capacity 
152/202 Ibs. ft. 
261/306 Ibs. ft. 


4 TYPES OF SPICER CLUTCHES 
For All Types Of Agricultural Drives 


It’s a lot simpler to call on Spicer when you need 
a clutch! You specify the capacity or select the 
type and Spicer has it .. . in a well-rounded line 
that fits your every need. 


Write now for complete information on all 4 
types of Spicer agricultural clutches. Or call the 
Dana engineer for expert assistance on all your 
clutch and accessory drive problems. 


DANA CORPORATION e 
SPICER PRODUCTS: Transmissions 


Shafts e Axles e@ Torque Converters @ Gear Boxes e@ Power Take-Offs 
Power Take-Off Joints @ Rail Car Drives @ Railway Generator Drives 
Stampings @ Spicer and Auburn Clutches @ Parish Frames @ Spicer Frames 


Toledo 1, Ohio 


Universal Joints @ Propeller 


For More Information Write No. 259 on Inquiry Card—Page 32 
Jury 20, 1959 








MATERIALS-HANDLING NEWS 


NEW AND UNUSUAL APPLICATIONS OF BASSICK CASTERS THAT MIGHT BE ADAPTED TO YOUR HANDLING PROBLEMS 


CASTERS AID AUTOMATION 
OF MATERIALS-HANDLING 


Missile oncasters. Nike-Hercules near end of 
final assembly line, as specialists install cable 
for guidancé system at piant. 


Casters give important 
savings in all industry 
and business 


Following the lead of heavy industry, 
many light industrial firms, warehouses, 
and even retailers are finding reduced oper- 
ating costs via streamlined materials- 
handling. 

Casters have kept pace. Recent Bassick 
developments in addition to the H68 casters 
shown below include: 

A light duty Floating Hub caster with a 
shock-absorbing, spring-controlled wheel 
designed to accommodate loads from 50 to 
150 pounds. The “B-Line” of 4”, 5” and 6” 
sanitary casters designed for easy cleaning. 
These are ideal for use in food processing, 
bottling plants, restaurants, bakeries . . . 
anywhere cleanliness is important. 


Medium light 
duty Series H68 
casters with two 
level ball bearing 
swivels, are ideal 
for industrial, 
warehouse and 
store applications. 
All exposed metal | 
surfaces are zinc 
plated. Long serv- 
ice life. 


Distributors 
Stock Casters 


Local industrial distributors who handle 
Bassick casters carry most popular models 
in stock, can deliver promptly. They can 
recommend the most efficient casters for 
your specific job. And where necessary, 
they may call in a factory representative for 
engineering recommendations or special 
caster designs. All of which makes your 
local Bassick distributor a handy man to 
know. 9.37 


For inverted angle 
iron tracks: Bassick 
grooved wheel casters 
effect amazing reduc- 
tions in handling costs. 
Light, medium, heavy 
and super-heavy duty 
models. 


For heavy duty drag- 
line truck systems: 
Bassick Series “S99” 
casters combine the ad- 
vantages of strength 
(heavy gauge steel) with 
light weight and econ- 
omy. Sealed bearings 





optional. 


On display at the Materials-Handling 
Industry’s Triennial Convention in 
Cleveland, this year, will be in-floor 
dragline systems, overhead chain belt 
pulleys, tractor pulled truck trains, mon- 
orail and dual track set-ups. 

These and other advances toward the 
automation of materials-handling are 
increasing throughout heavy industry. 
Here labor traditionally accounts for the 
bulk of operating costs and labor-saving 
devices are constantly being sought. 

Casters that can take relatively high 
speeds and abuse of such power-pulled 
applications have also been developed 
over the years. Shown here are some of 
the specially designed Bassick casters with 
features that suit them for automatic 


and semi-automatic handling systems. 
Because of their widespread acceptance, 
these are now standard casters in 
Bassick’s line and are available through 
local industrial distributors who handle 
Bassick casters. 


For power- 
drawn truck 
trains: Bassick 
Trailer Duty cast- 
ers with heavy 
duty semi-steel 
or Bassick “On- 
core” wheels 
(shown) will take 
the abuse of 
rough floors, 
high speeds. 
Milspec and 
“Floating Hub” 
models also 
available. 





Rocket parts on castered carts save 
handling time, money 


At this California aircraft plant, “A” frame 
carts, riding on Bassick casters, bring rocket 
turbo pump parts to the job. Top plastic 
shelf alone holds 100 small parts, larger 
components hang from sides of the cart on 
metal pegs. 

Time saving here over separate handling 
of 150 components is tremendous, Parts 
carts on casters might cut costs for your 
plant, too. 





THE 
BASSICK COMPANY 
BRIDGEPORT 5, CONN. 
IN CANADA: 
BELLEVILLE, ONT. 
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For More Information Write No. 260 on Inquiry Card—Page 32 


144 





Luck 
PUSH-to-TEST 


PILOT LIGHT 


Added to Square D Oil-Tight 
Pushbutton Line 


vs 





Completely 
oil-tight, even 
when depressed 


OIL-TIGHT OPERATORS 


Pressure 
connections 
eliminate 
internal wires 


a eo 
AG 


Coin-Operated 
Selector Switch 


SoG 
Stop Button * 
Start Button v 


4 
Lockout 
Lockout 


6) 


one Selector Switch 
Positive contact 


"feel" in test 
position 

No additional 
panel space 
required 
Choice of 

6 color caps 


Selector 


Key-Operated Pushbutton 


Selector 
Switch 


B 


) 


Full range of 
voltage ratings 


Maintained 
Contact 
Attachment 


Neoprene Cap 


4-Position 
Joystick 


— Ce 


Wobble Stick Operator 


Mounts 
interchangeably 
with oil-tight 
pushbuttons and 
selectorswitches 


Selector 
Switch and 
Pushbutton 

Lovkout 


Here’s why Square D Pushbuttons are preferred 
—by those who build machines—and by those who buy them! 


Easy to use e Operators require only a single 
mounting hole for quicker installation. Pressure 
wire connectors mean simplified wiring. 
Longer lasting « All-metal operator construc- 
tion, anodized aluminum buttons, mean greater 
mechanical life. Melamine contact blocks with 
double-break silver contacts assure longer 
electrical life. 


Small size ¢« Only a minimum of panel and 
back-of-panel space is required. 
Variety of contacts « Contact block arrange- 
ments include single-pole double-circuit, 
duplex double-circuit, tandem duplex, three- 
position duplex, and overlapping contacts. 

- = * 


FOR COMPLETE INFORMATION on oil-tight push- 


Wide flexibility « Any operator can be used 
with any contact block to meet all your 
requirements. 


EC&M weavy inoustey ELECTRICAL 


SQUARE 


For More Information Write No. 


buttons, send for Bulletin 9001-T to Square D 
Company, 4041 North Richards Street, 
Milwaukee 12, Wisconsin. 


EQUIPMENT...NOW A PART OF THE SQUARE D LINE 


[) COMPANY 
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Landmark on The American Road 


: 


FORD...... Company Central Office Bualding 


950,000 square feet of ultra-modern office facilities for 3,500 employees, including a cafeteria seating 638 and auditorium for 500. 


equipped with 


JENKINS VALVES 


because efficiency is a part of the over-all design 


Beauty, comfort, efficiency — Keynote in the planning of 
Ford cars, this combination also was sought and clearly 
achieved in the Central Office Building of Ford Motor 
Company, Dearborn, Michigan. 


With efficiency a part of the over-all design it is not sur- 
prising to see Jenkins Valves on the plumbing, heating and 
air conditioning pipelines in this superb building. For 
almost a century the name JENKINS has meant reliability 
... Valves with the enduring quality to last the life of a 
building. It will pay you to have this important assurance 
when you specify or install valves, especially since Jenkins 


Valves cost no more. Jenkins Bros., 100 Park Ave., N.Y.17. 


Sold Through Leading Distributors Everywhere | 


L 


Architects: SkioMoRE, Owincs & Merritt, New York 
General Contractor: Bryant & DETWILER 


Jenkins Valves on chill water and condenser lines serving 
Ford building’s 2,200-ton air-conditioning system. 


JENKINS 


LOOK FOR THE JENKINS DIAMOND ® 


VALVES 


For More Information Write No. 153 on Inquiry Card—Page 32 











